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Loyalty Group Shows 
1951 Premium Income 
Of Over $126,180,000 


President Cooney Says Fire Under- 
writing Results Were Satisfac- 
tory; Casualty Very Poor 


FIRE PREMIUMS $73,098,608 


Group Assets $203,735,461 at End 
of 1951; Surplus to Policyhold- 
ers on Convention $47,213,904 


The Loyalty Group insurance compa- 
nies, headed by the Firemen’s Insurance 
Co. of Newark, N. J., had a combined 
premium income of $126,181,348 in 1951, 
the highest in the history of the group, 
according to John R. Cooney, president. 

The premium increase last year was 
$10,961,708, with the fire companies pro- 
viding $6,395,549 and the casualty com- 
panies, $4,566,159. Besides the Firemen’s, 
the group includes the Girard Insurance 
of Philadelphia, National-Ben Franklin 
of Pittsburgh, Milwaukee Insurance of 
Milwaukee, Royal General of Canada, 
Metropolitan Casualty of New York and 
Commercial Insurance of Newark. 


Cooney on Rates 


“While underwriting results for the 
fire companies were satisfactory,” Mr. 
Cooney said, “underwriting results for 
the casualty companies were very poor, 
caused primarily by the high losses sus- 
tained in liability lines, particularly au- 
tomobile bodily injury and _ property 
damage. 

“Substantial rate increases have been 
made on these two classes of business, 
but whether the increases are sufficient 
to produce an underwriting profit will 
be proven only by future experience.’ 

The underwriting exhibit showed earned 
premiums of $117,456,702 against losses, 
adjustments and expenses totaling $119,- 
954,963, plus loss from underwriting 
profit-and-loss items of $29,684, for an 
over-all statutory loss of $2,527,945, 

Investments income, however, amounted 
to $5,875,399 earned in rents, interest 
and dividends after expenses, making a 
consolidated net gain for the vear, be- 
fore Federal taxes, of $3,347,453. 

Fire companies produced $73,098,608 
of the total ee and casualty com- 
panies $53,082.7. 

Group premium reserve increased $8,- 
724,646 in 1951, Mr. Cooney said, for a 
total of $97,619,609. 

The actual market value of the in- 
vestment portfolio for the Group was 
reported at $162,725,000, the highest in 
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Chapter II 
is about Junior 


LONDONS 
LANCASHIRE 
GROUP 


ay — 


the sad story of the 
CARELESS 


What's a little (?) shock com- were started because vente 
pared with the fire which could were i with 

easily have resulted from that Serve your anne and your 
frayed wire and overloaded community. Teach fire prevention 
plug. Last year over 70,000 fires constantly. 
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effort. 


new horizon; 





Jack C. Krause, 
Mutual’s William H. Nicholls, Jr., Agency, Grand Rapids:— 

“Some years ago I awakened to the fact that new horizons 
never fail to exist. 
finally took the time to analyze it. 
should I ever reach a certain stage in this business, that would 
be tops and it would not be reasonable to expect to go much 
further as to personal insurance production, because I thought 
that I was aware of my capacity and it made sense that a man 
could only work so many hours and put in a certain amount of 


The Road Map 


District Manager at Lansing for the Penn 


I had kicked this thought around a lot but 
At one time I thought that 


“This fallacious type of thinking is like looking at a road 
map and deciding not to take the trip because as you stand at the 
outskirts of your town you can see the horizon and you assume it 
would be no different beyond. Once one has a map, however, and 
then takes the first step in the first leg of the journey, he sees a 
and by travelling on, he exposes another and yet 
another, and by the simple process of following the map and 
placing one foot before the other, he reaches places he had never 


dreamed of had he not taken the initial step.” 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 











New England Mutual 
To Enter Group Life 
And Annuity Fields 


Announcement Enthusiastically Re- 
ceived at General Agents and 
Leaders Ass’n Meetings 


NO CASUALTY FOR PRESENT 


President Anderson Says Company 
Hopes to Start Writing Group 
Later This Year 


New England Mutual will begin un- 
Group life and Group annuity 
a qualified organi- 


derwriting 
contracts as soon as 
zation has been formed to handle this 
President O. Kelley 
announced at the annual 
; 
company’s General 


Associations just 


type of business, 
Anderson 
meetings of the 
Agents and Leaders 
concluded. 

“This step is a natural development 
of the service which the company and 
our agents have been giving to the pen- 
sion field,” Mr. Anderson stated. “Our 
force and our home office or- 
earned wide- 
their skill in 
believe 


agency 
ganizations as well have 
recognition for 
pension underwriting and we 
that the extension of our coverage to 
include Group will provide them with a 
field of usefulness. 


spread 


much wider 
“Although we hope to be ready to 
Group some time during 1952, I 
can give you at this time only a state- 
ment of our intent. In the Group life 
field we expect to issue Group term and 
Group paid-up insurance. In the Group 
annuity field we expect to write unit 
purchase plans either without refund or 
with a modified cash refund. We would 
also issue corresponding money  pur- 
chase forms. We expect 
posit administration and will make con- 
‘pension administration.’ 


write 


to write de- 


tracts for 


Not to Write Casualty 


“We are not planning, for the present 
at least, to write Group casualty lines, 
nor do we plan to issue Group perma- 
nent. By confining our activities at the 
outset to Group life and Group annui- 
ties, we feel that we shall be in a better 
position to give our clients the expert 
type of service which they have come 
to expect from the New England Mutual 

“Our record of growth in established 
Ordinary lines has been outstanding. 
Concurrent with a conservative. develop- 
ment of Group, we are planning a con- 
sistent expansion of the Ordinary activi 
ties which have brought such excellent 
results. 

“Tust 
cept Group business of the types de- 
scribed, we shall make formal announce- 


as soon as we are ready to ac- 


(Continued on Page 10) 
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HELP YOU SELL MORE LIFE INSURANCE 


The agency’s busy typist is an integral part of the team 
backing up the life insurance salesman. Sometimes ste- 
nographer, sometimes receptionist—her active day is Oc- 
cupied making out proposals, answering correspondence, 
giving cheerful assistance to questioning callers, filing 
pertinent material, seeing that the mail goes out—and 
then, if there’s time, handling odd chores that demand 
neatness and dispatch. Hers are duties that mean much 
to a smooth-running office . . . that save you important 
hours .. . that create an atmosphere of friendly efficiency 
which goes a long way toward gaining the respect of cli- 


ents and prospects alike. 


ETNA LIFE INSURANCE COMPANY 


HARTFORD 15 CONNECTICUT 


















One of a series of advertisements 
dedicated to the men and women 
whose skill, knowledge and effort 
contribute so importantly to the 
life insurance salesman’s success. 
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Mutual Benefit General Agents Meet 
Clay Hamlin Sums Up His Philosophy 


By CLaRENCE AXMAN 


For many years Clay Hamlin, general agent of Mutual Benefit Life, Buffalo, 
one of the most successful of general agents, has been one of most quoted life 
insurance men in the United States, his advice having helped many in the field 


to become more successful. 
many articles, 
Belleair, Florida, last week, 
largely to the younger general agents. 


Of late he hasn’t made many addresses or written 
but at the Mutual Benefit’s convention of general agents held in 
he summed up his philosophy, directing his remarks 
He prefaced his remarks by saying that 


his advice was built on philosophy and experience of many persons. During his 


long career he has carefully 


those ideas which he regarded as unusually effective. 
at Belleair he gave credit to men whose ideas have most impressed him. 


read the sayings of other men and has adopted 


In the course of his talk 
In his 


own agency he has had opportunity to test these ideas as well as having been 
responsible for procedures and thoughts of his own which have been widely 


used by other insurance men. 


Mr. Hamlin’s comments of last week follow in part: 


Selling, which is persuading people 
to do what we want them to do, is the 
result of a planned idea or group of 
ideas. Its effectiveness in this work 
depends upon the value of the insurance 
man’s ideas and his skill in presenting 
them. 

For the most part, large producers 
work on cases where one man makes 
the decision. The large producers say 
that bachelors are good prospects, mar- 
ried men are better and the latter with 


children are the best. 

Seldom do agents find buyers await- 
ing the arrival of an insurance man. 
Instead, they expect resistance and so 
prepare for it. Most men will respond 
to the agent by saying, “I have 
enough.” How much is enough? Is 
the insurance bought 10 or 20 years 
ago sufficient for today? As to what is 
“enough,” there are two questions 
which may help any insurance man who 
asks them in his interview. Here they 
are: 

1. What percentage of your present 
total income from all sources would 

you like to have continued permanently 
—for yourself or for others for whom 
you are accumulating property? (Keep 
this figure in your mind, but don’t tell 
us); then answer this one: 

If your earned income were sud- 
denly terminated, what percentage of 
today’s total income would be con- 
tinued? 

Answer these questions for yourself. 
Then decide how much is enough. 

Underwriting Earning Power is an 
idea which has been patent for 25 
years, but has been pigeonholed by 
most insurance men. The fact remains 
that for each thousand dollars of earned 
income a certain amount of principal 
yielding 3% will be required to under- 
write. Life value is always effective. 
If a man earns $10,000 a year and lives 
25 years he will earn $250,000. How 
can his family be assured of collect- 
ing it? 

Ability without Time is of no value. 
Man has no control over Time. A life 
insurance company is the only institu- 
tion which will—or can—guarantee to 
relieve him of the Time hazard. With 
our method of building—* Life Time 
Property Program”—a man can at age 
46 accomplish instantly what would 
otherwise require 26 years of continu- 
ous saving at 3% compound interest, 
without the loss of any principal or 
interest. If one had any losses—and 
who doesn’t —it would take longer. 
With our plan a man is not compelled 
to live to win. If the insured’s Time 
is cut short we promise to step in and 
finish the plan. 

Mr. Hamlin offered the following 
Suggestions to aid growth of salesmen: 

. Find prospects to whom their sell- 


ing plan is adjusted. This will be found 
easier and faster than attempting to 
build a tailored plan for everyone. It 
also enables much greater exposure. 
Let buyer determine amount in- 
stead of attempting with precision to 
tell him what he needs. Men always 
Want more property than they need. 
Give them a chance to buy what they 


want instead of revealing limited imagi- 
nation by suggesting some inadequate 
amount. 

Save renewal commissions and do 
not spend them. Usually first commis- 
sions decrease as renewals increase. 
Men who save renewals will become 
wealthy. They will do more business 
because they will have to. They will 
have a larger retirement income, larger 
service fees, and be happier. Saving 
renewals is a great mechanical device 
for enforcing continuity of first com- 
missions. 

Purchase only Life Insurance Prop- 
erty. We tell the public: “Men make 
money in their own business and lose it 
outside.” That is true. 

Settle vital problems. We have known 
some wonderful persons who have failed 
despite their natural equipments. They 
did not take advantage of them because 
they were suffe ring a devastating handi- 
cap. And that is indecision. For in- 
stance, they do not know yet whether 
they should remain in the life insurance 
business, or whether they are with the 
right company, or whether they should 
be in a more promising territory. It is 
imperative for men to settle their vital 
problems and the quicker the younger 

(Continued on Page 17) 


Duel Contest Awards—Highest % Over Quota 





xX 


Left to right—George A. Myer, CLU, Harrisburg; John D. Brundage, director of 
agencies; Ernest C. Kenagy, Wichita; Edgar Richardson, Lexington. 


Organized Common Sense 
Comments by Sol Huber 


Solomon Huber, CLU, Mutual Bene- 
fit, New York, had as his topic in a 
panel of Mutual Benefit general agents 
in Florida last week “The Psvchology, 
Semantics and Philosophy of Estate 
Planning.” 

Mr. Huber warned against too much 
generalization. The agent must under- 
stand more clearly how language works 
and how this understanding can be 
applied to the practical situations of 
life. The agent must communicate with 
the prospect in a manner to “reach” 
him. Estate planning is “organized 
common sense.” The agent is confront- 
ed with economic man, basically selfish. 
He encounters man, the family head, 
husband and father; man, fierce and 
competitive in his business, kindly and 


ill-disposed to employes and _associ- 
ates; man, deeply religious, agnostic or 
atheist, and yet a force for good in the 
community. All this must be remem- 
bered in the personal communication 
between client and estate planner in 
both oral and written sense. 

“The estate planner must understand 
more clearly how language works and 
how this understanding can be applied 
to the practical situations of life,” said 
Mr. Huber. He gave this illustration: 

“Many programmers and estate plan- 
ners work hard to commit a client to the 
incomes he feels his dependents will 
require. Later he finds, after the assets 
have been listed, that they are sufficient 
to provide incomes far in excess of 
the set objectives. It is just as intelli- 
gent to assist a man in raising his ob- 
jectives as it is to lower them. (Objec- 
tives of a client must be weighed in 
the light of present holdings and _ his 

(Continued on Page 17) 


In Florida 


Carlough Elected President 
General Agents Association 





Edgar D. Carlough, Jr., Albany (left), 
and Vice President Richard E. Pille. 


The General Agents Association of 
Mutual Benefit Life, Newark, N. J., 
elected officers for 1952 at the meeting 
at Belleview-Biltmore Hotel, Belleair, 
Fla., March 24-27. 

Edgar D. Carlough, Jr., general agent 
Albany, was elected president; Wey- 
mouth L. Murrell, Los Angeles, vice 
president, and William C. Preston, Ak- 
ron, secretary-treasurer and director. 

Other directors elected were Solomon 
Huber, CLU, New York; C. Carney 
Smith, Washington, D. C , and W. Oliver 
Cass, ‘Indianapolis. 


General Agents Winning 
Mutual Benefit Awards 


General agents who won four top 
awards for all-round agency perform- 
ance, for new organization results and 
for persistency of business, as well as 
winners of runner-up awards, were hon- 
ored at the general agents meeting of 
Mutual Benefit Life, Newark, N. j., 
in Florida. 

The Milwaukee agency, headed by 
Frank C. Hughes, CLU, and Paul J. 
Quillin, won the 1951 President’s Trophy, 
awarded annually to the company’s best 
all-round agency. The award is based 
on quality and amount of new insurance 
written, success in recruiting and train- 
ing new men, and maintaining produc- 
tion among established agents. Lyford 
B. MacEwen, Nashua agency and the 
C. Carroll Otto, Detroit agency were 
runners-up for the President’s Trophy. 

New York City agency of Benjamin 
D. Salinger, CLU, and Stanley R. 
Wayne won the company’s New Organi- 
zation Award for outstanding recruiting 
and development of first and second 
year men. Runners-up for the New Or- 
ganization Award were the John A. 
Erskine, CLU, Pittsburgh agency and 
the Edgar D. Carlough, Jr., Albany 
agency. 

In recognition of quality of business, 
two new awards were offered this year. 
The award for best persistency of 1948 
and 1949 was offered by Vice President 
Harry W. Jones, and for the best per- 
sistency of business on the books in 
1950 which was sold in the preceding 
ten years an award was offered by 
Mathematician James R. Trimble. The 
William T. Earls, CLU, agency, Cincin- 
nati, won both awards. 

Charles E. Brewer, Jr. CLU, Char- 
lotte agency was runner-up for the 
Jones Award, and the Norman E. An- 
dersen, CLU, agency, Chicago, was run- 
ner-up for the Trimble Award. 
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Men Buy Wants, Not 
Needs, Says R. E. Pille 





PSYCHOLOGY OF SALES 
Also True That Best Agents Sell 
Insurance Because They 
Want To 


The general agent is primarily a sales 
manager selected for his sales ability; 
his success or failure depends upon that 
sales ability and his application of it, 


Richard E. Pille, vice president in 
charge of agencies, told the General 
Agents Association of Mutual Benefit 


Florida meeting last week. 
agent must be able to 
His success depends 
upon his skill in making these three 
sales and the frequency with which he 
applies it, Mr. Pille continued. 


The Three Sales 


These three sales are: 

1. Selling his associates on the 
necessity to do the things that lead 
to success. For example: Making 
enough calls, developing the neces- 
sary knowledge of life insurance, 
proper prospecting habits, and self- 
improvement. In other words, super- 
vision. 

2. Selling his product. This will be 
done either directly by himself or 
indirectly for and with and through 
we’ men. In other words, training. 

3. Selling his business (the career). 
ange <4 this is “recruiting 

Mr. Pille posed the following 
tions and submitted the answers: 

“Do you have to be a great 
man?” “Unequivocably, yes.” 

“Do you have to sell directly ?” 
necessarily. But if you don’t then you 
must sell indirectly—that is, get your 
men to. ‘direct salesman’ 
doesn’t necessarily 

: : 


good sales 
manager, but it you 
from becoming 


Life at its 
Every general 
make three sales. 


ques- 
sales- 


“Not 


Being a good 
make a 
doesn’t prevent 


one, either.” 


Essential Requisites 


No salesman has ever been a great 
silanens without tremendous belief in 
his business, conviction in the superior- 
ity of his company, loyalty and enthusi- 
asm, Mr. Pille pointed out. He stated 
that unless the general agent possesses 
these qualities his men will not possess 


them either. 
“Are we taking the mystery and fear 
from selling?” Mr. Pille asked. “These 


elements need not play a part in the 
sales operation, which after all is basi- 
cally a friendly conversation. The sales 
process itself is not complex and our 
sales ideas are simple.” 

Discussing . third sale—sale of the 
business, Mr. Pille asked if any of the 
following questions applied as an_ex- 
cuse for failure to recruit successfully 
and frequently: 

Is it too hard for a new man to get 
started—is there no financing? Does- 


n’t the career offer enough financial 
opportunities? Is there too little pres- 
tige to be gained? Is there no ego 


satisfaction for the individual? Is a 
career in life insurance selling physi- 


cally burdensome? Is _ there not 
enough financial help available? Does 
the life oh have no social 
standing? Do we have a poor prod- 
uct to sell? Is there no chance to 
grow in this business? Does the busi- 
ness afford no independence? Is the 
service offered too personal? Is there 
no opportunity for service? Is the 
career opportunity no good in your 


| locality so different 
from any other? Are there no in- 
come tax advantages? Is there no 
boss—if you want one? Is there no 
public demand for our product? Is 
the sales and service process unethi- 
cal or dishonest? 


The Answer Is No! 


again, the 


locality—is your 


Once answer to each is 


(Continued on Page 17) 


Many Cases of Small 
Business Are Ignored 


VIEWS EXPRESSED AT PANEL 


John Wilson, M. James Houlihan and 
Others Give Viewpoints at 
Mutual Benefit Meet 

John O. Wilson, Seattle general 
agent, was chairman of a forum at gen- 
eral agents convention of Mutual Bene- 
fit in Florida last week which discussed 
where there were most sources of busi- 
ness. These sources were described as 
business insurance, capital transfer, 
savings and investments, mortgage in- 
surance, educational insurance, pro- 
gr amming, salary savings, simplified 
“Security in Any Event, ” wife insurance 
and $1 a week. 


The consensus of opinion was that 
small business insurance is offering the 
most opportunity for new clients, and 
that the surface in this field has hardly 
been scratched. One point made was 
that if a new agent concentrates too 


much on a large business case the result 
as far as his own work is concerned, 


may be a handicap. One aftermath may 
be discouragement because he is not 
soon successful in landing other cases. 
Eventually, he gets a feeling of futility. 
In the meantime, he has ignored many 
good chances to write small business 
cases despite the fact that these pros- 
pects are numerous. Thousands of 
small businesses and partnerships are 
never solicited. 
Views of Houlihan 

General Agent M. James Houlihan of 
Flint, Mich., says his agency constantly 
strives to impress that fundamentally 
there is nothing complicated about 
business insurance although there may 
be complications in some cases. “In 
our opinion,” he said, “business insur- 
ance is merely adapting life insurance 
property to another job. We emphasize 
that business insurance should be a by- 
product of everyday business. Not a 
prize effort.” 

Discussing experience with younger 
agents Mr. Houlihan said he pictured 
a general agent as a coach constantly 
helping his men by all effective methods 
of exposure and field help and always 
striving to keep the young men on a 
regular personal production track. 





Trimble Persistency Awards 





Left to right—William T. Earls, CLU, Cincinnati; James R. Trimble, mathematician; 
Norman E. Andersen, CLU, Chicago. 


Youngman Plan For Helping 


Agents in Advanced Underwriting 


Paul W. Cook, CLU, general agent, 
Mutual Benefit, Chicago, was moderator 
at a panel having to do with property 
planning opportunities in which a num- 
ber of general agents of the company 
described methods used by them in 
stimulating agent activity in the field 
of advanced underwriting. This was 
one of the most important panels at 
Mutual Benefit’s general agents meeting 
in Florida last week. 

Arthur V. Youngman, New York, said 
his agency was convinced that there 
can be no more important centers of 
influence in the areas of advanced un- 
derwriting than an adequate list—at- 
torneys, accountants and trust officers— 


personally known and contacted peri- 
odically. 
“We fortunately have a ready made 


tool as a basis of promoting such rela- 
tionships in our Monthly Estate and 
lax Letter,” he said. “We are urging 


every member of our organization, even 
if he has been with us no longer than 
by endless 


one month, to build up, 





chain references if he does not know 
them himself, a minimum list of 25 
attorneys, accountants and trust officers. 
The pattern of development of this 
edure is as follows: 

. Every agent knows or can readily 
iaaee one Or more accountants, attor- 
neys or trust officers. From the ones 
he knows he uses endless chain pros- 
pecting to build up a list of a minimum 
of 25. In New York City the salary 
attorneys of the very large law firms, 
whose clients are mostly large corpora- 
tions, are not desirable names for this 
list. The desirable ones are those in 
the small partnerships or those who 
have their own individual offices. The 
same goes for accountants. All the 
attorneys and accountants in the large 
offices, however, know other attorneys 
or accountants in the small partner- 
ships or operating individually. I be- 
lieve you will find that the small part- 
nerships of accountants or attorneys 
are men who have their own individual 

(Continued on Page 
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W. Paul Stillman (left), chairman of 

the board, presenting to Edgar Richard- 

son, Lexington, the Stillman Trophy for 

highest percent of business written in 
campaign. 





“SECURITY IN ANY EVENT” 


Mutual Benefit New Sales Tool Is 
Described to General Agents by 
H. Douglas Palmer 

At the Mutual Benefit’s General 
Agents meeting at Belleair, Florida, last 
week H. Douglas Palmer of the agency 
division said a new sales tool has been 
added to the company’s market basket. 
It is a pocket-sized brochure presenta- 
tion of a savings and retirement plan 
entitled, “Security In Any Event.” 

Key points of the new sales talk in- 
clude a pictorial presentation of the 
“Hill of Life’ and “Money Value of 
Life” ideas. Illustrative figures on death 
benefits, retirement benefits and_ col- 
lateral values are provided for all ages 
on various plans. An illustration card 
is filled out by the agent in the presence 
of the prospect from the appropriate 
figures in the brochure. An added fea- 
ture of the brochure is a series of 
pictures and power phrases to use as 
a closing track. 

In the new procedure shortness and 
simplicity facilitate quick practical 
training, daytime and luncheon appoint- 
ments, short interviews and numerous 
closing attempts. “It should prove to 


be a great help in getting new men 
established early on a sound weekly 
production pattern,” said Mr. Palmer. 





T. G. Murrell on Stimulation 


From Successful Recruiting 

Nothing is more rewarding in busi- 
ness life than showing a young man 
the road to success in his career, and 
noting his satisfaction with achievement, 
Thomas G. Murrell, CLU, Los Angeles, 
said in his talk to Mutual Benefit Life 
general agents in Florida last week. He 
asked the general agents: 

“Tf we were not in the life insurance 
business, would we use life insurance 
in our financial planning? The answer 
is in the affirmative. 

“We have the tools to help a raw 
recruit develop until he can make life 
insurance meet the demands of a large 
circle. We must add to these recruits 
and have the strength of purpose that 
comes from doing for others what we 
could do for ourselves. We must com- 
municate the fervor which impels them 
from disappointment to the next sale 
which is success. We can maintain 
morale in our agencies when we in- 
struct, train and supervise men to a 
pattern. And that pattern must make 
it possible that our training program 
has an acceptable solution to the re- 
curring phases of selling. Morale is 
maintained by working together as a 
team. 
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At Boca Raton meeting of New England Mutual’s General —_ Association, ley 





New 


Association, 


The 44th England 
Mutual’s General 
in conjunction with officers and execu- 
tives of the office, was held at 
Boca Raton, March 23-26. 
The program got under way the eve- 
ning of March 23 with the annual busi- 
ness meeting at which new members of 
were presented. They 
Behrns, Chicago; A. 
Kirby Clements, Jr., CLU, Montgomery; 
William W. Clore, Phoenix; Christopher 
Goldsbury, San Antonio; and A. Wesley 
Steer, CLU, 
Rolla R. 
geles, energetic 
conducted the 
Lipscomb, 


meeting of 
Agents 


home 
Florida on 


the Association 


were: George C. 


Parkersburg. 

Hays, Jr, CLU,; Los An- 
president of the Asso- 
program on the 
Jacksonville, 


ciation, 

24th. James H. 

extended a warm welcome to Florida to 

the conventioneers. 

iis i Speaking under the heading “1951— 
Another Record Year.” President O. Kel- 

Anderson and Chairman of the Board 








Florida host James H. Lipscomb, Jacksonville (left), greets president O. George Ww illard Smith commented on the 
Kelley Anderson (center) and Rolla R. Hays, Jr., CLU, Sy yf meng 1951 = company ’s outstanding achievement dur- 
president of the Association. ing the past year. Mr. Anderson an- 
nounced the company’s intention to en- 
ae = ter the Group insurance field and ex- 
plained some of the factors influencing 
Z ° the decision. 

Wagner, Scranton, President To Enter Group Field Vice President George L. Hunt sur- 
’ veyed coming business trends in the 
N. England Mut. G.A. 1 Assn. (Continued from Page 1) light of present-day indications. Quoting 
William B. Wagner, CLU, was elected facts and statistics on employment, na- 
president of New England Mutual Gen- tional income, presonal savings, births, 
eral Agents Association, which met last ment of this fact both directly and ™ irriages and housing, Mr. Hunt con- 
week at Boca Raton, Fla. He succeeds ° cluded that “the greatest days of the 
Rolla R. Hays, Jr., CLU, Los Angeles. 
E. Clare Weber, CLU, general agent, 
Cleveland, became vice president, and 
James C. Nute, Manchester, N. H., sec- 

retary and treasurer. 
Mr. Hays and Edward G. Mura, Kan- 


sas City, are also members of the five- 
man executive committee. 

A native of Scranton, Pa. Mr. Wag- 
ner took courses in the Wharton School 
of the University of Pennsylvania. He 
entered the life insurance 
1932 in Scranton, becoming district agent 
for New England Mutual there in 1935, 
and general agent in 1937. He moved 
his headquarters to Harrisburg in 1940. 
He is a past director of the Harrisburg 
General Agents and Managers Associa- 
tion, past president of the Pennsylvania 
State Association of Life Underwriters, 
and currently a delegate to the National 
from the Harrisburg Life 
Underwriters Association. 

E. Clare Weber, an Ohio native and 
life-long resident, attended the Univer- 
sity of Michigan and began his life in- 
He became New 
agent in 


business in 


Convention 


career in 1931. 
England Mutual’s general 
Cleveland in 1945. He is a past 
dent of the Cleveland Chapter of Char- 
Association, di- 


surance 
presi- 


tered Life Underwriters 
rector of the Life Underwriters 
Trust Officers Council, past director of 
the Executive’s Club, and a member of 
the Cleveland Life Underwriters Asso- 
ciation, Chamber of Commerce, and 
Sales Executives Club. 

James C. Nute was born in Barre, 
Vt., and received his education at Am- 
herst College. He worked in New Eng- 
land Mutual’s home office briefly before 
taking up agency and field duties in his 
father’s Manchester, N. H., agency. He 
became general agent upon his father’s 
retirement in 1939. A prominent mem- 
ber of New Hampshire’s life insurance 
fraternity, he is active in Manchester 
in insurance, civic, and social affairs. 


and 


ough the insurance press so that our Sy Bee : . 

thr ugh the - 3 I'fe insurance business are just around 
friends throughout the industry will be the corner.” He warned, however, that 
kept fully informed.” for New England Mutual, as well as for 





A once-in-a-lifetime opportunity 
LARGE GENERAL AGENCY 
IN PACIFIC NORTHWEST 

NEEDS NEW LIFE MANAGER 


If your record stamps you as an outstanding life 
executive with a talent for organization and leadership, 
and if you are able to command in excess of $10,000 
annually, you may qualify for this key position with a 
fine all-line general agency in a great territory, repre- 


senting one of the nation’s top ten companies. 


We shall need specific information: your business 
background (past and present), education, family 
status, present earnings, age, and any other qualifica- 
tions you feel will help us make our important de- 


cision. Your reply will be held in confidence. 


Address Box 2082 


The Eastern Underwriter 
41 Maiden Lane, New York 38, N. Y. 











Features of New England Mutual’s 
General Agents Assn. Meeting 


the industry as a whole, greater achieve- 
ments can be the result only of greater 
effort. 

“Trends Toward Group 
was the topic taken up by Vice Presi- 
dent Walter Tebbetts, who filled in de- 
tails on the implications of the com- 
pany’s move into the Group underwriting 
field. 

Further information on the applica- 
tion of Group underwriting to present 
practices in pension planning was given 
by Vice President and Actuary John L. 
Stearns and Lambert M. Huppeler, CLU, 
New York, who approached the problem 
both from the sales and the actuarial 
point of view. 

In the evening the practice of “room 
hopping” was adopted, with lively in- 
formal discussion groups centering on 
Group underwriting and pension busi- 
ness, under the leadership of Vice Presi- 
dent Walter Tebbetts. Vice President 
John Hill, CLU, and Mr. Huppeler. 

Highpoints ot the program on March 
25, under the chairmanship of Second 
Vice President and Director of Agencies 
Homer C. Chaney, CLU, were two panel 
discussions. The first panel, led by Wm. 
Eugene Hays, CLU, Boston, was on 
“Long Range Management Planning.” 
Contributing to the discussion, which 
concerned preparations for life insurance 


Insurance” 


selling and agency management in a 
buver’s market, were: Archie B. Car- 
tor. Jr; CEU, Charlotte: ; David S. 
Kamp, San F rancisco: Fraser E. Pom- 


eroy, Detroit; and E. Clare Weber, 


Cleveland. 
The second panel, introducing new and 


proven ideas on rg and Selec- 
tion,” included William C. Gentry, CLU. 
Associate Director of Agencies, panel 
leader; J. Hicks Baldwin, CLU, Wash- 
ington, D. C.; C. Vernon Bowes, New- 
ark; Charles F. Collins, CLU, Second 


Vice President and Agency Secretary: 
Pendleton A. Miller, CLU, Topeka; and 
Merton E. Sayles, CLU, Assistant Su- 


perintendent of Agencies. 
President’s Trophy Winners 


At the 


dinner given 


Association 
cer- 


Agents 
ee 
night, engraved 


General 
that 


(Continued on Page 10) 


New England Mutual Plans 
Seven Regionals This Fall 


New England Mutual will hold seven 
regional meetings this fall, vice presi- 
dent George L. Hunt announced at the 
company’s General Agents and Leaders 
Association meetings. 

The meetings are scheduled at resorts 
within easy access of all of the com- 
pany’s 78 agencies. New England agen- 
cies will gather at Bretton Woods, 
N. H., September 14-17; New York and 
Pennsylvania agencies at the Sagamore, 
Lake George, N. Y., September 21-24; 
agencies located in the north central 
states will gather at the Northernaire, 
Three Lakes, Wis., October 1-4; east 
central and east coast agencies at the 
Greenbrier, White Sulphur Springs, W. 
Va., October 8-11; west coast agencies 
and Hawaii, Yosemite, Calif., October 19- 
22: midwestern agencies, the Elms, Ex- 
celsior Springs, Mo., October 26-29; 
southern agencies, Edgewater Gulf, 
Biloxi, Miss., November 2-5, 

Qualification period for the regionals 
will extend from April 1 through July 
31, with emphasis on visits to policy- 
holders during the company’s annual 
Policyholders Months program in June 
and July. 

The wide geographical spread of con- 
vention locations will allow opportunity 
for a maximum number of the company’s 
1,000 fieldmen to benefit from the useful 
information and the inspiration which 
traditionally characterizes these sales 
meetings, Mr. Hunt said. 
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LAA Eastern Round Table Meets 


Informative Round Table Discussions Featured at Two-Day 
Session; Harvey Kesmodel, Jr., Chairman; Theme 
Was “The Life Advertiser and His Job” 


Round table meeting of 

Advertisers Associa- 
ion, held on Thursday and Friday of 
last week at the St. Moritz Hotel, New 
York, attracted more than 100 life insur- 
ance advertising men and women. Chair- 
man this year was Harvey Kesmodel, 


The Eastern 
the Life Insurance 


Jr, Sun Life of America. Others on 
he committee included Paul Troth, New 
York Life; Frederick J. Kiefner, Provi- 


Robert M. MacGregor, 
Phoenix Mutual; Norman T. Sheppard, 
Manufacturers Life; William S. Weier, 
The Prudential; Seneca M. Gamble, 
Massachusetts Mutual; D. T. McGraw, 
Acacia Mutual. Theme of the meeting 
this year was “The Life Advertiser and 
His Job.” 


The meeting 


dent Mutual; 


opened with a luncheon 
Presi- 


on Thursday, after which LAA 

dent A. L. Cawthorn- Page, of Metro- 
politan’s Canadian head office reported 
on the association’s activities. Follow- 
ing the president's report, Royden GS, 
Berger, CLU Connecticut Mutual, 
lerome V. Leary, Metropolitan, and 
Charles R. Corcoran, Equitable of New 
York, reported on three current assocj- 


ation projects. Mr. Berger reviewed the 
LAA Bookshelf designed to acquaint 
advertising people with helpful litera- 
ture in life insurance, graphic arts, and 
allied fields. Mr. Leary and Mr. Cor- 
coran reviewed the successful Editorial 
and Sales Promotion Workshops held in 
New York last December where some 
members underwent intensive one-week 
courses in these subjects. 


Home Office Cooperation 


Mr. Corcoran emphasized the neces- 
sity of full coperation of a key home 
office with complete facilities for hold- 
ing these schools. The Equitable of New 
York was host to the first school where 
experts from within and outside the 
industry served as instructors and lec- 
turers. Mr. Corcoran said that the im- 
portance of sales promotional work- 
shops to the life insurance business is 
apparent when it is considered that, for 
advertiser among the 


every large-scale 
life insurance companies, there are 25 
more that must rely solely upon sales 


promotion in order to get their messages 
across to the public. 

Commenting on the results of the Edi- 
torial Workshop, Mr. Leary said that 
after attending the various sessions each 
student was a better man for his par- 
ticular job for his company. The in- 
structors, companies and the life insur- 
ance business also benefit by the work- 
shops, he said. Evidence of the success 
of these sessions, Mr. Leary said, is 
substantiated by the high regard in 
which they are held by the students. 


“The Life Advertiser and His Job” 


Advertiser and 
Morgan 


The panel “The Life 
His Job” was presided over by 


S. Crockford, Excelsior Life, and fea- 
tured John J. Hopkins, Home Life of 
America; Robert W. Wildey, Continen 
tal American; Jack r Morris, Business 


Men’s Assurance; H. A. Ricl :mond, Met- 
ropolitan. Mr. Nopking and Mr. Wildey 
reviewed their assignments from. the 
standpoint of the various duties of ad- 
vertising men in smaller companies. 
Both were in agreement on two advan- 
tages they have over the specialist in 
the larger companies: Wider range of 
experience and development of greater 
number of skills and closer contact with 
public, field, and top management prob- 
lems. 

Mr. Hopkins said that because of the 
wide variety of duties of the small com- 
pany advertising man, he has more op- 
portunities to observe the broad pano- 
roma of life insurance operations. As 
means of stimulating the field force and 
acknowledging a job well done, Mr. Hop- 
kins said that his company gives recog- 





nition to agents in the monthly house 
organ. 

Mr. Wildey said that 
pany man is in closer contact with the 
field force and top management. In his 
particul: ir case, he said, it is no problem 
for him to arrange an appointment with 
any of his company’s top executives 
including the president whereas in a 
large company this would prove more 
difficult. About sales promotion, Mr. 
Wildey feels that it is assuming a 
new role and becoming more important 
today. The future however, he said, set- 
tles down to one thing, and that is 


the small com- 


what advertising men make of it as 
individuals. 
Mr. Morris feels that if advertising 


people keep themselves better informed 


on new techniques and ideas, they will 
be equipped to do a better job. There 
is a shift going on, he remarked, and 


opportunities are greater now than ever 
before. 

Mr. Richmond, discussing the concepts 
of the life advertisers job, said that 
it is a big one if he measures up to 
the opportunities and potentialities of 
his work. There are basic trends in 
public opinion and public thinking, he 
remarked, and it is the job of the ad- 
vertising man to keep informed. He 
must also believe he is rendering a valu- 
able service to himself, he needs imagi- 
nation and vision and he must be very 
practical and down to earth. He must 
also have appreciation of the inevitable 
law of change and this requires constant 
reading and learning. 


Problem Clinic 


Acacia Mutual, 
‘Problem 


Burton M. Langhenry, 
chairmanned the shirt- ‘sleeved ‘ 
Clinic,’ an LAA innovation. Seven 
tables were set up and ad men and 
women went from table to table getting 
expert opinions of questions vital to 
their work. 

“Counselors” 
Henry Gasser, 


and their subjects were: 
Prudential, Cost Savings, 





MUTUALY LIFE 


NEW YORK 38 








INSURANCE 
BOSTON, MASSACHUSETTS 


Personal Attention 


and Prompt Service 


BROKERAGE AND SURPLUS — LIFE — 
ANNUITIES — COMPLETE GROUP PLANS 


WILLIAM A. ARNOLD, II, AGENCY 


161 WILLIAM STREET 


COMPANY 


WORTH 4-2367 








involving economies in preparation, pro- 
duction, and distribution of sales pro- 


motional and advertising material; Clif- 
ton <A. Follansbee, John Hancock, 
Agents Magazines, covering all phases 


of the field magazine editor’s problems; 
Joseph Hoffmann, Prudential, Group 
Insurance Promotion, a review of sales 
opportunities in the Group field; Evelyn 
Schuler, Penn Mutual; Colin Simpkin, 
Travelers, and Russell V. Vernet, Mu- 
tual Life on Public Relations—Press, 
Intra-Company, and General, respective- 
ly, and S. Alberta Stutsman, Massa- 
chusetts Mutual, on Direct Mail, includ- 
ing consideration of results with various 


types of approaches, letters, and tech- 
niques. 

There were three concurrent round 
tables to start the second day’s ses- 


sion. W. N. Bowden, 
manned the discussion on 
ports. 

Since most of the members attending 
the LAA meeting had just finished the 
job of producing their company’s an- 
nual report, the interest in this subject 
was high. The discussion at this table 
started off to answer four questions: 
What can annual reports do? What 
goes into annual reports? What do our 
annual reports do? What can be done 
to improve their effectiveness ? 


Crown Life, chair- 
Annual Re- 


‘Prepare for a rainy day 


Here’s proverbial financial ad- 
vice which any -prospect will 
gladly follow if shown the need 
and the right plan to solve it. 


If it’s possible to solve the pros- 


pect’s ‘‘rainy day”’’ problem with 


life insurance, the Provident Life 


any life insurance need. 


persistency bonus. 


rity 





1887... 65th Year. 






Producer finds closing the sale easier because he has the up - to- date 


plans and sales aids which enable him to provide the right plan for 


With these plans, the agent also can prepare for a “rainy day’’-- 
through a liberal scale of first-year commissions, nine renewals, 


service fees, a non-contributory pension plan, group insurance and a 


PROVIDENT LIFE & ACCIDENT INSURANCE COMPANY 


I CHATTANOOGA 





7952 





The exchange of ideas developed in- 
formation on the extent to which some 
companies distribute their annual re- 
port to policyholders. Closely related 
to this was the question of cost. Some 
companies keep their report quite sim- 
ple, while others publish an elaborate 
report and make extensive use of de- 
sign, color, art work and photography. 

Another question which led to an in- 
teresting exchange of ideas was the 
one concerning the audience which the 


annual report tries to reach. This led 
into a discussion of reports, stuffers, 
booklets, progress reports and_ styles. 


An attempt is made on the part of some 
companies to measure the readership 
and the effectiveness of the annual re- 
port on these various audiences. 


Production Problems 


Norman L. Klages, Reliance Life, pre- 
sided over the Production Problems 
round table. Using a chart which 
showed a breakdown of major produc- 
tion problems, Mr. Klages directed the 
discussion into the graphic arts end of 
advertising. The group at this table dis- 
cussed many of the typical production 
problems that come up in all companies. 
Among the problems discussed were 
maintaining the standard of quality, de- 
termining the quantity of sales promo- 
tion material and the relationship with 
painters and artists. 


The Advertising Agency 

The Advertising Agency was the topic 
under discussion at John Hancock’s 
Margaret Divver’s table. This discussion 
moved into an area which explored 
how much service the various companies 
required from their advertising agen- 
cy. It developed that some companies 
operated with a_ skeleton force and 
assigned most of their writing jobs and 
all of their art work to the agency. 
There are other companies in contrast 
which maintain an extensive copy de- 
partment and an elaborate art shop and 
do most of their own work. The rela- 
tionship of the advertising agency to 
this latter company is primarily one of 
handling the finished job and placing 
the advertisement in various advertising 
media. 


Accident and Health 


Three additional round tables were 
held before the windup luncheon. L. 
Russell Blanchard, Paul Revere Life, 
presided over the Accident and Health 
round table. ; 

The recent developments in the acci- 
dent and health field and the entry of 
several companies into accident and 
health business, both personal and 
group, attracted interest to this subject. 
The discussion confined itself primarily 
to sales promotion ideas and the pro- 
motion of accident and health in both 
the individual and brokerage market. 
The discussion indicated that the media 
for accident and health are not unlike 
those with which the life advertiser 1s 
already familiar. The technique of pro- 
moting accident and health is not stand- 
ardized and there is still a wide open 


(Continued on Page 10) 
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,eppard Homans Dead: 
Noted Manager Was 81 


wiS FAMOUS AS AN ATHLETE 





Now York Manager of Equitable Society 
Gave Up Active Agency Manage- 
ment Several Years Ago 





Word was received in New York last 
Monday that Sheppard Homans, for 
many years a prominent manager for 
Equitable Society in New York and a 
founder with Seward Prosser, former 
chairman of the Bankers Trust Co., 
of the agency of Prosser & Homans, 
died in his winter home in Charleston, 
S. C., on Sunday. His age was 81. Sev- 
eral years ago he relinquished active 
management duties of the agency firm 
which were turned over to his son Eu- 
gene V. Homans, who had been active 
in the agency since his graduation from 
Princeton in 1931. aes 

Shep Homans, as he was familiarly 
known, was born in Englewood, N. J., 
son of the noted actuary, Sheppard 
Homans. Entering Princeton with the 
class of 1892, he became one of that 
university’s great football stars being 
picked by Walter Camp as fullback on 
the All-America teams of 1890 and 1891. 
He was voted the outstanding football 
player in his class while still in college, 
and, almost 60 years later, was elected to 
the football Hall of Fame in New Bruns- 
wick, N. J. He was president of his 
class for many years up to his death. 

Formed Prosser & Homans 


After his graduation, Mr. Homans 
spent another year at Princeton, study- 
ing electrical engineering, before he 
went into the insurance business with 
Seward Prosser, former chairman of the 
board of the Bankers Trust Co. When 
Mr. Prosser left the firm in 1920, Mr. 
Homans continued as directing head of 
the agency, associated with the Equi- 
table Life Assurance Society. 

Mr. Homans had continued active in 
Princeton affairs and seldom missed a 
class reunion. 

In sports, however, his main interest 
became golf. He entered many tourna- 
ments and, with his son, Eugene, Prince- 
ton, ’31, won the Metropolitan Father 
and Son Golf Tournament in 1930. 

He served in the New Jersey Militia 
and the New York National Guard. Mr. 
Homans was president of the Men’s Club 
of Englewood and a member of the Ivy 
Club of Princeton, the Englewood Golf 
Club, the National Golf Club, the Links 
Club, the Bankers Lunch Club and the 
University Club of New York. 

Surviving, besides his son, are his 
widow, the former Loraine Vanderpool, 
and two daughters, Mrs. F. Cleveland 
Davis of Summit, N. J., and Mrs. Har- 
old Herbert of Palm Beach, Fla., and 
Southampton, L. | 


Garfin With Pacific Mutual; 
Other Actuaries Advanced 


Louis Garfin, formerly actuary in the 
Oregon Insurance Department, has been 
named associate actuary of Pacific Mu- 
tual Life. The appointment was an- 
nounced by Asa V. Call, Pacific Mutual 
president, who also made known the 
advancement of Ben J. Helphand from 
assistant actuary to associate actuary, 
and promotion of Forrest Ockels to be 
assistant actuary. Mr. Garfin is a grad- 
uate of University of Iowa, and re- 
ceived a Ph.D. degree in mathematics 
there. 

Mr. Helphand has been with Pacific 
Mutual since 1937 and previously was 
associated with the South Carolina In- 
surance Department. He attended Uni- 
versity of Nebraska and holds a mas- 
ter’s degree in mathematics from Uni- 
versity of Iowa. 

Mr. Ockels, with Pacific Mutual for 
the past six years, is a graduate of 
Pomona College. 

All three are associates in the So- 
ciety of Actuaries. 


J. F. Benne Appointed 
Joseph F. Benne has been appointed 
head of The Prudential’s district office 


at Gary, Ind., succeeding the late John 


A. Scott. 

Mr. Benne has been associated with 
Prudential in sales and sales supervisory 
posts since 1924. Shortly after joining 
the company as an agent at Chicago, 
he transferred to Gary. Subsequently, 
he was advanced to a staff managership 
and assigned to the district’s branch of- 
fice at Hammond, which post he now 
vacates. 


Educational Conferences 


Between June 23 and 27 St. Andrews- 
by-the-sea, New Brunswick will be the 
scene of the Manufacturers Life’s edu- 
cational conference for senior production 
club qualifiers from eastern Canada and 
the eastern United States. 

Western representatives qualifying for 
the western educational conference will 
meet in Banff, Alberta during the week 
of September 8&. 

Forums on a number of subjects such 
as estate analysis and business insur- 
ance will be the feature of both con- 
ferences. 


Manufacturers Enter Virginia 
Manufacturers Life has 
that it 


announced 
license to 
Until 
such time as a branch office is opened in 
the state, Virginia business will be 
serviced by the Baltimore branch under 
Manager J. F. Crofoot. Including Vir- 
ginia, the Manufacturers Life is now 
licensed in 14 state, the District of 
Columbia and the Territory of Hawaii, 
and has a total of 16 active life offices. 


recently received a 


operate in the State of Virginia. 





1950 
1951 





New insurance sold (All-time high) 
Insurance in force (All-time high) 


1950 
1951 


1,395,228,964 
1,471,844,452 


POINTS o- INTEREST 


FROM OUR 1951 REPORT 


2 


* 


Payments to policyholders and beneficiaries 


$72,260,112, or a working day 
average of $287,889 


* 
Net rate of interest earned on total invested funds was 3.26% 
* 
Increase in Assets .. oe ae $ 76,615,488 
Increase in Surplus Funds. . - « « $ 3,849,646 
Increase in Insurance in Force . . $211,093,889 


* 


Payments to policyholders and beneficiaries since organization 


$1,557,100,000 of which $390,879,000 was dividend 


* 


Every working day in 1951 over 1,500 income checks were for- 
warded to policyholders and beneficiaries from matured life 
insurance policies and annuities and for disability benefits. 

Payments of this type for the past two years were: 
362,958 checks for $29,807,167 
378,203 checks for $32,355,389 


* 
Progress during the past four years 1948-1951 
End of Liabilities 
Year Assets and Reserves 
1948 $1,234,396,623 $1,165,433,055 
1949 1,312,915,311 1,237,962,482 


1,312,626,967 
1,385,392,809 


A copy of our 100th Annual Report will be mailed on request 


ORGANIZED 1851 


Owned by its policyholders — operated for them 


Now In Our Second Century of Service 


$ 349,821,672 
$3,373,293,150 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


Surplus Funds 
$68,963,568 
74,952,829 
82,601,997 
86,451,643 


















Page 8 











Prudential Production 
$3.7 Billion in 1951 


EARNED INTEREST RATE _ 3.28% 
President Shanks Tells Leaders at Flor- 
ida Meeting Highlights of Com- 
pany’s Year 


Palm Beach, Fla., Mar. 31—President 
Carrol M. Shanks of The Prudential 
said today that the company enjoyed 
“another year of achievement” during 
1951 in 
fields. He attributed the gains to the 
fine work of the entire Prudential staff 
of 45,000 employes as exemplified by 
the select group of district agencies’ 
leaders attending the inz vugural session 
here of the newly-formed ‘President's 
Club.” 

The statement highlighted his address 
on the company’s 1951 operations at the 
opening of a three-day session of the 
Club, which is being held in the Palm 
Beach Biltmore Hotel and which is be- 
ing attended by 600 top-flight agents, 
staff managers, and managers of Pru- 
dential’s eastern and southern district 
offices. They were chosen from some 
10,000 men on the basis of their out- 
standing performance records during 
1951. In other years, Mr. Shanks has 
made his annual report to the board 
of directors and then followed it with a 
public announcement. Today’s talk sup- 
planted the customary public announce- 
ment. 


selling, investment and other 


Gives Highlights of the Year 


Asserting that their splendid records 
entitled them to an accounting of the 
stewardship of management, Mr. Shanks 
said: 

“The results for the year 1951 indi- 
cate another year of achievement. In- 
terest earnings are reflecting the more 
favorable yield on investments of recent 
years. Mortality continues at very fa- 
vorable rates. Lapse rates continue at 
moderate levels, and expenses are higher 
as in the case of other business enter- 
prises.” 

He reported also that the increase in 
assets was the company’s largest for any 
year. Mr. Shanks pointed out that there 
are approxmnatcly 28 million policyhold- 
ers, a gain of one million during 1951. 
He aan acterized this as “an indication 
that the Prudential has been increas- 
ingly effective in bringing the ad- 
vantages of life insurance to those self- 
reliant members of our Canadian and 
United States population who wish to 
protect the financial futures of their 
families and themselves through their 
own efforts.” 

In discussing current conditions, he 
noted that it has become almost a “na- 
tional habit, and practically a national 
policv, to strive for mediocrity. 

“The solution is a rebirth of the 
independence and spirit on the part of 
the American citizen,” he continued. 
“When enough individuals decide to 
break loose from the pack to go on their 
own, then this apathetic march to medi- 
ocrity, and regimenting by propaganda, 
will come to an end. Now to be sure, 
this is easier said than done. It cannot 
be done without leaders to blaze the 
trail and prove that the alternate satis- 
factions of independence are worth al- 
most any price—and can survive almost 
any hazard. 

“The future of our organization rests 
with you as salesmen, and in my esti- 
mation, the future of the country rests 
with those who have the courage and 
ambition in their work that you have 
shown. Courage and ambition are as 
contagious as defeatism. You can spread 


your spirit not only through the organi- 

zation, but far beyond it.’ 

Best Investment Record in Years 

Turning to the company’s operational 
situation, Mr. Shanks noted that the 
Prudential played an important part in 
the 1951 fight against inflation. Loans 
were screened carefully in the public 
interest. Many—including potentially ex- 
cellent ones—were turned down because 
of “our larger interest in helping com- 
bat inflation,” Mr. Shanks said. 

“Yet, in spite of the assumption of this 
purely moral obligation—there were 
no legal commitments—the investment 
departments were able to come up with 
their most impressive record in many 
years,” he said. “I feel that this is an 
important thing because it points out 
so clearly that the obligations in the 
national interest are not necessarily lia- 
bilities. You can still do the right thing 

—and do it to the benefit of everyone. 
The nation il interest and yours are the 
same. 

Good Production Despite Strike 

Notwithstanding the strike of some 
agents during December, total new busi- 
ness written during 1951 was $3.7 bil- 
lion, the third consecutive year that 
sales exceeded $3 billion. While Group 
life insurance sales declined sharply, 
principally because of governmental re- 
strictions on wages and_ installment 
financing, regular Ordinary and Monthly 
debit business were higher with the 
more than $134 billion of new Dé rid-for 
Ordinary establishing a record for the 
company. Weekly debit production was 
somewhat lower than in 1950. As a 
result of sales and favorable lapse rates 
during the year, total insurance in force 
at the year-end exceeded $36% billion 
as contrasted with $34 billion in 1950. 

During 1951, The Prudential’s income 

amounted to $1,650 million on a cash 
basis, which was $113 million more than 
the previous year. The $30 million in- 
crease in investment income reflects both 
the larger total of invested assets and 
improvement in investment yields. In 
1951, net over-all rate of return on all 
company inves tments was 3.08% or com- 
pared with 3.03% the previous year. Be- 
fore Federal income taxes, the rate was 
3.28% for 1951 and 3.10% for 1950. 

In connection with the investment of 
funds, there was authorization for the 
purchase of $869 million of corporate 
securities from a wide range of large 
and small concerns. 

The company’s total mortgage loan 
and real estate investment portfolio also 
grew steadily during 1951. At year end, 
mortgage loans on farms exceeded $322 
million. All other types of mortgages 
totaled $3,356 million. Investments in 
real estate during the year brought the 
total of such investments to $146 million 
on December 31. Mr. Shanks noted that 
51% of the amount outstanding on all 
Prudential’s mortgage loans at the end 
of 1951 was insured or guaranteed by 
either the Federal Housing Administra- 
tion or the Veterans Administration. 

The company’s balance sheet of De- 
cember 31, 1951, showed total assets of 
over $9% billion. 

Paralleling increases in other aspects 
of its business, the company’s payments 
to policyholders and beneficiaries in 1951 
reached a record total of $691 million. 
These included dividends to policyhold- 
ers which were $30 million greater than 
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Connecticut Mutual Plans 


At U. S. Life Home Office —_ Florida Meeting April 8-11 


“Thanks for Listening” a 27 minute Nearly 400 agents and general agents 
film on proper telephone techniques in will attend a special educational con- 
business was recently shown to the home ference to be held by Connecticut Mu- 
office staff of United States Life. The tual Life April 8-11 at the Hollywood 
film, newest in a series produced for Beach Hotel, Florida. 
the New York Telephone Co., demon- Raymod W. Simpkin, agency vice 
strates through a number of common president of the company, will be chair- 
business situations how good technique man for all sessions. The program was 
plus carefully developed “voice person- planned by Vincent B. Coffin, senior vice 
ality” in handling outgoing and incom- president, and E. A. Starr and Horace 
ing calls can provide extra service to R. Smith, superintendents of agencies, 
the customer and public relations bene- Chairman on arrangements is Frederick 
fits for the company. O. Lyter, agency searetary. 

An advanced training session was also President Peter M. Fraser will be the 
held for 24.U.S. Life secretaries. Record- first speaker and following his talk he 
ings of six simulated telephone conver- will present awards to company leaders. 
sations were made on tape, played back The company’s position with respect to 
to the group, and a aritique of each made institutional trends will then be dis- 
by a representative of the telephone cussed by Vincent B. Coffin. 
company. The first day’s session will conclude 

The telephone film and training session with an induction ceremony for the “De- 
are part of a regular series of presenta- pendables.” Qualifying for this honor 
tions on various aspects of business life group last year were 379 company irepre- 
designed to help U. S. Life’s home office sentatives. 
staff work more efficiently together and On the second day the theme, “Ideas 
give better service to the company’s Which Help Me Sell a Million,” will be 
policyowners and field force. developed by a panel of Million Dollar 
Round Table members with E. A. Starr 
as moderator, The panel will include 
Nathan L. Gordon, CLU, Cleveland; 
Frederick R. Griffin, Jir Mollenauer 
Agency, Philadelphia; Richard B. Hardy, 
Toledo; Aldred S. Howes, Guibord 


Telephone Technique Film 





in 1950. The $45 million of taxes paid 
by the company during the year rep- 
resented a $16 million increase over, 1950. 


The year 1951 marked the third full . , 
. 7 : Agency, New York; Henry Petter, 
ca of adage oe company’s Grand R: Pf oe . Redbath “i 
estern Home fice in Los Angeles CLU, Josephson Agency, New York: 


and was the first full calendar year in 
which all Canadian activities were han- 
dled from the Canadian Head Office in 
Toronto. According to Mr. Shanks, re- 
sults in these offices indicate substantial 
progress toward the objectives of the 
decentralization program. The company’s 
Southwestern Home Office in Houston 
will be opened this year, he said, while 
the start of construction on the Mid- 


Loren D. Stark, CLU, Houston; and 
Robert H. Stedman, Jr., Charlotte. 

A panel on sales methods with Horace 
R. Smith as moderator will occupy a 
large portion of the third day. Taking 
part will be Marcus H. Barr, Atlanta; 
Henry W. Bent, Jones Agency, Los 
Angeles; Robert S. Caulkins, Cleveland; 
George E. Deras, Omaha; George W. 
America Home Office in Chicago will de- eran Indianapolis ; Arthur R. Kapner, 

Albany; Charles F. Klefeker, Rochester; 
pend upon the government’s policies in Cl: we A. Ruch. Wikies te . Sacer 
relation to building. je eae sane ase acre Ale: 

J. Sala, Newark; James M. Spencer, 
Jr., Grand Rapids; Gordon E. Wilson, 








LEADING NEW JERSEY GENERAL AGENCY 
requires services of top-flight life man. Excellent opportunity 
with future for right person. 
C. J. SIMONS CORPORATION 


563 Broad Street, Newark, N. J. will be a reception and banquet for 


Portland, Oregon; and Bernard H. Zais, 
Rutland. 

George F. B. Smith, executive vice 
president of the Connecticut Mutual, will 
bring the business sessions to a close 
with a talk on, “Let’s Face the Future 
Together.” On the last evening there 





the Leaders’ Round Table. 
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L. WILLIAMS 


Two new executives have been added 
to the home office staff of Capitol Life, 
according to an announcement by 
Thomas F. Daly, vice president and 
director of agencies. C. L. Williams, 
formerly senior underwriter with New 
York Life, has been named superin- 
tendent of agencies for the company’s 
central territory. In this position he will 
continue development of sales forces for 
Colorado, Nebraska, Kansas and Wyom- 
= Mr. Williams has also served as 
assistant sales manager for Thompson 
Products, Inc. He is a native of Ohio 
and a graduate of Oberlin College and 
Northwestern University. 

Carl J. Lewis has been appointed 
manager of Group insurance sales. He 
will be responsible for development of 
sales in the firm’s 13-state western ter- 
ritory. Also a home office representative 
with New York Life, Mr. Lewis has been 
active in Group insurance sales for more 
than three vears. He is a native of Cali- 
fornia and a graduate of the University 
of San Francisco. 


Artemus Gates Elected 
Mutual Life Trustee 


Artemus L. Gates, a former Under- 
Secretary of the Navy, has been elected 
a member of. the board of trustees of 
the Mutual Life Insurance Company of 
New York. 

Mr. Gates was Assistant Secretary of 
Navy for Air from 1941 to July, 1945 
and Under-Secretary of the Navy from 
July to December in 1945. Prior to that 
he had been president of New York 
Trust Co. from 1929 to 1941, and vice 
president from 1926 to 1929, 

3orn in Cedar Rapids, Iowa, in 1895, 
Mr. Gates was graduated from Yale 
University in 1918 He is a director of 
the Boeing Airplane Co., Middle South 
Utilities, Inc., North British & Mer- 
cantile Insurance Co., Safeway Stores, 
Inc., Time, Inc., the Union Pacific Rail- 
road and president and director of 
American Superpower Corp. He is a 
trustee of Presbyterian Hospital, New 
York, and the Hotchkiss School. 


_ HEAR O. M. TOWNSEND 

Cedar Rapids Life Underwriters Asso- 
ciation had as their guest speaker Oliver 
M. Townsend, counsel for Continental 
Assurance, at their March meeting. His 
topic was “Legal Aspects of Business 
Life Insurance.” 

As evidence of widespread interest in 
this field of underwriting, a large dele- 
gation of the company’s Iowa and Ne- 
braska general agents made a trip to 
Cedar Rapids for a round table discus- 
sion following Mr. Townsend’s associa- 
tion appearance. 





New Executives Added to Home Office Staff of Capitol Life Joins John O. Todd Record 90th Anniversary 


John O. Todd, CLU, Northwestern 


Mutual, Chicago, snd last year's chair- An average of $3,600,000 of life insur- 
man of the Million Dollar Round Table, ance sold every day for the first 90 days 
has named Francis W. Morley, Jr. of the 90th anniversary year of John 
CLU, as his assistant. At the same time Hancock Mutual Life was the record 
Mr. Morley becomes vice president of writing presented to President Pau! 
The Todd Planning and Service Co. a F. Clark by Vice President Olen E. 
corporation formed last year by Mr. Anderson, on behalf of the field force 
‘Todd to specialize in corporate and per- of the district agency department. The 
sonal life underwriting and financial presentation took place at the Presi- 


Volume by Hancock Agents 


planning. dent’s Club meeting of the John Han- 
Mr. Morley has been agency assistant cock at the Greenbrier. . 

and production manager of the Dan A. This total volume of sales durine the 

Kaufman Co. general agency of North- first 90 days of 1952 exceeded ali pre- 


western Mutual at Chicago. A graduate vious records of the district agency de- 
of the University of Michigan, he had partment. During the ceremony cele- 
been associated with the agency six brating the sale of $327,000,000 of life 
years, five of which he spent with Mr. insurance in the past quarter, Mr. An- 
Todd who formerly was general agent. derson presented President Clark with 

Mr. Morley, who averaged over a a bound volume containing the signa- 
half million production during his first tures of the field force, as well as the 
four years in life insurance, graduated production record by districts. 
in the first school of Life Insurance ; 

Marketing at Purdue. 

The Todd Planning and Service Co. ELMIRA ASS’N SPEAKER 
was organized shortly after Mr. Todd Herman Ferrell, assistant manager of 
went back into personal production. In the Elmira Social Security Board, was 
addition to The Todd Planning and guest speaker at the March meeting of 


Service Co. Mr. Todd has formed Pen- the Elmira Life Underwriters Associa- 
CARL J. LEWIS sion Service, Inc., to provide adminis- tion, He discussed benefits under the 
’ trative service in the pension field. new Social Security Law. 





NEW YORK INSURANCE BROKERS 
can't be wrong! 


75 big producers have placed business regularly with the DOWNTOWN AGENCY for 
more than ten years. Why do they keep coming back to us? Because they get outstand- 


ing service at the DOWNTOWN AGENCY. 


¢ Top notch insurance men help you sell. The combined experi- 


ence of DOWNTOWN men totals 238 years. 


© We give impartial advice. The Broker and his client come first 
at the DOWNTOWN AGENCY. 


e Every case gets the same careful treatment. 


© We have no volume—no quota requirements. DOWNTOWN pays 
full commissions on every case. 


¢ Commissions are usually paid the same day premiums are re- 


ceived. Every day is pay day at the DOWNTOWN AGENCY. 


e Our service is free. There’s no charge—no split commissions at 


the DOWNTOWN AGENCY. 
We’re “BROKERAGE SPECIALISTS!” Dial DIgby 4-0040 





hae Sere eee are W hat’s new atthe DOWNTOWN AGENCY? 

To: The Prudential, Eubank & Henderson - For valuable sales tips and the latest facts 
40th Floor, 40 Wall Street Fi $ ; eee 

New York 3, N. Y. : and figures on Prudential contracts, get on 


our regular mailing list. Complete this 








Place my name on your Broker mailing coupon and return to Eubank & Henderson. 
list. 

I 

a Downtown Agency 

Re ig ner Eubank & Henderson, Mgrs. 
EU 4-4 40th Floor, 40 Wall Street, N. Y. 5, N. Y. 
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B. S. Bergen Tells Of 
Brokers’ Opportunities 


BKLY’N SUPERVISORS MEETING 


Lack of Training Seen As Main Reason 
General Insurance Man Shies Away 
From Life Insurance Sales 


Bernard S. Bergen, of the Bergen- 
Eiber Agency, Mutual Trust Life, 
Brooklyn, speaking before a recent meet- 
Brooklyn Life Supervisors 
said that many general in- 


ing of the 
Association, 
surance brokers are overlooking an ex- 
cellent opportunity in not directing their 
efforts toward life insurance sales. No 
man is better qualified to sell life in- 
surance to his clients, Mr. Bergen re- 
marked, and the reason he doesn’t is prob- 
ably because he doesn’t know how, The 
general broker visits his 
client’s place of business, as well as his 
often as ten or 


insurance 


home, sometimes as 
twelve visits a year. He knows how much 
the home he 
approximate 


type of 
value of his 


business he does, 
lives in, the 
furs and jewelry and he even knows how 
3ecause he is 
background, 


much inventory he carries. 


in possession of all this 


Mr. Bergen feels that he is in an ex- 





New England Mutual 


(Continued from Page 5) 

were presented to the winner 
and runnersup in the competition for 
the President’s Trophy for all-around 
agency excellence. Those who were hon- 
ored were: Pendleton A. Miller, CLU, 
Topeka, winner; Wm. Eugene Hays, 
CLU, Boston; E. Clare Weber, CLU, 
Cleveland; James C. Nute, Manchester, 
N. H.; and Lambert M. Huppeler, CLU, 
New York. The awards were accepted 
by the general agents for the staffs of 
each of their agencies as well. 

Chairman of events on March 26 was 
Rolla R. Hays, Jr., CLU, Los Angeles, 
outgoing president of the Association. 
Mr. Hays announced the results of elec- 
tion of officers for 1952. The new slate 
includes: William B. Wagner, CLU, 
Harrisburg, president; E. Clare Weber, 
CLU, Cleveland, vice president; James 
C. Nute, Manchester, secretary and 
treasurer; Mr. Hays and Edward G. 
Mura, Kansas City, executive commit- 
tee members. 

Following his introduction by Mr. 
Hays, Mr. Wagner took over the chair- 
manship of the meeting and outlined to 
the members his conception of the op- 
portunities and obligations of the Asso- 
ciation and his plans for the coming 
year. 

Continuing the Group insurance theme 
of the meeting, Merle G. Summers, 
ton, spoke from his background of long 
and successful experience in the pension 
field on the topic “Benefits of Group 
Insurance to You.” 

E. Robert McLellan, 
cy finance, took another 
ward the future in a_ talk entitled 
“Trends in Agency Income and Costs.” 

The traditional inspirational talk, en- 
titled “This I Believe,” was presented 
by Alson R. Kemp of Chattanooga. 

His experiences and reactions following 
a speaking tour through the Midwest 
before groups of policyholders and busi- 
ness leaders formed the basis of Chair- 
man of the Board George Willard 
Smith’s concluding talk, “Ambassador to 
the Field.” 


tificates 


Bos- 


director of agen- 
long look to- 


cellent position to discuss life insurance. 

Over a period of years Mr. Bergen 
has devoted much time in training and 
encouraging brokers to sell life insur- 
ance, as he feels that if the broker can 
be alerted to recognize life insurance 
situations, he will develop into a sizable 
life insurance writer. One reason that 
brokers overlook this field is that they 
lack the proper training, Mr. Bergen 
contends, and as a result of this con- 
clusion he has conducted a series of 
courses and sales clinics, to make the 
general insurance broker life insurance 
minded. These educational courses have 
met with a great deal of success and 
have further strengthened Mr. Bergen’s 
contention that the general insurance 
broker is in an advantageous position to 
increase his earnings in addition to doing 
his client a service. 

Mr. Bergen further pointed out that 
business from a general insurance broker 
is quality business, It has also been his 
experience, he said, that brokerage busi- 
ness shows a higher average policy, with 
larger annual premiums and a better 
persistency. 

A question and answer period followed 
Mr. Bergen’s talk during which time 
various methods of approaches to _brok- 
ers, methods of interesting them in the 
courses and the types of courses con- 
ducted were discussed. 

Officers of the Brooklyn Life Super- 
visors are neyo: V. Abrams, assistant 
manager, The Prudential, president; 
Myron I. Specht, assistant general agent, 
Bergen-Eiber Agency, vice president; 
Maxwell Warshauer, assistant manager, 
Jack Warshauer Agency, Guardian Life, 
secretary-treasurer. 


Burnett Financial V.P. 
Pacific Mutual Life 


SIBLEY VICE PRESIDENT AGENCY 


T. L.*Lowe Manager Mortgage Loans; 
H. H. Childress Counsel; Other 


Home Office Promotions 


At the annual meeting of Pacific Mu- 
tual Life held in Los Angeles last week, 
T. S. Burnett was elected to the newly 
created post of financial vice president 
and Fred S. Sibley was elected vice 
president, Agency Department. 

Other promotions were: T. L. 
manager, Mortgage Loan and Real Es- 
tate Department; Henry H. Childress, 
counsel; Lester Pando, manager, Real 
Estate Division; Stephen S. Taft, sec- 
retary, Group Department; Rutledge 
Bray, assistant secretary, Group Depart- 
men; Edward M. Ulrich, assistant sec- 
retary. 

John A. McCone, president of Joshua 
Hendy Corp., was elected a director of 
the company. 


Lowe, 


Aetna Agency Assistant 

Aetna Life has appointed Paul B. 
Strom agency assistant at the home of- 
fice following five years with the Omaha 
general agency, since 1949 as supervisor. 
He will serve as an instructor in the 
life insurance schools and assist in the 
development of the training program. 


AAMED FOR WORLD-WIDE SERVICE from branches 

located in more than 20 countries, including 50 offices 
in the United States, the SUN LIFE ASSURANCE COM- 
PANY OF CANADA has won universal recognition for the 
diversity of its comprehensive life insurance and annuity 
plans. The specific needs of men, women and children 
under widely differing circumstances are taken care of, 
and a variety of optional policy privileges offers valuable 
alternatives to safeguard the interests of the beneficiary. 


More than One 
and a Half Million 
Policies in Force 


0 oo 
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Life Co. of Georgia Change 

John M. Jackson, CLU, of Charlotte, 
N. C., has been appointed manager of 
the claims department of Life Insurance 
Co. of Georgia and W. G. Morrison, 
Marietta, Ga., division manager, will suc- 
ceed him as North Carolina division 
manager. 

Cliff C. Hewett, veteran agency official 
who has headed the company’s Georgia 
operations for a number of years, was 
appointed director of agencies for both 
Georgia and Florida. 


Eastern Round Table 


(Continued from Page 6) 


field for creative ideas. As in all sales 
promotion the degree of success of the 
accident and health program is in direct 
relationship to the progress and enthusi- 
asm which the company puts behind it. 


Trade Press 


Seneca Gamble, Massachusetts Mutual, 
hee ided the Trade Press round table. 
“he discussion on the Insurance Trade 
Press uncovered a number of subjects 
and some frank discussions of the over- 
all objective of making the Trade Press 
more valuable to the life insurance busi- 
ness. This was developed as a two-way 
street. In one direction is the job that 
the good insurance journal is doing in 
making available an exchange of ideas 
and information of value to the insur- 
ance business. In the other direction is 
the job that the members of LAA do to 
assist the press in becoming more valu- 
able and to use the trade press as a 
channel of communication for its com- 
pany advertising and news. 


Brokerage Business 


Arthur F. Sisson, State Mutual, 
ed the round table on Promoting 
age Business. 

This subject developed the role of 
the home office advertising man as both 
intriguing and challenging. He is dealing 
in large sales potentials when he gets 
through to the brokerage market. The 
discussion developed two main directions 
that sales promotion can take in this 
field. First, the ad man can help the 
general agent to recruit more brokers. 
Secondly, he can help the broker al- 
ready licensed with the company to 
write more life insurance. 

Following the luncheon on Friday, the 
meeting was brought to a close by Ben- 
jamin F, Woodson, managing director, 
National Association of Life Un- 
derwriters, who had for his topic “Let’s 
Work With the Agent.” 


B. N. Woodson Talk 


Mr. Woodson thanked the Life Adver- 
tisers for their past cooperation with 
field agents and stressed the fact that 
in the future it will become increasingly 
important that this cooperation be con- 
tinued. He pointed out that the success- 
ful life advertiser must have the “feel 
and full understanding of the agent’s 
job” and that some previous field ex- 
perience was most beneficial. 

Mr. Woodson declared that in these 
times of inflation, life insurance is fac- 
ing its greatest challenge since the days 
when the financial soundness of insur- 
ance had to be vividly demonstrated to 
the public, and that he “considered it 
fundamental that a life advertiser look 
upon himself as a life insurance man 
working in advertising rather than an 
advertising man working for an insur- 
ance company.” 


head- 
3roker- 
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A Billion 
Dollars 





In January of this year, the Provident Mutual paid its billionth 
dollar in benefits, thereby passing another important milestone 
in its eighty-seven-year history of nationwide service. 


A billion dollars is an impressive 
figure. It becomes even more impres- 
sive when translated into terms of 
peace of mind, security and human 
values. It means financial security for 
thousands of widows and children in 
fatherless homes. It means financial 
independence and the peaceful enjoy- 
ment of declining years for those whose 
lives might otherwise end in struggle 
and frustration. It represents a bul- 
wark against emergencies; a way to 
maintain human pride and dignity in 
times of stress. 

Because we appraise life insurance 
benefits in these terms, we take a deep 
and special satisfaction in our business. 
We doubt that any other field of ac- 
tivity provides such a vast reservoir of 
real financial security for so many 


people. 
The agents who represent our Com- 


Philadelphia, Pennsylvania 


pany in the field know this—perhaps 
even more intimately than do we at 
the Home Office. Theirs is the vital 
responsibility of arranging these life 
insurance benefits for those who now, 
or some day will, need them. To their 
wholehearted efforts is due the fact 
that Provident Mutual’s policy owners 
increased their insurance in force during 
1951 from $1,398,600,000 to $1,447,- 
566,000, while new insurance paid for 
amounted to $113,583,000. 

The continuing growth of Provident 
Mutual and other life insurance com- 
panies is clear proof that Americans 
are “‘life insurance minded”’; that they 
understand and want the protection 
that only wise life insurance planning 
can furnish. Families who see their 
needs so realistically and provide for 
them intelligently face the future with 
confidence and courage. 


M. ALBERT LINTON, President 





PROVIDENT MUTUAL LIFE INSURANCE COMPANY 





of PHILADELPHIA 
















87 +4 ANNUAL 
STATEMENT 


As of December 31, 1951 





ASSETS 

U. S. Government Bonds . $117,788,815.37 
Other bonds . . . . 324,214,482.49 
Mortgages on realestate § —151,076,174.03 
Preferred Stocks . . .  19,336,800.00 
Common Stocks . . .  13,700,468.00 
Loans on policies. . .  23,229,980.78 
Realestate . . . .  7,606,730.24 
Cash on hand and in banks §=©—_5,312,476.07 
Accrued interest. . .  4,793,439.56 
Overdue interest. . . 280,988.31 
Deferred and uncollected 

net premiums, etc. .  5,998,776.86 


Total admitted assets $673,339, 131.71 


LIABILITIES 
Reserves for policies and 
supplementary contracts $584,613,356.11 
Dividends left with Company 20,910,461.71 
Dividends set aside for dis- 


tribution in 1952. .  5,805,000.00 
Premiums paid in advance § —7,238,923.08 
Policy claims. . . .  1,949,690.99 
Estimated taxes accrued, 

payable in 1952. .  1,954,126.44 


Miscellaneous liabilities .  4,966,639.97 
Security Valuation Reserve —1, 115,879.00 


Total liabilities . . . $628,554,077.30 
Special reserve . . .  6,632,874.00 
Contingency res ~* 
, — - Policy: siders) 38,152,180 41 
otal, equaling the nog ENG 
assets... . $673,339,131.71 
A copy of the Company’s Annual 
Report, including a list of bonds 
and stocks, will gladly be sent on 
request. 
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Sacramento Agency Manager 


JOHN W. FROST 


J. W. Frost has been appointed agency 
manager of a new agency at Sacra- 
mento, Cal., for Bankers Life of Des 
Moines, Iowa. 

The new agency, which comprises 16 
California counties, brings to five the 
number of Bankers Life agencies in the 
nc are at Los Angeles (M. 
San Diego (W. A. Garness), 
Rowe) and Santa 


State. 
D. Cramer) 
San Francisco (J. ak 
Barbara (R. P. Tucker) ‘ 

Mr. Frost has been agency supervisor 
in the A. E. Gravengaard Portland, 
Oregon, agency for the past five years. 
He joined the company in 1944, from 
supervisory work for a produce whole- 
saler in Portland. He produced a sub- 
stantial amount of business during the 
period until his appointment as agency 
supervisor in 1947. His supervisory 
activities have been concerned with re- 
cruiting and training new manpower. 

Born in Missouri, Mr. Frost attended 
schools in Iowa and South Dakota. He is 
a 1935 graduate of Sioux Falls College. 
He worked in retail stores in Sioux Falls 
for two years after graduation and — 
moved to Portland where he joined and 
made steady progress with the Piggly- 
Wiggly grocery chain. In 1941 he joined 
Hudson-Duncan, produce wholesalers in 
Portland. 

Mr. Frost is a member of the local, 
state and national associations of life 
underwriters and worked on the Port- 
land sales congress committee and vari- 
ous other committees there, 


Jefferson Standard Makes 
copmey Dept. Appointments 


A. White, vice president and secre- 
Me ‘of Jefferson Standard Life, has an- 
nounced promotion of three members of 
the company’s agency department to the 
assistant—Robert W. 
Wayne 


position of agency 
Neese, Ira K. Johnson, and 
Slagle. ; 

Mr. Johnson, a native of Fayetteville, 
N. C. and a 1950 graduate of the Uni- 
versity of North Carolina, joined the Jef- 
ferson Standard in 1950. 

Mr. Neese started with the 
Standard in 1950, He is a native of 
Alamance County and was graduated 
from Elon College in 1949. He served 
in the aac Air Force during World 
War II. 

Mr. Slagle joined Jefferson Standard 
in 1946 after 314 years service in the 
Army. A native of Mitchell County, he 
began his Jefferson Standard career in 
the company’s Wilmington, N. C. branch 
office. 


Jefferson 


Life Counsel Meetings 

The Association of Life Insurance 
Counsel has set dates for its spring and 
winter meetings. The spring meeting, 
May 13 and 14, will be held at the Green- 
brier, White Sulphur Springs, W. Va. 
The winter meeting will be at the Wal- 
dorf-Astoria, New York, on Thursday 
and Friday, December 11 and 12. 


Dr. R. T. Gilchrist Retires 

Dr. Ralph T. Gilchrist, assistant medi- 
cal director of Northwestern Mutual 
Life, Milwaukee, is retiring after holding 
that office since 1924. His first affiliation 
was in 1912 when he 
while in private 


with the 
hecame an 
practice. 


company 
examiner 
medical 
A native of Oskaloosa, 
was graduated 
Medical College of the University of 
Chicago in 1910, and interned at Mil- 
waukee County General Hospital for two 
years. From 1912 to 1917 he was patholo- 
Milwaukee Hospital and then 


Iowa, Dr. 


Gilchrist from Rush 


gist at 


served as a major in the Army Medical 
Corps during World War I. He resumed 
his private practice and continued until 
1924, when he was appointed by the 
Northwestern Mutual to the home office 
medical department staff. 

Among his professional affiliations are 
the Life Insurance Medical Directors’ 
Association, the Board of Life Insurance 
Medicine of which he is a Diplomate, 
the Wisconsin State Medical Society and 
the American Medical Association. 


Kenneth R. Campbell has been ap- 
pointed supervisor for the Harold W. 
Dougher agency of State Mutual Life of 
Worcester, Mass. 
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You don’t have to bank in person — you can mail 
your first deposit mail all future deposits — have 
all the fine services of the East River Savings Bank 
available practically at your doorstep! 

Here’s a wonderful way to save. Mail the coupon 
now. Open your account today. 


Keep your savings account growing. Make the East 
River Savings Bank a pay day habit — whether you 
Save by Mail or come personally to any one of our 


EAST RIVER 
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41 Rockefeller Plaza 
743 Amsterdam Avenue 
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“Your Insurance Dollar” 
Television Program April 6 


A television program on “Your Insur- 
ance Dollar” will be carried on the net- 
work of the National Broadcasting Co, 
at 1:30 to 2 pm, E.S.T., on Sunday, 
April 6. The program, which will be 
televised through 24 NBC network sta- 
tions, including WNBT, Channel 4, New 
York, is part of a series called “Ameri- 
can Inventory.” 

The program is a production of Tele- 
programs, Inc., a non-profit corporation 
set up under a grant from the Sloan 
Foundation. This coming Sunday’s pro- 
gram on insurance will feature Tom 
Scott, a distinguished singer of folk 
tunes, and a specially made marionette, 
representing the insurance dollar. The 
marionette was _ by Ramy Bufano 
Studios of New York. 

Through the novel use of animation, 
the program will illustrate where the 
life insurance dollar goes and how in- 
vestment of this dollar is a dynamic 
factor in this nation’s economy. 


Franklin Names W. H. Alley 
Regional Manager in Okla. 


W. Alley, formerly associated with 
mela National Life, has been ap- 
pointed regional manager in Eastern 
Oklahoma for Franklin Life of Spring- 
field, Ill. Mir. Alley will maintain head- 
quarters for the territory in Tulsa. 

A specialist in taxation and business 
insurance, he has averaged over one- 
half million dollars production per year 
for the past 15 years in addition to or- 
ganizational responsibilities. Since 1947 
Mr. Alley has held the top position in 
production for his company in Oklahoma, 
and during 1951 ranked third nationally. 
He is a National Quality Award winner. 

In his association with the Franklin, 
Mr. Alley will direct agency organiza- 
tion and expansion in eastern Oklahoma. 


Study of Life Insurance 
At University of Conn. 


A thorough study of life insurance will 
get under way at the University of 
Connecticut through a program of visit- 
ing speakers, authorities in the life in- 
surance field, and presentation of schol- 
arships to students, it is announced by 
President A. N. Jorgensen. 

The further study, the president said, 
has been made possible by a grant of 
$5,000 by New York Life. The grant also 
will enable some of the younger men 
in the field to attend the summer con- 
ferences on insurance held at the main 
campus at Storrs. The series of visiting 
speakers will begin the end of this 
month and continue through May. The 
speakers names will be announced soon. 

The University president also an- 
nounced that four scholarships are being 
—— in connection with the New 

York Life grant. 


Bankers of Iowa Up 46% 


New business issued and paid-for in 

3ankers Life, Des Moines, Iowa, during 
the first two months of 1952 totaled 
$30,588,810. This was $9,666,713 more 
than for the same period of 1951—or 
an increase for the two months of more 
than 46%. 

Ordinary sales for the two months 
totaled $20,878,328—an increase of just 
over $3 million. Group sales totaled 
$9,710,482—an increase of $6.6 million. 

Total sales during the month of Feb- 
ruary were similarly better than Feb- 
ruary, 1951. The $14 million total for the 
month was 45% better than the same 
month of 1951. Ordinary sales during 
the month were $9.5 million and Group 
sales were $4.5 milljon. 

Insurance in force in Bankers Life 
reached the new high of $1,695,416,357 
and showed an $18 million increase over 
the December 31 total. 

Ordinary insurance in force on Feb- 
ruary 28 totaled $1,325,331,535 and Group 
totaled $370,084,822. 
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Manager at St. Louis 
For Provident Mutual 


PAUL G. COOKE 


James H. Cowles, agency vice presi- 
dent of Provident Mutual Life, has an- 
nounced the appointment of Paul Gris- 
wold Cooke as manager of the St. Louis 
agency. Now a captain in the Marine 
Corps Reserve, Mr. Cooke was with the 
Marines at Pearl Harbor during the 
first Japanese attack. He saw extensive 
combat service throughout the Pacific 
Theatre during World War II. 

Following his discharge in 1946, Mr. 
Cooke became an agent in life insurance 
until 1950 when he was called to active 
duty. He served as officer in charge of 
navigation for Marine Air Corps Group 
25. Mr. Cooke is active in community 
affairs, and has served in an executive 
capacity for several service organiza- 
tions. 


At Chicago; Other Changes 


Joseph B. Gatts, assistant general sales 
manager at the home office of Pruden- 
tial, has been made regional Group sales 
manager for the mid-west with head- 
quarters in Chicago replacing Vere F. 
Pennell who heads the new regional 
office in Jacksonville. 

Robert T. Russell, who has been as- 
sociate regional sales manager, eastern 
group region since 1946, will replace Mr. 
Gatts in the home office as assistant gen- 
eral sales manager. 

Denis W. Menton has been named to 
succeed Mr. Russell in the eastern re- 
gional headquarters in New York City. 
Mr. Menton goes to New York from 
Detroit where, since 1948, he has been 
associate sales manager, group annuities. 


Union Labor Life Reports 


In Force Increase of 11% 
Union Labor Life figures released by 
Matthew Woll, president, indicate that 
there was an 11% increase in total in- 
surance in force in 1951 over 1950. As 
of December 31, the company had a 
total of $350,810,382 life insurance on 
its books. 

Paid-for life insurance issued during 
1951 included: Ordinary, $2,794,796; 
Group, $35,792,950, a total paid-for of 
$38,587,746. 

Company assets now total $15,301,653 
or 16% over the figures of 1950; an in- 
crease of $2,123,535. Total income during 
1951 was $11,200,330, an increase of 41% 
over the year previous. Payments to 
beneficiaries and policyholders amounted 
to $6,586,599, a gain of 35% over 1950. 
Celebrating the silver anniversary of 
Union Labor Life this vear, Mr Woll 
Pointed out that since 1944, total insur- 
ance in force has risen from $88,000,000 
to over $350,000,000 for an increase of 
400% during this seven-year span. 





LOMA Graduates ‘Founders 
Night” April 8 in New York 


“Founders Night” will be celebrated by 
the Society of LOMA Graduates Tues- 
day April 8, at a meeting to be held at 
Mutual Life home office in New York, 
John Jarman, Prudential, pres dent of 
the Society, announced. George E. John- 
son, vice president of Teachers Insur- 
ance and Annuity Ass’n, will be the chief 
speaker, talking on “Education is a Life- 
time Job.” Other founders will each talk 


informally about early history of the 
Society. 

The founders, who will be honored at 
the meeting, are: George F. Raisch, of 
Woodward, Ryan, Sharp & Davis; 
George Thek, Equitable Society; Francis 
J. Pinque, Colonial Life; Walter Mahl- 
stedt, Teachers; George E. Johnson, 
Teachers; Sophie I. Bulow, Guardian 
Life; Arthur C. Daniels, Institute of 
Life Insurance; James Moore, Mutual 
Benefit Life; Alfred R. Larkin, Pru- 
dential; and Alfred E. Du _ Plessis, 
Travelers. 


Manufacturers Mgrs. Meet 

United States managers of Manufac- 
turers Life gathered for a week-long 
conference at the Edgewater Beach 
Hotel in Chicago recently. The program, 
largely developed by the managers them- 
selves, was under the chairmanship of 
A. Kinch, agency vice president, and 
T. H. Neville, agency superintendent. 
The subjects covered included the edu- 
cation and training of agents, manag- 
ing the manager’s job and financing the 
new agent. 














Vice-president George Hunt (left) congratulates 
General Agent Pendleton Miller during presenta- 
tion ceremonies of the President’s Plaque (center) 








What Makes Topeka TOPS? 


Our Kansas Agency with headquarters in Topeka, headed by 


Pendleton A. Miller, C.L.U., rolled up the biggest year in its history 


during 1951 and earned the coveted title of President’s Trophy 


Agency, an honor bestowed annually on the top agency of the year. 


Our general agent in Topeka 
since 1937, “Pete” Miller has done 
a consistently good job of recruit- 
ing and training young men of 
Kansas, with the result that the 
agency has remained young, virile 
and on its toes through the years. 

In selecting the Topeka Agency, 
the committee examined the ree- 


ords of twenty-seven agencies 
which qualified with 100% or 


hetter in each of the five catego- 
ries on which the award is based. 
These categories of proficiency 
are: new business, gain in insur- 


m NEW: ENGLAND 


THE COMPANY THAT FOUNDED MUTUAL LIFE 


ance-in-force, new men appointed, 
production of new men, and man- 
month production of the agency 
as a whole. 

Honorable Mention certificates 
were awarded the following gen- 
eral agents for the outstanding 
performances of their agencies as 
runner-ups for the Trophy: Wm. 
Eugene Hays, C.L.U., (Boston), 
E. Clare Weber, C.L.U., (Cleve- 
land), Nute (Man- 
chester, N. H.), C. Vernon Bowes 
(Newark, N. J.) and Lambert M. 
Huppeler, C.L.U., (New York). 


James C. 


Suir 


=. 
APS 





THE MEN OF KANSAS 
President’s Trophy 
Winners for 1951] 

& 

Ricuarp W. Asn 
FRANKLIN E. BALL 
Tuomas R. CHESCHEIR 
Crystat M. CHITTENDEN 
Cuarves A. Cosy 
Cuirrrorp D. DEAN 
Le.tton A. Hopces 
Britt HONEYMAN 
Hers LAncsporr, Jr., C.L.U. 
Rosert E. McFarvane 
PenpLeton A. Miter, G.A., C.L.U. 
Maurice J. MorNeEAu 
JONATHAN D. ScHMIDT 


Eart WALKER 
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Occidental Life Meeting At White Sulphur Springs 


Occidental Reduces 
Some Premium Rates 


TWO NEW POLICIES ANNOUNCED 
Vice President Tookey Also Tells Top 


Club of 10% Commission Increase 
on Term Conversions 

White Sulphur Springs—Substantial 
rate reductions in more 
popular and important policy plans plus 
two new policy contracts and a revision 
announced to the field 
Occidental Life of California 
at its three spring conventions which 
ended with the Top Club meeting at 
White Sulphur Springs last week. 

Actuarial Vice President C. H. Tookey 
announced both sharp rate reductions 
and increased cash values on_ the 
Ordinary Life Commercial form which 
is Occidental’s most popular straight life 
form. Reductions run from 79 cents at 
age 25, $1.09 at age 35, and $1.90 at age 
45 to $2.65 per $1,000 at Rate 
reductions were also announced for 20- 
Payment Life and Life Paid Up at 65. 

Reductions in the Five Year Renew- 
able and Convertible Term rates ranged 
from $1.00 at age 25 to 30 cents at 
age 55, Rates on other Term plans were 
adjusted to make them consistent with 
the Five-Year C and R which is Occi- 
dental’s most popular level Term plan. 

New Ordinary Life Commercial rates 
are so favorable it will be to the advan- 
of converting Term policyholders 
to convert to the O. L. Commercial form 
rather than the O. L. Converted plan 
for which rates are guaranteed in exist- 
ing Term policies, Mr. Tookey said. Old 
Term policies coming up for renewal 
will be renewed for the next five-year 
period, at the new, lower Term rates 
just announced. 


several of the 


in a third were 


force of 


age 55. 


tage 


Raise Commission on Term Conversion 
increase of 10% of the 
Term conversions’ to 
Ordinary Life was also announced, with 
the full first year commission rate on 
the converted form to apply to converted 
cases now. 

New rates will apply to policies dated 
April 1 and thereafter, Mr. Tookey an- 
nounced 

\ 20-Year Coupon plan based on Life 
Paid Up at 65, with automatic return 
of premium for death during the coupon 
period, was announced and distributed 
to Occidental Club qualifiers together 
with complete, integrated sales promo- 
tional material, The latter included an 
illustrated presentation book, direct mail 
letter and blank presentation forms. A 
tested sales talk using the illustration 
book was released to agents in long- 
playing record form by Field Training 
Department. The new policy is called the 
Multiple Benefit Saving Plan. 

Companion policy to the 
Benefit Savings plan is the 
ordinary Life plan. Also a coupon plan, 
the Extraordinary Life uses Ordinary 
Life Commercial as the base policy and 
matures as an endowment in 20 years if 
coupons are not detached. Both policies 
have a $2,500 minimum issue. 

Revision of Occidental’s Junior Estate 


A commission 
premium for 


Multiple 


new Extra- 


Some Features of Top Club Program 


White Sulphur Springs — Occidental 
Life of California Top Club members 
and their wives, numbering more than 
265 persons, met last week at The 
Greenbrier here, where they spent three 
davs receiving important new sales 
aids just released by home office. It was 
the second meeting of this important 
Top section of Occidental’s regular pro- 
duction Club, Los Conquistadores, and 
membership advanced 35 persons to the 
new ‘high of 160 qualifiers in spite of 
an increase in requirements for the 
Club year just closed. 

Agency Vice President William  B. 
Stannard opened the Top Club meet- 
ing with a memorial to the late V. H. 
Jenkins, former vice chairman of the 
board and before that senior vice presi- 
dent and vice president in charge of pro- 
duction, who headed the Occidental sales 
force for 20 years prior 19 lest vear. 
Mr. Jenkins died February 25 on the eve 
of home office and field observations 
planned for his approaching retirement. 

President H. W. Brower chose the 
title, “On Course,” to outline his ob- 
servations as the result of this first year 
as heat of Occidental, and likened the 
experience to a navy vessel’s shake-down 
cruise. 

Actuarial Vice President C. H. 
announced important new rate 
in a broad selection of more popular 
Occidental plans. Director of Field 
Training Lester S. Roscoe, CLU, de- 
scribed and presented a new visual pros- 
pecting device known as the Show Case 
prospecting plan, including the illus- 
trated presentation book that is part of 
the plan. 

Presentation of 
Mr. Stannard. 


Other Speakers Heard 


Tookev 
changes 


awards was made by 


The second day’s session opened with 
W. Lockwood Miller, general manager 





policy to a participating plan with com- 
petitive dividend scale and_ optional 
choice of Endowment Life Income at 
65 instead of Life Paid Up at 65 when 
the insured juvenile reaches age 21 was 
also announced. Occidental completely 
revised its illustrated sales book on this 
plan, first brought out and popularly 
used since 1944 to sell this policy. 


for Canada, in the chair and saw Divi- 
sion Manager J. Edward Carnal present 
two new policy plans and a_ revised 
third plan, replete with detailed sales 
promotion material. Tom U. Engelman 
of Occidental’s Public Relations and Ad- 
vertising department presented the com- 
pany’s new “Guided Missives” direct 
mail program including two features 
newly incorporated into this home office 
service. The second day’s meeting was 
closed by Walter F. Schmitz,, associate 
superintendent of the Accident and Sick- 
ness department, in a_ talk entitled, 
“Outcome Depends on Income.” Mr. 
Schmitz distributed handsome portfol‘os 
of Occidental’s A & S tareets a” the 
month, new Policy With A Heart illus- 
tration forms and a new policy wel'et 
that will house future contracts on this 
form upon delivery. 

H. Dixon Trueblood, director of sae 
lic relations and advertising, presided ; 
the third morning’s session and onthe 
duced General Agent Charles FE. Cleeton 

of Los Angeles, president of 

who spoke on association mat- 
ters. Don Lee Hartman. assistent Group 
superintendent, outlined popular Group 
plans now available through Occidental 
and distributed a new booklet about 
them called “Grow With Group.” Mr. 
Carnal gave a resume of Occidental rate 
book advantages and competitive fea- 
tures in a talk entitled “What Your 
Competition Is Up Against.” Home Of- 
fice Supervisor Robert B. Stephenson 
closed the session with a detailed analy- 
sis of the advantages in the Occidental 
agency contract with especial emphasis 
on the value of lifetime renewals. 

The meeting closed at a Wednesday 
noon luncheon banquet presided over by 
Mr. Stannard. Here were presented the 
golf prizes won during the tourney 
staged on the two afternoons and also 
the prizes won during the three-month 
“Jenkins Sweepstakes” production drive 
held just prior to Mr. Jenkins’ death. 


INSURANCE WOMEN MEET 
The League of Life Insurance Women 
of New York met at Hotel Statler, New 
York, April 1. Speaker was Mabel G. 
Brandin, CLU, of Mutual Benefit, dis- 
cussing “Tax Fundamentals for Life Un- 
derwriters.” 











WANTED: 


General Agency. 


41 Maiden Lane 


BROKERAGE SUPERVISOR, Old Line Mutual Company for 
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Give age, experience and estimate of production. 
Our organization knows of this advertisement. 


Box 2083, The Eastern Underwriter 


New York 38, N. Y. 




















Brower Defends High 
Term Coverage Volume 


NEW FORCES CHANGED MARKET 


Occidental Life President Deplores Criti- 
cism Within Industry; Calls Term 
an Asset to Agent 
White Sulphur Springs—Ill-considered 
and intemperate attacks against Term 
insurance by persons in life insurance 
have created one of the strangest 
phenomena on the American business 
scene today—a situation where a seg- 
ment of the industry is attacking itself 
and one of its key products, President 
H. W. Brower told members of the Top 
Club of Occidental Life of California 
in convention at White Sulphur Springs 

last week. 

Mr. Brower pointed up the fallacy of 
comparing policy plans in the abstract and 
made clear that only a measuring of policy 
benefits against the needs of a specific 
buyer provides an adequate yardstick 
for comparing policy plans. 

“We believe neither in Term insur- 
ance to the exclusion of other plans nor 
in any other plan as such,” Mr. Brower 
said. “For the great truth overlooked 
by both the Term critics and their op- 
posites is that no plan of insurance is 
good or bad in itself. It is good or bad 
only as it meets or fails to meet the 
needs of the buyer and owner, 

Plan Should Suit Needs 

“We believe in whatever sound plan 
best suits the needs of the individual you 
are serving. We believe—and have acted 
accordingly in our agents’ contracts- 
that you should be paid as well for writ- 
ing one type of contract as another. 
This is why we offer the broadest choice 
of policy contracts in the business and 
the most flexible arrangements for fit- 
ting them to the insured’s needs.” 

Most of the criticisms directed at 
Term insurance are an attempt to damn 
it for what it is not, Mr. Brower said. 
“Could you imagine for a moment Gen- 
eral Motors sneering at or condemning 
Chevrolets because they aren’t Cadil- 
lacs? Do you hear Santa Fe Railroad 
telling people they shouldn’t travel on 
coach trains because they aren’t as good 
as the Super Chief and the Chief? Do 
Armour or Swift or Cudahy ever suggest 
that you shouldn’t buy their wieners be- 
cause they aren’t as good as steaks? Of 
course not. But something very like 
this is being done in the life insurance 
business today. 

“When you damn Term insurance you 
damn the very element that is the core 
of our business—its central idea. Using 
extremes to illustrate, if you took all 
the investment element out of all poli- 
cies we'd still have something unique to 
sell—protection. No one else—hanks, in- 
vestment trusts or building and loan as- 
sociations—could compete. Now try the 
reverse. Take the protection out of life 
insurance and you have left just another 
investment—one of the best if not the 
best—but still just another investment 
competing for favor, 

“It makes no more sense that the same 
persons who indiscriminately attack the 
one type of contract that more than 

(Continued on Page 16) 
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Philadelphia CLU Planned Estate Protection Panel 


James J. Taylor, president, Philadel- 
phia CLU Chapter, has announced fur- 
ther details concerning the 
Planned Estate Protection Panel, 
held on April 17. 

The panel will discuss the case of the 
substantial citizen—the man who, be- 
cause of today’s conditions, is in need 
of the combined professional services of 
the life underwriter, the accountant, the 
attorney and the trust officer. Consid- 
eration will be given by the panel to 
all aspects of this man’s estate problems, 
with special emphasis on the evaluation 
and preservation of his business inter- 
ests, the buy-and-sell agreement, the 
equitable distribution of his estate among 
his heirs, the use of the marital deduc- 
tion, the minimizing of his estate taxes, 
and the use of trusts. 

The CLU group is bringing to Phila- 
delphia a panel made up of experts— 
each outstanding in his particular field. 

Maynard D. Conklin will be the client 
with the problem. Mr. Conklin helps to 
solve the personal estate and tax prob- 
lems of the employes of Champion Paper 
& Fibre Co., Hamilton, Ohio. As head 
of a department his job is to advise 
Champion employes on life insurance, 
social security, wills, taxes and related 
matters. He has a broad background as 
an accountant, life underwriter and as 
a trust officer in charge of estate plan- 
ning—and is also in much demand as 
a public speaker. 

The Life Underwriter 


underwriter, to whom Mr. 
his problems will 


Chapter’s 
to be 


The life 
Conklin will present 


be Samuel L. Zeigen, CLU, general 
agent for Provident Mutual in New 
York City and a member of the New 


York Bar. Mr. Zeigen takes an active 
interest in the affairs of the Life Un- 
derwriter Training Council and is cur- 
rently a member of the board of di- 
rectors of the New York CLU Chapter. 
He is noted as a lecturer and author on 
the subjects of Estate Planning, Busi- 
ness Insurance, and Pension and Profit- 
Sharing Plans. Following the New York 
Chapter’s Fourth Annual Estate Plan- 
ner’s Day on January 16, which he mod- 
erated, a speaking tour took him before 
life insurance groups in Memphis, Little 
Rock, Oklahoma City, Dallas, San An- 
tonio and Houston. 

Lawrence G. Knecht will be the 
panel’s attorney. Mr. Knecht began the 
practice of law in 1936, specializing in 
probate and trust matters and related 
tax fields. Since 1941 he has been re- 
search counsel for the Ohio Fiduciz aries 
Research Association. In addition, in 
June, 1950, Mr. Knecht took over the 
management and operation of the Pow- 
ers System of Estate Analysis, for which 
he conducts estate analysis and _plan- 
ning seminars for life underwriters, at- 
torneys, and trust officers throughout 
the country. 

The client’s problems, from the ac- 
countant’s viewpoint, will be discussed 
by Leonard C. Price, C.P.A., a partner 
in the firm of Klein, Hinds and Finke, 
Certified Public Accountants, New York 
City. Mr. Price is also a member of the 
New York Bar; member of the New 
York State Society of Certified Public 
Accountants, and past chairman of its 
committee on municipal and local taxa- 
tion. 


JEFFERSON NATIONAL GAINS 

In his report to stockholders of Jef- 
ferson National Life recently, E. Kirk 
McKinney, president, reported “high 
records of achievement were continued 
in volume of new business, in gain 
from insurance, in agency expansion, 
and in gain in assets.” 

He reported the company closed the 
year with $73,363,961 of life insurance 
In force, a gain of 11%; premium income 
from accident and health and hospitali- 
zation insurance of %630,200, a gain of 
eg ¢; and assets of $8,399,274, a gain of 
1% 





Henry Cooper, assistant vice president 
of Pittsburgh’s Mellon National Bank 
and Trust Co., in charge of the estate 
planning division, will represent the 
trust officer. Mr. Cooper, a_ former 
practicing attorney, is a graduate of 
Princeton University and the University 
of Pittsburgh Law School. He is a past 
president of the Corporate Fiduciaries 
Association of Allegheny County and 
presently vice president of the Pitts- 
burgh Life Insurance and Trust Council. 

Leonard E. Liss is chairman of the 
committee in charge of the meeting. 


John Hancock Appoints 
Hungerville and Haywood 


The John Hancock Mutual has ap- 
pointed Denzel J. Haywood, CLU, and 
Maurice F. Hungerville supervisors of 
agencies in the district 
ment. 


depart- 
3efore promotion, they were dis- 


agency 


trict administrative supervisors. 

Mr. Haywood, 
Institute of Technology and Youngstown 
College, joined the John Hancock as an 
agent at Youngstown, Ohio. He served 
as assistant district manager at Youngs- 
town and as a regional supervisor of the 


who attended Carnegie 


east central territory before going to 
the home office in October, 1950, as dis 
trict administrative supervisor. He re 
ceived the designation of Chartered Life 
Underwriter in 1947. 

After completing his schooling in 1924, 
Mr. Hungerville began with the John 
Hancock as training office supervisor in 
Waterbury, Conn. He was also office 
supervisor in both Glens Falls, N. Y., 
and Waterbury. In 1931, he was named 
assistant manager of the bureau of re 
ords, district agency department. Mr 
Hungerville was promoted to assistant 
manager of the department in 1946, and 
to district administrative supervisor in 
October, 1950. . 








& 
.. TAKE THE THOUSAND but | wish it were 


more... 


That was the very natural reaction of Mr. 
John Ritchie of Cannon Falls, Minnesota who 
recently beat the mortality table by living to 
see his NWNL whole life policy mature. 

Mr. Ritchie, born in Ireland but a resident 


of Cannon Falls for nearly 70 years, is ap- 






lll take the thousand 
but | wish it were 


more.... 








proaching age 95 but an error in his birth 
record made him appear a year older and 
he had been paying premiums on that basis. 
So NWNL gave him a choice of taking the 
$1,000 now or the $1,000 plus interest when 
he actually did attain age 96. 

Fortunately for Mr. Ritchie, a retired black- 
smith and implement dealer whose firm felt 
he should retire when he was a mere young- 


ster of 75, he is financially independent, 


having ample income from other sources. But 


comment 


in this day of progress in geriatrics, 


nonagenarians 


when 


more and more people are destined to become 


and even centenarians, his 


wish it were more" might well 


give pause to younger people who are today's 


qualified life insurance purchasers. 


NORTHWESTERN /Vational LIFE INSURANCE COMPANY 


MINNEAPOLIS, MINNESOTA 
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H. W. Bower Talk 


(Continued from Page 14) 


any other represents the essence of what 
we have to sell—often seem obsessed 
with another equally falacious idea. 
They correctly note an increased market 
for Term insurance and then promptly 
jump to the incorrect conclusion that 
this is because certain people and certain 
companies are promoting Term insur- 
ance and luring the good citizens of 
America and Canada away from the cash 
value concept of life insurance. This 
hardly accords with the facts. 
Source of Term Demand 


“The fact is that there has for years 
been a good, if limited demand for Term 
insurance, coming—as it continues to 
come—from two sources. One is the man 
who wants and needs insurance of gireat- 
er duration than Term, but who can 
not afford it and who meanwhile has 
a family or business that needs protec- 
tion. He buys Term as the first step 
toward ownership of a more permanent 
kind of insurance with investment as 
well as protection features. The other 
demand for Term came, and still comes, 
from men who have temporary needs 
that require only temporary life insur- 
ance protection. 

“In the years before new economic 
and social factors began to bear on 
the situation, many companies largely 
ignored this market. Available Term 
plans were inadequate in three senses: 
First, the choice of policy plans was 
limited. Second, the renewal and con- 
versions privileges in the plans were in- 
sufficient. They largely overlooked the 
fact that when a man buys Term as an 
option on higher premium insurance, he 
should have a Term plan that renews as 
often as necessary and converts when he 
is ready, And last, the Term plans of- 
fered for the most part ignored the 
basic principle that leads to sound un- 
derwriting—that the agent should be 
paid proportionately as well for writing 
one plan of insurance as another. 

“Occidental followed just the opposite 
practice. As a result, we wrote much 
good sound Term business and filled a 
public need in doing it. We got more 
than our share of this market, not by 
promoting Term over other plans, but 
by offering Terms plans that were 
adequate in their provisions. 


New Forces Change Situation 


“Then new forces came along. In the 
past 15 years Social Security came into 
existence and in the past 10, tremendous 
growth of industry pension plans. Mil- 
lions of our best prospects today have 
willy-nilly had fairly adequate retire- 
ment programs set up for them by the 
combination of these two factors. These 
are men and women who 20 years ago 
would have needed the retirement form 
of insurance and then had more money 
to pay for it. Exit, then, part of the 
market for long-term endowments—but 
not for protection plans. 

“Then some 15,000,000 Americans in 
the best prospect age group marched off 
to war and were proffered National 
Service Life Insurance. They learned 
that Term insurance had its uses—that 
for the young man on his way up, it 
provided a lot of survivorship. benefit 
for a little money. A lot of survivorship 
protection was what they needed and 
little money was what they had, Exit, 
then, the fear of Term insurance among 
many men. 

“Inflation got in its licks, too. It 
worked two ways. One man said he 
wanted his investments in forms where 
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the values would go up with the spiral. 
The other fellow found his income didn’t 
grow as fast as inflation. With all the 
need in the world for retirement insur- 
ance, he had less money to put into it. 
He had reluctantly to take lower pre- 
mium plans as second choice. And so, 
exit another part of the market for 
higher premium plans. 

“Neither last nor least was our grow- 
ing stature as life insurance salesmen 
through programming. We learned how 
to open a man’s eyes to his real needs 
and to show how life insurance could 
cover them. Then when we had en- 
couraged him to plan his dream house, 
he found he couldn’t buy all seven rooms 
at once, He often decided to omit, or 
only partly complete the retirement room 
for himself in order that the rooms for 
his wife and children could be big 
enough to do the job. 

“For make no mistake about it, most 
men are completely unselfish when the 
chips are down and their loved ones 
are involved. We’ve done the American 
male an injustice these many years in 
saying he would only act from selfish 
motivation. 

“What grew out of all these forces was 
less an increased demand for Term than 
it was a decreased demand for higher 
premium plans, coupled in some places 
with a decreased ability to pay for it.” 


An Asset to the Agent 


Mr. Brower pointed out that an 


agent’s Term on the books is a tre- 
mendous asset as yet only partly capital- 
ized. He urged greater attention to con- 
version for two reasons: (1) The person 
who buys Term as a first step to higher 
premium insurance is often able to make 
the conversion earlier than he had first 
anticipated. (2) Many persons who buy 
Term for terminating needs find later 
that their needs have changed to longer 
range needs and the Term can serve 
these continuing needs when converted. 

It was announced at the convention 
that Occidental Term plans converted 
to Ordinary Life Commercial plans 
would henceforth carry the full first 
Ordinary Life commission rate in the 
agent’s contract. It was also announced 
that conversion could be effected to the 
new low Ordinary Life rates released at 
the convention instead of to the older, 
higher conversion :rates guaranteed in 
the policy. Renewals may also be ef- 
fected at the current lower Term rates 
announced at convention instead of those 
guaranteed in the policy. 

Mr. Brower commended the Occidental 
Field force on its 1951 year-end gains 
that brought business in force to more 
than $3,265,000,000 and assets to more 
than $316,000,000. He compared his first 
year as Occidental’s president to a 
shakedown cruise and reported to the 
field force his impressions taken during 
more than 70,000 miles of traveling to 
Occidental offices in the United States 
and Canada. 





progress of all recruits. 








@ series of advertisements outlining advantages id 
NUMBER Two i by field underwriters of the Equitable Life of way — 


TRAINED FOR 


SUCCESS 


I ield underwriters of the Equitable Life 
of lowa are expertly trained. New associates are 
enrolled in a combined study and field project 
known as the Basic Training Course. The next step 
in the training process is attendance at a Home 
Office School. Then follow two Intermediate Train- 
ing Courses featuring estate plans, business insur- 
ance fundamentals and programming. Cooperation 
is given eligible associates in their attainment of the 
Chartered Life Underwriter designation. Continu- 
ous personal supervision is given to the training 


HOUITABLE 


FOUNDED IN 1867 IN DES MOINES 


OF 1OWA 











Manhattan Life Agencies 
President’s Month Pledges 





Shown above are Manhattan Life gen- 
eral agents James G. Ranni (left) and 
Richard M. Grosten holding top quota 
pledges for April, designated as the com- 
pany’s President’s Month. 


At a luncheon at the New York 
Athletic Club last week, Manhattan Life 
general agents from metropolitan New 
York, plus four from out-of-town, 
pledged a total of $7,175,000 submitted 
business towards the April quota of 
$10,000,000 dedicated to company presi- 
dent Thomas E. Lovejoy, Jr. Last year 
in April the field force set an all-time 
one-month’s record for Manhattan Life 
in submitting $10,981,149 of business in 
honor of Mr. Lovejoy. 

Speakers at the luncheon were: H. O 
Seale, Jr. director of agencies; Vin- 
cent W. Edmondson, vice president, and 
Wendell Buck, assistant to the presi- 
dent. 

Top pledges from general agents came 
from James G. Ranni, New York and 
Miami, and Richard M. Grosten, Los 
Angeles. Mr. Ranni took a quota of one 
million for his New York agency and 
half a million for Miami. Mr. Grosten 
accepted one million for his agency. 

In addition to Mr. Ranni, general 
agents from metropolitan New York at- 
tending the luncheon were: Charles V. 
Cromwell; John M. Demarest; Bernard 
L. Frischman; Charles Edwards; Frank 
V. Gilbert; Aubrey E. Green; Max Har- 
melin; Hermine R. Kuhn; Abraham J. 
Lifton; Andrew K. Long; Donald J. 
Macker; P. A. Peyser; Herman Reinis; 
Joseph D. Robbins; Clarence Spencer 
and Donald Stuart. 

From outside New York, the following 
attended, in addition to Mr. Grosten: 
Daniel Forman, Albany; Bernard B. 
Hoffman, CLU, Buffalo, and Ruth M. 
Kelley, Detroit. 

Committee 


The following committee selected from 
the field force will direct the President’s 
Month campaign: Max Harmelin, gen- 
eral agent, Newark; Charles D. Rush, 
associate general agent, Fixa Agency, 
San Francisco; Ray E. Warren, general 
agent, Cleveland; Rudolph D. Longmire, 
general agent, Pasadena, Calif.; M. Mil- 
ton Sobel, general agent, Philadelphia; 
Victor A. Botash, general agent, Roch- 
ester, N. Y.; and Alden A. Ameden, 
John M. Glover Agency, Inc., South 
Norwalk, Conn. 


GREAT WEST SUPERVISOR 

Great-West Life has announced the 
appointment of Robert W. Stivers as 
group supervisor at the company’s Cin- 
cinnati branch. 
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Cards Prepare Way 
For New Agent’s Calls 


PITTSBURGH AGCY. PROCEDURE 


John A. Erskine Tells How Men Are 
Taken On and Put Into 
Production 


John A. Erskine, CLU, general agent, 
Mutual Benefit Life, Pittsburgh, who 
has had unusually good experience in 
recruiting and putting men in early 
production, told the general agents 
meeting of his company last week his 
philosophy in selection. ; 

He looks for men with enthusiasm, 
ambition and intelligence who “want 
to go into business for themselves.’ 
He learns all he can about them on the 
first interview. His approach to them 
is warm and friendly and he may start 
the interview at 10 o’clock in the morn- 
ing and run it through to noon. Most 
of the recruits are college men, but 
that is not a requisite. Best results in 
his recruiting have been from men 
recommended by the agency’s field 
force. After the Aptitude Index is giv- 
en the agency uses the Selection Inter- 
view Guide in the second interview. 


Tell Where Market Is 


The agency wants the new man to 
know where the market is, and it makes 
use of the Marketing Guide to help 
him determine whether he should enter 
life insurance. A set of cards is em- 
ployed to test the soliciting courage 
of the recruit. 

“We ask him to get into touch with 
16 or 12 of his natural contacts. When 
these are completed we help him pre- 
pare for the state examination,” said 
Mr. Erskine. “He also completes the 
book, ‘An Introduction to Life Insur- 
ance,’ which has 13 lessons which he 
studies on his own and this is done 
in a minimum of two weeks. If he is 
not serious about the business we soon 
find out. An additional check on him 
is made from a list of 10 references he 
gives about himself. We try to see 
those 10 persons, his former employer 
being included among them. 

“The state examinations are held once 
a month in Pittsburgh and we try to 
contact the new agent 10 days or two 
weeks after taking the examination. If 
all is satisfactory, we then start training 
the agent. He learns about closing 
first; then the approach and presenta- 
tion. We want him to be able to tell 
the life insurance story well and be able 
to tell it early. 

“Tt is of importance for him to get 
into production as soon as_ possible. 
We had one agent who wrote the first 
nine persons he interviewed.” 

Announcement Cards 

Mr. Erskine gave several examples of 
how agents are coached. New agents 
are helped by announcement cards 
about them which the agency prepares. 
It gets names of acquaintances of the 
new agent—sometimes as many as 500 
of these names. The cards tell the 
public in advance that their friend or 
acquaintance has entered life insurance. 
They tell of his college affiliations, fam- 
ily and children. 

Starting in the Fall and running 
through the Spring the agency has a 
meeting once a month for the new men, 
principally of those who sell the ‘ ‘Secur- 
ity In Any Event” program. The meet- 
ing includes questions and answers. 





Solomon Huber 


(Continued from Page 3) 


ability to acquire additional property 
now or in the foreseeable future.) 

“This isn’t strictly a matter of psy- 
chology. It touches upon the very 
essence of communication based upon 
a preliminary study of a client’s hold- 
ings. 


Enterprise Still Prevails Here, 
President Thompson Tells Meeting 


“The unique, most important and most 
hopeful feature of the American busi- 
ness structure is the fact that the rate 
of acceptance of new merchandise, new 
services and new ideas is determined 
not by government officials and planners, 
but by millions of consumers on the 
basis of the merits of such goods, serv- 
ices and ideas,” observed President John 
S. Thompson at the annual meeting of 
general agents of Mutual Benefit Life, 
Newark, N. J., at Belleair, Fla. 

Before looking into 1952 and its mean- 
ing for the life insurance industry, Mr. 
Thompson highlighted the wresults of the 
change of the open market policy of the 
Federal Reserve Board in 1951. “The 
termination of the Board’s support of 
the Government’s security market— far 
from being a negative proceeding—was 
a highly constructive step in the process 
of retarding inflation, the strongest posi- 
tive action taken since the end of World 
War IT. It put a brake on the so-called 
monetization of the national debt, lifted 
the interest return on new investments 
by 4% to %%, and imparted a realism to 
security transactions which has been ab- 
sent for more than a decade.” 

Large Personal Savings 

One of the most encouraging features 
in the 1952 national picture, pointed out 
Mr. Thompson, is the high level of per- 
sonal savings—estimated at about $25 
billion in 1952, an all-time high except 
for the war years 1941-45—which fur- 
nishes a sound base for both life insur- 
ance sales and persistency, and for 
parallel investment growth, He observed 
that, although liberal savings are hardly 
an absolute guarantee of impressive 
activity by life companies, successful op- 
eration cannot be expected without such 
savings, 

“The same conditions which promote 
a high degree of employment and great 
business activity and which favor volume 


Procedure Used 


During his talk at Belleair last week 
Clay Hamlin of Buffalo described some 
selling plans of his agency. One of 
the most successful is a short talk to 
prospects called “The One Man Busi- 
ness.” In part it reads as follows: 

1. Purpose of business. Mr. ———, we 
assume that you are in business—in- 
stead of working for others—because 
you like to be independent and because 
your investment, plus your manage- 
ment, yields a larger income. 

Since capital is considered worth 5% 
any excess income can be presumed to 
be the result of good management. 
Thus, if your business is earning 30% 
on invested capital, 5% can be regarded 
as capital return and 25%, or five times 
as much, can be credited to capable 
management. 

2. During your management. During 
your period of management this busi- 
ness probably offers you the safest, the 
most profitable, the most satisfactory 
place to invest your money. 

3. After your management. But, what 
about your business and the capital in- 
vested after your period of manage- 
ment? Perhaps you have someone—or 
can find someone whom you think cap- 
able of running the business for your 
family. But here are some questions to 
think about: Have you ever gone away 
and been completely out of contact 
with your business? Someone else in 
complete charge and authority—for a 
period of five years? Everyt hing con- 
sidered, would it be wise, in the long 
run, to leave your money in your busi- 
ness beyond your period of manage- 
ment? 


4. The acid test. 


Suppose you had sold 


your entire 


operations produce demands for capital 
and offer the investment opportunities 
we need,” said Mr. Thompson. 

Last year the underwriting of cor- 
porate securities was on the largest 
scale since 1933 and the “new money” 
put out by all investors was over $6% 
billion, well in excess of the $4 billion 
growth in assets of life insurance com- 
panies during the course of the year. 
President Thompson commented that 
there is reasonably good ground for the 
hope that the current rate at which long- 
term funds may be invested will be 
maintained 

Still Have Individual Enterprise 

“Taking a little broader view,” said the 
Mutual Benefit Life president, “further 
satisfaction may be derived from the 
fact that, notwithstanding the extent 
and steady growth of government con- 
trols, centralized and bureaucratic de- 
cision-making still plays a limited role 
in our economic activities. There are 
millions of independent business enter- 
prises each working out its own destiny.” 

Mr. Thompson remarked that the 
prominent feature of our democracy, any 
democracy, is the recognition of the im- 
portance ‘of the individual for “there is 
no such thing as mass intelligence; there 
is only individual intelligence communi- 
cating itself to other individual intelli- 
gences, as we observe it in the conduct 
of our business. 

“Tt is the individual and he alone—in- 
ventor, artist, industrialist, salesman— 
who stands near the source of life and 
transmits its essence to his fellowmen. 

“There is greater need for courage 
and for sustained intelligent effort than 
ever before,” he concluded, “but fortu- 
nately there are stronger reasons for 
belief in the potential prosperity of our 
business than at any time within two 
decades, Our business is to see that we 
share worthily in that prosperity.” 


by Clay Hamlin 


interest in this business, 
taken the cash, invested it in the finest 
security on earth, and then given those 
securities to your family. Would you, 

r. ———, persuade your family to 
enter into a contract requiring them, 
on the day vour management ends, to 
sell those securities, take the cash and 
reinvest it in this business? 

Everyone always says No, but unless 
one has a plan to get his capital or its 
equivalent out, when his management 
terminates, that’s really what he is do- 
ing, isn’t he? 
5. Avoid some hazards. Since you are 
in a business which is paying hand- 
somely because of the capital invested 
plus your skilled management, it is 
probably desirable, and also good judg- 
ment, to keep your money in your 
business while you are here to man- 
age it. 





Clay Hamlin 
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general agents recognize this the 
stronger and more successful will their 
agency become. A wise man said: “Men 
of achievement are men of decision and 
deep conviction.” Sometimes careers 
do not progress as rapidly as wished, 
but my opinion is that a man should 
not blame the company or the territory. 
Instead of that alibi he should blame 
himself. It is safer. 

And my concluding advice is sustain 
the will to win. If that is done your 
sun will shine. 


Use of “Capital Shift” 
In Sale of Insurance 


DISCUSSED BY HINTZPETER 


Simply a Shift of Income From One 
Use to Another, Says 
Montana Man 


Ervin D. Hintzpeter, general agent, 
Mutual Benefit Life, Bozeman, Mont., 
told the company’s general agents con- 
vention in Florida last week of various 
sales plans in the present economic 
picture. He mentioned the capital shift 
sales argument which his men use, say- 
ing in part: 

“The use of funds to purchase a 
security plan is nothing more than a 
shift of capital or income from one use 
to another. If money is taken from a 
bank account, bond, pay check or other 
source, a certain depletion occurs, but 
an increase also occurs in the invest- 
ment in deferred dollars which in most 
cases will more than offset the deple- 
tion many fold. Thus, the funds so used 
are not spent or lost but merely de- 
posited to another type of account. 

“It makes little difference whether a 
man uses actual cash to pay all of his 
life insurance premium or pays as much 
as possible through use of the loan 
values to his credit. In the first instance 
he debits his capital or income account 
for the full sum required and offsets this 
by keeping his life insurance account 
at full strength, and if he dies he has 
less in the capital account and more in 
the life insurance account; in the second 
instance he keeps more in the capital 
account and less in the life insurance 
account. The net result is the same 
except for the small interest charge 
which is reduced by at least 20% be- 
cause of the income tax deduction. 
Therefore, Mr. X, why not pay premi- 
ums insofar as possible out of your 
life insurance pocket and keep your 
capital pocket full for the larger earn- 
ings that can be produced in your busi- 


” 


ness. 





Men Buy Wants 


(Continued from Page 4) 
unequivocable—and this time it is 
“No.” 

Mr. Pille stated that progress comes 
from the sharing of ideas and that this 
meeting could be expected to make an 
important contribution. While there are 
uncertainties and problems in the busi- 
ness today, there have always been 
uncertainties ag problems and there 
always will be. “I don’t say ‘close your 
eyes—they are not there.’ I do say 
‘keep your eyes fixed on good things— 
we have to use them and make them 
work.’ Let’s keep our enthusiasm and 
our optimism—salesmen must do that,” 
he said. 

The intangibles are always more im- 
portant than the tangibles in selling, 
Mr. Pille reminded. “Men don’t buy 
life insurance because they need it but 
because they want it. Men don’t do 
much of anything because they need 
to—but because they want to. Men 
don’t sell life insurance because they 
need to—but because they want to. 
Men don’t sell the business (recruit 
because they need to—but because they 
want to). I propose that we want to 
more than ever after this meeting,” 
he concluded. 





Earls on MDRT Potentials 


William T. Earls, Cincinnati, talking 
to Mutual Benefit Life general agents 
convert’»n in Florida last week had 
as his theme the stimulation which 
could be given to members of an 
agency with the objective of their 
becoming million dollar writers. 

Sometimes only a little extra effort 


(Continued on Page 18) 
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More Brokers Now Writing 
Life, Says Rosenbaum 


Edward L. Rosenbaum, general agent, 
Mutual Benefit, Brooklyn, addressing 
general agents of that company in Flor- 
ida last week, said that more brokers 
of general insurance are writing life 
insurance because they are discovering 
that it is not so difficult to write estate 
planning programs as they had thought 


it was. Discussing experience with 
brokers after his contacts with them 
he said: 

“After we have worked with a broker 


ona oa cases we introduce a course 
that we have found to be extremely 
profitable. We give him an eight-session 
course of Estate Planning with a very 
a information blank and _ illustra- 
tion for the client. 

“We teach him the discount method 
of calculating needs, and are able to 
show him that the average middle class 
estate can be calculated within twenty 
easton, The subject is introduced 
slowly and the simplicity of the method 
is soon sold to him. We find that, after 
he has handled three or four actual 
cases, he takes great pride in his acu- 
men as a top notch Life Insurance Man. 
Once he believes that there aren’t many 
more problems.” 


Making Agent’s Experience 


Count in Insurance Sales 
George B. Gordon, Mutual Benefit’s 
director of advanced underw riting serv- 
ice, said that to get agents up to and 
keep them operating as million dollar 
writers their general agent must first 
sell himself on the man; then he must 
sell the agent and next the agent must 


sell the clients. The principal reason 
that most agents do not make this 
grade is because they think that there 
is too much complication. That fear, 


Mr. Gordon thinks, should not exist. 
In his opinion advanced underw riting 
is simply bringing all of one’s experi- 
ence of living to bear upon one man 
and his problems. It does not matter 
where the experience comes from. If 
the agent has the creative imagination 
to apply it, he can identify the prob- 


lems and have the client accept the 
identification. Inevitably some clients 
will require insurance to solve those 


problems, or at least, the services of 
an insurance company. 

Problems, he continued, are in only 
three areas: all problems grow out of 
relationships between people and peo- 


ple, people and property, and, finally, 
people and the community or govern- 
ment. 


Careers of Five New General Agents 
Appointed by Mutual Benefit in Year 


Five new general agents who have re- 
ceived their appointments by Mutual 
Benefit Life since the last annual meet- 
ing of the company *s general agents at- 
tended the Belleair convention last week. 
They are L. W. McDougall, Cleveland; 
Paul J. Quillin, Milwaukee; William 
and Samuel Ames, Norfolk; and S. R. 
Wayne who is now the partner of Ben 
Salinger in Salinger & Wayne, New 
York City, Their careers follow: 

Paul T. Quillin entered life insurance 
in 1946 after several years sales promo- 
tional work with Minneapolis Star- 
Journal and service in World War II as 


a pilot. His early record was such that 
he was selected for home office training 
in sales and management and in 1948 


was appointed production manager and 


then associate general agent at San 
Francisco. In 1950 he was made associate 
general agent with General Agent 


Hughes at Milwaukee. He has served as 
instructor of the LUTC course there. 
William and Samuel Ames were born 
into the life insurance business and into 
Mutual Benefit Life, for their father, 
Milton B. Ames, was with the company 
for more than 45 years, preceding his 
two sons as general agent in Norfolk. 
William J. Ames is a graduate of Uni- 
versity of Pennsylvania where he spe- 
cialized in insurance. He joined the 


Norfolk agency in 1934, and in 1938 he 
received his CLU designation. In 1948, 
he was named associate general agent 


at Norfolk, and was appointed general 
agent in 1951, During World War II 
he served with the Army in the South 
Pacific. Since his return, he has qualified 
several times for membership in the 
President’s Club, the company’s leading 
producers. 

Samuel R. Ames began his insurance 
career with the Norfolk agency in 1938. 
His work was interrupted by World War 
I! when he served as an officer in the 
Naval Air Corps. After his release from 
active duty in 1946, he resumed his in- 
surance career with the Mutual Benefit. 
In 1946 he was appointed supervisor at 
the Norfolk agency, and two years later 
was made manager of the company’s 
Richmond office. In March, 1950 he re- 
turned to Norfolk as associate general 
agent. Mr. 
ington & Lee University. 


1949 he received his CLU. In 


Ames is a graduate of Wash- 
In September, 


1951, he 


was made general agent with his brother 
at Norfolk, 

Laurence W. McDougall, after gradu- 
ating from Washington University in 
1935, had two years of og 8 selling 
before joining the Mutual Benefit St. 
Louis agency as supervisor. In 1941 he 
transferred to Los Angeles in a super- 
visory capacity where he had much of 
the responsibility of running the agency 
while the general agents were in the 
service. From there he went to Columbus 
to head the company’s agency and in 
1948 was called to the home office and 
made director of management training. 
He received his CLU designation in 1939 
and has served local chapters including 
the presidency of the Columbus, O., 
Chapter. 

Stanley R. Wayne is a graduate of St. 
Lawrence University Law School, mem- 
ber of the New York Bar and was in 
active practice for ten years before en- 
tering life insurance. Following service 
in the Army he joined the Einstein & 
Salinger Agency in 1945, was a leading 
producer and was appointed assistant 
general agent in 1950. He is active in 
Life Underwriters Association work be- 
ing chairman of the City Association’s 
law and legislation committee and_ in- 
structor in the LUTC course. He repre- 
sented the State Association on a spe- 
cial committee sponsoring the estate tax 
law passed by the legislature. 


Rentner Agency Leads 


The Hilliard N. Rentner agency, Berk- 


shire Life, New York, was the company 
ler for February. in addition, two of 
the agency’s agents are in first and 


second place in paid production for the 
year to date. Eight full-time agents sub- 
mitted 42 applications during the month 
for over $950,000. 


MADE CLAIM SUPERVISOR 

Robert E. Pender, formerly assistant 
supervisor in the claim department of 
Lincoln ‘feces Life of Louisville, has 
been made claim supervisor of that de 
partment. Graduate of Xavier Univer 
sity, Cincinnati, he has the degrees of 
Ph.D. and M.A. 
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Those Who Headed Panels 


And Seminar Discussions 
Seminars on “Financial Management 
of Agencies” and “More Sources of 
Business Today,” as well as a_ panel 
discussion on “Problems and_ Profits 
With Property Planners,” supplemented 
talks by leading agency heads at the 
1952 annual meeting of general agents 
of Mutual Benefit Life of Newark, N. I, 
at Belleair, Fla., March 24-27. 

3enj amin D. Salinger, CLU, and 
Leland O. Nashem, both of New York, 
and Hollis L. Woods, Hartford, each 
moderated a section of the seminar on 
“Financial Management of Agencies” 
assisted by three men from the home 
office: Edward C. Hawes, CLU, director 
of analagraph training; Robert H. 
Stevens, assistant to the director of 
agency supervision, and H. Preston 
Smith, management training supervisor. 
Divided into three sections on the basis 
of population, the seminar was _ based 
upon the data the company obtained 
from a questionnaire on agency expenses 
which was mailed to each general agent. 

At the seminar on “More Sources of 
3usiness Today,” also divided into three 
sections, new sales briefs containing in- 
formation about 14 prospective sales 
areas were introduced. Moderated by 
C. Carney Smith, Washington, D. C.; 
John O. Wilson, Seattle, and Francis J. 
Conlin, CLU, Spok: ane, the three groups 
discussed those areas of greatest inter- 
est for gener al agents. 

Experts in the various aspects of ad- 
vanced underwriting answered general 
agents’ questions during the panel dis- 
cussion on “Problems and Profits With 
Property Planners.” Moderated by Paul 
W. Cook, CLU, Chicago, the panel con- 
sisted of such leading authorities in 
advanced underwriting as George B. 
Gordon, director of advanced underwrit- 
ing services; Solomon Huber, CLU, Ed- 
ward L. Rosenbaum and Arthur V. 
Youngman, all of New York; John 
W. Brown, CLU, Louisville; Lloyd 
Ramsey, Memphis, and C. Carroll Otto, 
Detroit. 


MDRT Potentials 


(Continued from Page 17) 


by an agent is needed to put his pro- 
duction into the top area. Many agents 
think they cannot reach the goal, but 
general agents can help them do so by 
strengthening their determination. The 
presence of other MDRT members in 
the agency will raise the production 
sights of all the hard workers in the 
agency. Just as athletes perform best 
if they have the will to win, the same 
applies to insurance agents. 





Prudential Opens Group 
Office in Jacksonville 


The Prudential has opened a Group 
district headquarters at Jacksonville, 
Fla. with Vere F. Pennell in charge and 
with Arthur D, Johnson associated with 
him to handle the service activities. Mr. 
Pennell joined Prudential in 1916 and 
has been active in Group operations 
since 1924. He held administrative posi- 
tions in the home office and sales man- 
agement posts in the mid-west and re- 
cently in Chicago. Mr. Johnson has been 
a member of The Prudential’s Group or- 
ganization since 1928 recently located at 
Cleveland. 
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Mutual Benefit Agencies 
Get Production Awards 


Six agencies — Lexington, Bozeman, 
Peoria, Harrisburg, Wichita and Cincin- 
nati—received awards for top perform- 
ance during the company’s October pro- 
duction campaign at the banquet March 


26 at the annual meeting of general 
agents of Mutual Benefit Life, New- 
ark, N. 

The Lexington, Bozeman and Peoria 
agencies were winners of the Stillman 
Award, given for quality of business 
written during The Duel. Awards were 
presented to General Agents Edgar 


Richardson, Ervin D. Hintzpeter and 
John J. Mulder, CLU 

These agencies led all others in pre- 
payments, low rate of declinations, and 
high persistency of business submitted 
to win the award offered by Chairman 
of the Board W. Paul Stillman. In addi- 
tion, each agency went well over the 
quota assigned it in business written, 
and submitted more business than the 
rival agency against which it was pitted. 

Awards were also presented to agen- 
cies which submitted the highest  per- 
centage of business over their quotas 
during The Duel: in Group I Lexington, 
Group II Harrisburg and Group III 
Wichita. 

The William T. 
cinnati received an 
the highest volume 
campaign. 


Earls agency in Cin- 
award for writing 
during The Duel 


Guaranty Union in ALC 


Guaranty Union Life of Beverly Hills, 
Calif., has been admitted to member- 
ship in the American Life Convention 
bringing to 230 the number of legal 
reserve companies affiliated with that or- 
ganization. Guaranty Union Life as of 
the end of 1950 had insurance in force 
of $35,925,255 and assets of $6,743,659. 
John C. Tyler is board chairman and 
Thomas M. Bruce, Jr. is president. 


Federal Has $150 Million 

The Federal Life of Chicago has passed 
the $150 million mark in life insurance 
in force according to a report just 
released by L. D. Cavanaugh, president. 
The company reached the 100 million 
dollar mark in 1946, indicating a 50% 
gain in life insurance in force over the 
past six year period. 
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Your business is only as good as the 
policies you write and the satisfaction of 
your clients in those policies. 
And even good business can be made 
better when you take full advantage of 
Travelers exceptional Preferred Risk Life 
Policy. 

It is economical for the insured . . 


a re guaranteed low cost. 


Minimum amount issued $10,000 
Re eit maximum the same as for 
ordinary life. 


It can be used for business purposes 


as well as for family protection. 


It is available to all clients who 
qualify as Preferred Risks under 
The Travelers underwriting _ re- 
quirements. 


It provides liberal commission for 


the broker. 


So don’t fail to mention The Travelers 
PREFERRED RISK Life Policy to your 
customers. It’s the quickest way of turn- 
ing a prospect into a satisfied client! 


For further information call your nearest 
Travelers Life Manager or General Agent. 
He’s as handy as your telephone. 


The Traveler § INSURANCE COMPANY 


Hartford, Connecticut 
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TION 
DRIVE 


NEW YORK FEDERA 
LAUNCHES MEMBERSHIP 
week that 
New York 
reach a 
will be 


Announcement made this 


the Insurance Federation of 
is launching a campaign to 
goal of 30,000 
received with interest. 
now that the 
sion of the New York 
bly has adjourned, so that there will be 
organi- 


new members 
It appears to be 
ses- 


present 
Assem- 


good timing, 


General 
strengthen the 


ample time to 


zation before the next session rolls 
iround, 
The New York Federation was found- 
ed 38 years a a direct result of the 
fund 
Ohio 
and the apprehension that a similar fund 
New York State. 


Its objectives are summed up in by- 


creation of monopolistic state 


for workmen‘s compensation in 
might be set up in 


laws which state that the purposes of 


the federation “are to bring about a 
better understanding by the general pub- 
lic of 


port a 


the business of insurance to sup- 


legislation designed to safeguard 


its interests as private enterprise.” 


The federation functions particularly 


during the legislative sessions at AIl- 


bany to prevent passage of legislation 


detrimental to the business of all 


branches of insurance and the general 


addition to supporting needed 
legislation. One of its 
is that its membership comprises 
in all fields 


surety 


public in 
greatest advan- 
tages 
companies and producers 


insurance—fire, marine, casualty, 
and life. 

The need for a strong organization to 
classes of business in a 
key state such as New York 


There is a constant threat of compul- 


speak for all 
is evident. 
sory automobile insurance. This year the 
was the tar- 
attempts to make this 
function of the state. 


new disability benefits law 


get of several 
class entirely a 
This year the federation was one of 
the many organizations which attempted 
unsuccessfully to secure enactment of 
Governor Dewey’s proposed compulsory 
legislation. <A 


over whether. or not it 


automobile inspection 


wrangle would 


be carried on through state-owned in- 


spection stations or through state-ap- 


proved garages prevented its passage. In 


a last minute move to save the measure, 


the federation petitioned the assembly 


to pass the safety measure without spe- 


cifying the mode of operation, but to 


no avail. That question undoubtedly will 


be brought up at next year’s session. 


As regards the federation’s original 


purpose of maintaining insurance as a 


private enterprise, there is no question 


that the threats to private enterprise so 
potently set forth by President Jesse 


W. Randall of the 


Cos. in his 


Travelers Insurance 


recent speech before the 
midwest territorial conference of the Na- 
Insurance Agents 


well 


Association of 
state 


tional 


apply at local and levels as 


as on the national basis. The need for 
a strong all-embracing statewide organi- 


zation is self-evident. 


RELATIONS MANUAL 

Under- 
now re- 
relations manual 
from their company offices. Deputy U. S. 
John R. Robinson of the 
f London, who is chairman of 


PUBLIC 
Fieldmen 
Association territory are 


throughout Eastern 
writers 
ceiving a new public 
Manager 
Phoenix o 
Underwriters Association’s 
public committee, 
that the manual reflects the 
progress made in public relations work 
by the field clubs during the past seven 
years 

The text supports the basic program 
of the National Board of Fire Under- 
writers and includes multiple line 
public relations by devoting a section 
to highway safety and accident preven- 
Association of 


the Eastern 
relations announced 


new 


also 


tion as developed by the 
Casualty and Surety Companies. 

includes many 
used by local 
A test pro- 
with the 


also 
could be 
agents, 


The manual 
that 
boards of 


pro- 
cedures 
insurance 
currently under 


gram way 


Pennsylvania Association of Insurance 
Agents in cooperation with the four field 
clubs in that state may produce a pat- 
tern for extending this work into other 
states in the Eastern area. 

Casualty fieldmen, company adjusters, 
and rating organization men interested 
in public relations work are also receiv- 
ing copies of the new manual. 

The manual, dedicated to local agents 
play in 
impressions 


and fieldmen for the part they 


constantly promoting good 


about insurance, states that the impres- 


sion the insurance industry would like 


the public to have is as follows: 

That property insurance is an impor- 
tant and beneficial factor in my business 
and personal life. Unlike other busi- 
nesses, it involves a future ability to de- 
liver on its promises of indemnity. As 
a business, subject to regulation in my 


Shawley B. O’Connell has been made 
manager of the Home Insurance Com- 
pany’s Cincinnati service office. He as- 
sumes the duties of former Manager 
David B. Roden who has resigned. Mr. 
O’Connell joined the Home Insurance in 
March, 1940, as a marine special agent 
in the company’s Chicago office. He was 
transferred to the Columbus, Ohio, office 
as a special agent and in April, 1948, 
was made marine supervisor at Nashville, 
Tenn. In January, 1949, Mr. O'Connell 
was transferred to the Western depart- 
ment as a special agent at Columbus. 


x * x 

Armand W. Harris, former Minne- 
sota Insurance Commissioner and now 

rate supervisor for the St. Paul Com- 
panies, is associate chairman of the Min- 
nesota statewide cancer fund drive which 
seeks to raise $283,000 in April. 

* 2 * 

J. Maynard Magruder, Arlington dele- 
gate to the Virginia General Assembly, 
has announced that he will be a candi- 
date for the Democratic nomination to 
represent the Tenth Congressional Dis- 
trict. He is an insurance agent who has 
lived in the country for 28 years and has 
served in the House of Delegates for five 
consecutive two-year terms. 

* * x 

H. S. Stanley, assistant general mana- 
ger of the New York Fire Insurance 
Rating Organization, will be the speaker 
at a meeting of the Savings Banks In- 
surance Forum. He will talk on insur- 
ance rating and some of its problems. 


Theo. P. ecitlig: iia of Repub- 
lic National Life, was elected president 
of Dallas YMCA’s at a recent meeting 
of the Y board of directors. There are 
five Y branches in the metropolitan area. 
Mr. Beasley has long been active in 
YMCA work. He served as vice presi- 
dent prior to his elevation to the presi- 
dency, and as director of the downtown 
branch, as chairman of the Y’s world 
service committee for the southwestern 
area, and a member of the international 
committee of the National Councils of 
YMCA of the United States and Canada. 
He was formerly a member of the board 
of management of the Oak Cliff branch. 

* * x 


Frank E. Schiff, treasurer of Schiff, 
Terhune & Company, Inc., national in- 
surance brokers in New York, announces 
appointment of John Porter Ross as an 
account executive. Mr. Ross joined the 
staff of Schiff, Terhune in 1949. From 
1943 to 1946 he served in the United 
States Army and was graduated from 
Princeton University in 1949, 

* 


Judd C. Benson, manager of the Home 
Office Agency of Union Central Life in 
Cincinnati, will address the Insurance 
Society of the Ohio State University at 
Columbus on April 14. His subject will 
be “Life Insurance i in the New Economy. 

* * 

Merton K. ase, 
supervisor for John 
New York State, 
ager 


formerly regional 
Hancock in upper 
has been made man- 
at Kansas City. 





behalf, it charges such reasonable rates 
and makes only such reasonable profits 
as will assure its continuing solvency 
and progressive response to the public’s 
need for protection. 

The most import int element in attain- 
ing this objective is the conduct of 
those who directly contact the public. 
Usually, what people think about us is 
based more on impression than on actual 
knowledge. 

The public relations program 
sored by the National Board 
Underwriters, followed by 
company associations, is aimed at cre- 
ating good impresions. It sets the pat- 
tern for member company fieldmen to 
follow at tthe “grass roots” level in co- 
operation with local agents. 


spon- 
of Fire 
other stock 


GEORGE W. STEINMAN 


President George W. Steinman, Mid- 
land Mutual Life, Columbus, Ohio, is 
being honored by the agents with a 
drive for new business as he approaches 
his 40th anniversary with the company 
May 1. After practicing law in his native 
city of Lancaster, O., Mr. Steinman was 
made an examiner of the Ohio Insurance 
Department and resigned that position 
to become comptroller of Midland Mu- 
tual Life in 1912. He was made secre- 
tary in 1914 and vice president and 
secretary in 1927 and president in 1933. 
The Midland Mutual had less than 
$700,000 in assets 40 years ago; now 
over $72 million. Insurance in force 
was then less than $9 million, compared 
with $227 million now. In the first 
quarter of this year the new written 
business shows an increase of 17% with 
a marked improvement in persistency. 
The agent making the best all-around 
record in written and paid for business 
during the Steinman Campaign will be 
invited with his wife as special guests 
of the home office and President and 
Mrs. Steinman. 


* * x 


Asa V. Call, president, Pacific Mutual 
Life; has been named general chairman 
for the 1952 observance of “Invest in 
America” Week in Southern California. 
Scheduled for the week April 27 to May 
3, the project is sponsored by Chamber 
of Commerce bodies, both state and lo- 
cal, the Los Angeles Stock Exchange 
and various groups representing banking 
and investment interests throughout the 
area. In a statement identifying the 
movement’s objective, Chairman Call 
stated: “The purpose of ‘Invest in 
America’ Week is to make every Amer- 
ican aware of the importance of his stake 
in the economy of our country. All of 
us enjoy the benefits of the American 
capitalistic system, and almost every- 
body is a capitalist.” 


* * * 


W.R. Parr, supervisor of sales educa- 
tion for Manufacturers Life of Toronto, 
was a featured speaker at the annual 
meeting of the Canadian Association of 
Broadcasters held in Toronto March 24. 
His subject was “The Job Instruction 
Training Technique Applied to Sales 
Training” and dealt with the use of 
visual sales aids in the interview and 
the use of tape recorder in training 
salesmen to give planned presentations. 
Mr. Parr has done pioneering work in 
the adaptation of the | T. method 
to the training of life insurance sales- 
men, 
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New York Journal of Commerce to 
Move to Own Building on 
Varick Street 
The last newspaper will shortly leave 
New York’s famed 
The Journal of Commerce has an- 


“Newspaper Row.” 


nounced purchase of a 10-story and 
basement building at 80-92 Varick Street, 
occupying the blockfront between Watts 
and Grand Streets. Currently published 
at 63 Park Row—one-time home of the 
N. Y. World—the daily business publica- 
tion completes the exodus from the 
storied stretch of land that once housed 
the Times, Herald-Tribune, Sun, World, 
and other giants of the newspaper world. 

Bernard J. Ridder and Eric Ridder, 
publisher and general manager of The 
Journal of Commerce, report that .exten- 
sive alterations will be made under the 
direction of William Ginsberg, news- 
paper architect and engineer. These im- 
provements and the installation of new 
printing presses and other typographical 
equipment are expected to provide the 
publication with one of the most modern 
newspaper plants in the United States. 
The building is expected to be ready for 
occupancy about the first of 1953. 

The Journal of Commerce will com- 
plete its first 125 years of continuous 
publication on September 1. Founded by 
silk merchant Arthur Tappan at the sug- 
gestion of Samuel F. B. Morse, then a 
budding young inventor, the business 
daily has had as colorful a_ historical 
background as any of the large con- 
sumer newspapers that used to inhabit 
Park Row. 

Published by the Ridder family inter- 
ests since 1927, The Journal of Com- 
merce has a_ circulation concentrated 
among executives in all branches of 
business. It maintains news gathering 
and advertising offices in most of the 
world’s key cities and has a corps of 

224 business news specialists in all cor- 
ners of industrial America. 

In its 125-year life span, The Tournal 


»Ot Commerce has absorbed seven other 


daily publications. In addition to the 
daily business newspaper, it now pub- 
lishes a weekly Import Bulletin, a new 
Import Daily, a weekly Controls Guide, 
the weekly Modern Distribution news- 
letter, a monthly International Edition, 
a weekly “Report on U. S. Business” 
overseas newsletter, and a number of 
domestic and foreign trade directories 
and surveys. 

The land under the newly acquired 
Property was within the area known as 
the King’s Farm, which was granted in 
1705 to the Rector, Churchwardens and 
Vestrymen of Trinity Church in the City 
of New York by a patent of Lord Corn- 
bury (then captain, general and gover- 
nor of the Province of New York and 
afterw: ards the Earl of Clarendon). The 

grant was subsequently confirmed by a 
Maal of Queen Anne dated April 14, 
1714. The easterly line of the King’s 
Farm in the area where it was inter- 
Sected by what are now Grand and 
Watts Streets was not very clearly 











defined. 

The land to the east was owned by 
one Anthony Rutgers but the boundary 
line between the so-called King’s Farm 
owned by the church and the farm of 


Anthony Rutgers was indeterminate, 
probably for the reason that in the area 
in question it was mostly swamp or 
marsh meadow to the east. 

The Charles F. Noyes Co., Inc., and 
Herbert Charles & Co., Inc., were the 
brokers in the sale of the Varick Street 
property, which is assessed bw the city 
at $850,000. Myles B. Amend of Amend 
& Amend handled legal matters for The 
Journal of Commerce and A. Loeb Sal- 
kin represented the selling interests. 


* * * 


Smith and Morrill Speak at Mutual 
Anniversary Conference 

Several leading figures in the mutual 
fire and casualty field addressed the clos- 
ing session last Friday at the Hotel 
Statler in New York City of the Mutual 
Insurance 200th Anniversary Celebration. 
Among these speakers on the future 
outlook were Thomas C. Morrill, former 
Deputy Insurance Superintendent of New 
York and currently director of informa- 
tion for the State Farm Insurance Com- 
panies, Bloomington, Ill.; Chase M. 
Smith, general counsel, Lumbermens 
Mutual, Chicago, and Franklin J. Mar- 
ryott, general counsel, Liberty Mutual. 

Mr. Smith, whose keen sense of humor 
has long made him a popular speaker at 
insurance meetings gave answers to the 
following three questions: will the gov- 
ernment take over private enterprise and 
socialize insurance; will radical changes 
be made in insurance coverages, and will 
the place of the insurance producer 
change in the future? 

Mr. Smith said that “we will win the 
fight on merit for private management 
of insurance. Public management is far 
more costly and less efficient than pri- 
vate enterprise.” Hence the latter will 
continue to predominate, 

With respect to development of mul- 
tiple line operations Mr. Smith said that 
the present complicated sub-division of 
insurance policies cannot be succeeded 
quickly by one all-risk form. Progress 
must be slow as rate-making problems 
are severe. While changes toward all 
risk insurance will come the “change 
must be slow over a long period of years 
before we reach our goal. 4 

Agents’ commissions will not be re- 
duced much in years to come Mr. Smith 
predicted. He held that competent in- 
surance service will continue to be 
needed by insurance buyers and well 
qualified agents are the ones to give that 
service. Hence “there is nothing dis- 
couraging in the picture.” A valuable 
agent’s services should be well paid and 
probably will be, he declared. 

In his talk at this session Mr. Morrill 
said in part: 

“Who will be the risk bearers of the 
future?” Two major alternatives are 
available, for surely risks will either be 
borne directly by the individual or be 
shared with others through the device 
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of insurance. 

“The first possibility is limited by the 
fact that individual risk bearing pro- 
vides its own penalties, But people do 
willingly assume risks. They do so when 
they hope for large gains, as in gambling 
or speculation, or when a risk by its 
nature cannot be shared with others, 
Le., is ‘uninsurable.’ More pertinently, 
people also assume risks when they de- 
cide that the cost of insurance is too 
high, or when they are uninformed as 
to the availability of an insurance mar- 
ket. Finally, there is the salesmanship 
aspect—the direct assumption of risk 
because the wisdom of the insurance de- 
vice has not been sufficiently demon- 
strated. These situations either suggest 
their own cure, or are incurable. 

“The second alternative—the sharing 
of risks by groups—is worthy of more 
detailed consideration. It immediately 
raises the question in terms of private 
insurance enterprise versus public risk 
bearing through governmental schemes. 
The question becomes, ‘What part of 
risk bearing will be assumed by private 
enterprise and what part will be assumed 
by government ?’ 

“Professor Maclver of Columbia Uni- 
versity points out that the welfare state 
is here to stay and ‘is certain to develop 
further. The field of insurance,’ he says, 
‘will be patterned between voluntary 
agencies and state agencies.’ He refers 
to ‘minima to be guaranteed by the 
state,’ but to plenty of opportunities for 
‘supra-minimal guarantees’ to be pro- 
vided by others, 

“In a forum of this kind, is surely 
not impertinent to outline some qualities 
which will stand private insurance in 
good stead in the struggle for survival. 
Here are some which may be worthy of 
consideration: : ; 

“Integrity. The recognition that our 
business involves fiduciary responsibili- 
ties, that we are in fact trustees, ac- 
countable for our management of the 
money, affairs and interests of others 
is an essential ingredient of private in- 
surance enterprise. We hear much to- 
day about integrity in government— 
enough to know that no one can long 
hold the confidence of the public without 
it. Integrity is a commodity that private 
insurance can supply in full measure. 

“Performance. Insurance is a business 
that deals in futures. We exchange 
promises for money—promises to do 
something in the future if certain con- 
tingencies occur. Under such an ar- 
rangement, there is no substitute for 
performance. Promises must be rein- 
forced by solid financial strength, by 
liberal interpretations of policy obliga- 
tions and by a broad acceptance of re- 
sponsibility toward the public at large. 
A corporation can commit itself for the 
future with greater certainty than any 
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government, and by adequate perform- 
ance we can hold and increase public 
confidence. 

“Statesmanship. Professor Maclver 
observed that ‘narrow self-interest di- 
vides and loses where enlightened self- 
interest would have united and won. 
He was talking about British colonial 
days, but his words have a broader ap- 
plication. In our struggle with govern- 
ment encroachment on private insurance, 
we will undoubtedly be confronted on 
many occasions with difficult decisions. 
Statesmanship, which puts first public 
interest—and not tradition or the status 
quo, will be required. It will win friends 
and influence people as no other atti- 
tude can. 

“Preservation of competition. Our na- 
tional philosophy as to the nature of 
private enterprise is firmly wedded to 
the principle of reasonable competition 
Here private insurance has a great ad- 
vantage over government, because gov- 
ernmennt is essentially monopolistic and 
non-competitive. By maintaining and 
encouraging all forms of reasonable com- 
petition, the benefits of this way of do- 
ing business can be preserved for the 
public—and gain public support. 

“Responsiveness to public needs. The 
lessons of two centuries teach few 
things more persuasively than the fact 
of change. No one can look back ovet 
the changes in our business without 
recognizing that still more changes lie 
ahead. And probably nothing has con- 
tributed more to changes in insurance 
than the changing needs and preferences 
of the public. In some fields, the public 
voice has been directed to W salddago 
in recent years for relief from economic 
risks and Washington has listened. Pri- 
vate insurance will be well advised to 
lend an equally attentive ear to the pub- 
lic voice, to seek out and anticipate the 
public needs, and to do so actively rather 
than passively. 

“These qualities which will stand pri- 
vate insurance in good stead will have a 
familiar ring to this audience, for they 
are the same qualities which have 
brought our business to its present im- 
pressive position. Integrity, perform- 
ance, statesmanship, competition and re- 
sponsiveness to public needs have been 
the strong bulwarks of our system. 

“Those of us who have heard the eco- 
nomic achievements of the last 200 
years must wonder at those who would 
turn their backs on the system which 
was responsible for these accomplish- 
ments. By the same token, we must not 
turn our backs on the qualities which 
have been responsible for the amazing 
success of private insurance enterprise. 

“Prediction is safe only when we do 
so by looking backward. The future is 
safe if we vigorously pursue those quali- 
ties which have sustained us thus far.” 
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National Union Group 
Shows Consistent Gains 


RATTELMAN PRESENTS REPORT 
Premiums Increased 15% Last Year; 
National Union Fire Assets Reach 

$59,801,886; Dividend Increased 
The National Union Insurance Com- 
panies of Pittsburgh, have announced re- 
sults of activities in 1951 in the annual 
report to stockholders and employes. 
“Operations of the National Union 
Companies felt the effect of increasing 
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continued inflation- 
1951,” stated W. A. 
Mr. Rattelman 
companies, how- 
consistent gains 
being made to 
against the 
unusual condi- 


efforts and 
during 


defense 
ary trends 
Rattelman, president. 
further stated, “Your 
ever, continued to show 
and every effort is 
strengthen our position 
adverse effects of these 
tions.” 

Overall earnings of the companies for 
1951 amounted to $2.97 per share after 
Federal income taxes compared with 
$3.17 per share after taxes for 1950. Both 
earnings per share are stated on the 
basis of statutory results, and without 
consideration of any increase in un 
earned premiums, which amounted to 
$2,271,331 in 1951, and $2,012,750 in 1950 

Dividends totaling $1.60 per share 
were paid during the year. This amount 
was increased to $1.80 per share in 1952 

Premiums for 1951 

Total business written by the group 
during 1951 aggregated $31,266,244, an in- 
1 15% over the preceding year. 
earned amounted to $28,994,- 


crease ot 
Premiums 


913 showed the same proportionate in- 
crease over 1950. Analysis of the busi- 
ness written shows an increase in fire 
and allied lines of 13%, automobile 18% 
inland marine 5% and ocean marine 
84% 

\ significant feature of the report dis- 
closes that the parent company, Na- 
tional Union Fire of Pittsburgh began 


business in 1901 and at the end of 50 
years’ operations the assets totaled $50,- 
801,886. This was an increase of $1,874,- 
622 over 1950 and the surplus to policy- 
holders totaling $15,292,803 increased 
$551,428 during the same period. 

While no major Catastrophe was ex 


perienced by the insurance industry dur- 
ing 1951, there was a substantial increase 
in the number of fires resulting in a loss 
ratio of 51% 

(Continued on 


of earned premiums com- 
Page 27) 





Industry Proposals to 
NAIC Accounting Group 


TO SIMPLIFY REQUIREMENTS 


Renew Recsinieitiiien Acquisition 
Field and Collection Expense Be In- 
cluded in General Expenses 
industry uniform ac- 
headed by James B. 


The insurance 
counting committee, 


Clancy, Royal-Liverpool Group, has re- 
newed its recommendation to the uni- 
form accounting committee of the Na- 


tional Association of Insurance Com- 
missioners that functional Group C “Ac- 
Field Supervision and Collec- 
as an expense group be 
that all such expenses 
be included under “General” expenses, 
which are presently Group E-Part II] 
of the uniform accounting instructions. 

Favorable action, says the industry 
committee, on this request would elimi- 
nate need for a definition in the uniform 
accounting instructions. Definitions which 
are peculiar to the rate-making of cer- 
tain lines of business can, upon request, 
be furnished by the rating bureaus. 

In a letter addressed to James J. 
Higgins, New York Insurance Depart- 
ment and chairman of the NAIC sub- 
committee, the industry committee 
states: 

Would Simplify Requirements 

“The unanimous recommendation of 
our committee to combine ‘acquisition, 
etc.” with ‘General’ expenses was re- 
jected by your committee without any 
explanation as to why, for example, the 
fire industry should be required to al- 
locate its expenses to a theoretical func- 
tional grouping which, as a_ practical 
matter, has no value and has never been 
used in the fire insurance business. 

“The uniform accounting requirements 
would be simplified and misleading re- 
sults avoided if those functional expense 
elements, which are peculiar to the rate- 
making of certain lines of business, were 
eliminated. The requirement to develop 
acquisition costs for all classes of busi- 
ness in respect of all types of compa- 
nies, when not needed by rate-making 
organizations, is an unnecessary require- 
ment. 

“For 
further 
for rate-making purposes, 
tion will be made in accordance with 
definitions to be adopted by the rating 
bureaus concerned with the making of 
the rates.” 

Dealing with other expense 
Mr, Clancy’s committee states: 


quisition, 
tion Expenses” 
eliminated, and 


those lines of business where 
segregation of expense is needed 
such segrega- 


analyses 


GAB Appoints Murphy 
Asst. General Manager 


WITH EASTERN DEPARTMENT 


Long Popular in the Fire Adjusting 
Field; Has Spent 28 Years With GAB 
in New York and New Jersey 





William T. Murphy has been ap- 
pointed assistant general manager of the 
Eastern department at New York City 
of the General Adjustment Bureau, Inc. 


MURPHY 


WILLIAM T. 


Philip M. Winchester is man- 
ager. 

Mr. Murphy joined the 
years ago at the Newark office. He was 
a staff adjuster for several years, and 
in June, 1934, was appointed branch 
manager at Jersey City. Eight years 
later he was transferred to Newark as 
assistant manager and in January, 1943, 
was appointed manager of that office. 

In 1949 he was assigned the additional 


general 


bureau 28 


duty of general adjuster with super- 
vision over all branch offices in the 
New Jersey territory. 


On October 1950, Mr. Murphy was 
transferred to the departmental head 
office as general adjuster and the fol- 


lowing year he became executive as- 
sistant. ; ; 
Mr. Murphy enjoys wide popularity 


among insurance men. He is a past most 
loyal gander of the New York City 
Pond of Blue Goose and has long been 
active in that fire insurance fraternity. 


SWISS REINSURANCE MOVES 
The Swiss Reinsurance Co. announces 
removal of the United States branch 
Building East at 161 


“The need for rate-making organiza- office to Chrysler 
(Continued on Page 36) East 42nd Street. 
onion 
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BOHLINGER ON ORAL BINDER 


N. Y. Supt. Outlines Five Minimum 
Precautions Which Agents Should Fol- 
low When Making Oral Binders 
Superintendent of Insurance Alfred J. 
3ohlinger of New York has advised fire 
insurance agents to bind risks orally 
only when it as impossible and imprac- 

tical to issue a written binder. 
Pointing out that the adequacy of the 
protection to assureds in connection 


with the issuance of oral binders has 
been brought into focus by two recent 
court decisions, Superintendent Bohlin- 


ger outlined in a statement to licensed 
fire insurance agents five minimum pre- 
cautions which they should observe 
when making oral binders. The precau- 
tions, which are intended solely as a 
guide to agents in making oral binders, 
follow: 

“1. The agent should review all his 
agency contracts to make certain of the 
authority to bind his principals. If such 
authority is limited, the binder should 
be limited accordingly. Such limitations 
should be clearly conveyed to the in- 
sured who should be clear as to the 
commitment being made. 

“2. Agreement on all of the essential 


terms of the policy to be issued, as in- 
dicated above. 

“3. A confirming written binder should 
be issued and delivered to the insured 


whenever it appears that there will be 
a delay in the issuance of the policy. 
“4. Immediately upon making an oral 
binder the agent should make an appro- 
priate record preferably on printed con- 
secutively numbered forms, which will 
contain all of the essential terms of the 
contract including the exact time of day 
the binder was made. 
5. Writings should be reported im- 
mediately by the agent if this is his 
company’s practice.” 


Fireman’s Fund Names 


Lindner in New York City 

The Fireman’s Fund announces ap- 
pointment of John A. Lindner as a spe- 
cial representative in New York City. 
Mr. Lindner has an extensive back- 
ground of company and agency experi- 
ence. He has been associated with all 
lines of insurance for over 20 years. 


N. J. CPCUs Hear Burke 


At the regular monthly meeting of 
the New Jersey Chapter of the Society 
of Chartered Property and Casualty 
Underwriters in Newark on March 26, 
a thorough discussion of improvements 








and betterments, rents and extra ex- 
pense insurance was led by Edwin C. 
Burke, CPCU, fire state agent for the 


Automobile in Newark. Mr. Burke, 
chairman of the chapter’s research com- 
mittee, is immediate past president of 
the New Jersey Fieldmen’s Association. 

Garret W. Roerink, analyst, American 
Insurance Group, who is the chapter 
president, showed the new Western 
Underwriters’ Association film “Intro- 
ducing the dienes 


NAUA to Meet May 21 





The annual meeting of the National 
Automobile Underwriters Association 
has been set for Wednesday, Mav 21, 


luncheon at the Commodore 


New York. 


with a 
Hotel in 
GENERAL "BROKERS TO MEET 

Samuel Oberman, president of Gen- 
eral Insurance Brokers’ Association ot 
New York, Inc., announces that the 
association will hold its next meeting at 
the Hotel New Yorker at 8 p.m. on 
Wednesday, April 16. Association will 
have as speaker an underwriter of errors 
and omissions insurance. The meeting 
will also be devoted to a question and 
answer period on that subject. 





GUY T. CHISHOLM DIES 
Guy T, Chisholm, 58, treasurer of the 
Smith Insurance Service, Inc. of Boston, 
died March 25. He had been associated 
with the firm for 32 years. He was a 
native of Centerville, R. I., and had 
lived in Malden since 1910. 
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Advertising Conference 
Meets in New York City 
TO MAKE AWARDS TO AGENTS 
Six Agents To Be Honored in 1953 for 
Best Jobs in Advertising; Annual Meet- 


ing September 7-9 at Pocono Manor 


The spring meeting of the Insurance 
Advertising Conference at the Hotel 


Roosevelt in New York City on Sunday 
and Monday of this week drew excel- 
lent attendance. In addition to just 
numerous high 


members there were 
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company executives, former members of 
the IAC, organization representatives 
and others interested in the excellent 
program arranged for the meeting. 
President Walter H. Riley, American 
Surety, presided. Other officers are 

K. Hurd. Je, American-Associated In- 
surance Companies vice president, and 
H. V. Carlier, Northern Assurance, 
secretary-treasurer. 


Annual Meeting at Pocono Manor 


The conference will hold its annual 
meeting this year on Sunday, Monday 
and Tuesday, September 7-9, at Pocono 
Manor Inn, near Mt. Pocono, Pa. It is 
expected that this popular place, easily 
accessible to insurance men from New 
York, Philadelphia and Hartford, will 
draw an even larger attendance than 
did the 1951 meeting. Details of the 
program for this meeting will be worked 
out later. 


Advertising Awards to Agents 


Norris P. Browne, Aetna Insurance 
Group, announced that the IAC is going 
to sponsor awards to agents in the 
United States and Canada for the pur- 
pose ot stimulating better advertising 
and giving recognition to those who 
achieve good results. A committee will 
be named to judge who has done the 
best job in advertising and at the spring 
meeting in New York in 1953 six awards 
will be made, five certificates to agent 
Winners within their own population 
categories and a grand award, a bronze 
Statuette, will go to the “agent of the 
year” who is judged to have done the 
most outstanding job. 

Agents will be divided into population 
groups as follows: 1—up to 25,000; 2— 
25,000 to 50,000; 3—50,000 to 100,000: 4. 
100,000. to 250,000, and 5—above 250,000. 
This is to limit competition any one 
agent may have to those who live in 
communities of comparable size to his 
own. Further details on the competition 
will be announced later in a bulletin and 
also the names of the five judges. These 
will be selected from all segments of 
insurance and the advertising field. 

The whole move, Mr. Browne said, will 
not only be an honor for producers but 

(Continued on Page 27) 


Agent Tells How cua Might 
Revise Their National Advertising 


Moffat of Westport, Conn., Presents to Insurance Advertising 


Conference Several Public Relations Suggestions Designed 
to Improve Agents Position in Production Field 


F. Chandler Moffat, president of the 
Moffat Agency, Inc., of Westport, 
Conn., and also head of the Connecticut 
Association of Insurance Agents, pre- 
sented to the Insurance Advertising 
Conference at its mid-year meeting in 
New York City on Monday several 
suggestions which agents feel would 
tend to improve results of national 
advertising by insurance companies. 
While the remarks were largely his 
own Mr. Moffat included results of a 
poll taken in the last month in Connec- 
ticut of the 800 members of the agents’ 
association. 

Mr. Moffat, who served as a company 
underwriter and special agent, and also 
a New York City broker, before enter- 
ing the local agency field in 1942, told 
the IAC of his own hard experiences in 
getting a profitable business developed. 
Putting then the question, what are the 
lessons which can be learned from his 
experience and other agents, Mr. Moffat 
continued: 

Company Advertising 


“The first to my mind is that com- 
pany advertising, as such, is of very 
little help to the individual agent. An 
agent in a small town must be well 
known himself in order to retain the 
business of the agency and acquire new 
business. An unknown agent with a 
well-known company cannot compete 
successfully with a well-known agent 
and an unknown company. The people 
in the town are only interested in whom 
they are doing business with locally, 
and not in the companies who are in 
the agent’s office. 

Our own experience showed this very 
clearly in that I lost 50% of the busi- 
ness of the first agency which I pur- 
chased, but only 10% of the business 
of the second agency. In addition, 
although we did considerable shuffling 
of policies to cut down the number of 
companies we represented, we did not 
have a single complaint from any as- 
sured over the change of company. We 
have never had anyone come into the 
office asking for insurance in a particu- 
lar company; neither have we had any- 
one come in for a form of policy which 
they had seen advertised. 


Not Accomplishing Purpose 


“This does not mean that we are 
opposed to national advertising by the 
companies, but we do believe that it is 
not accomplishing its purposes to the 
best advantage. We do believe that 
their campaign to impress upon the 
people the need for increasing the 
amount of fire insurance on dwellings, 
accomplished its purpose. 

“We believe that national advertising 
would be most productive if all com- 
panies followed the same general theme 
in their individual advertisements dur- 
ing a particular period. We would like 
to see national advertising: 

“First, stress the American Agency 
System and the services of the agent. 
We feel that the direct writers have 
done a much better selling job on why 
an agent is not necessary than the 
companies have done on why an agent 
is necessary. One of the questions we 
asked in the poll was—‘Are the com- 
panies doing a good job on _ public 
relations?’ The results were: yes 133, 
no 145. However, when we were more 
specific and asked—‘Are the companies 
stressing the American Agency System 
sufficiently ?’, the answers were: yes 74, 
no 209. 

“Second, stress the advantages of 
capital stock insurance. We believe in 
the capitalistic system and we certainly 
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should be willing to advertise its ad- 
vantages. 

“Third, stress the services to the pub- 
lic which are maintained at the expense 
of the capital stock companies. Many 
people look for the Underwriters’ Lab- 
oratories label on electrical appliances, 
but very few of them realize who the 
Underwriters’ Laboratories are, or that 
they are maintained by the capital stock 
fire insurance companies. There are 
many other services such as those fur- 
nished by the National Board of Fire 
Underwriters, and the various activities 
of the Association of Casualty and Sure- 
ty Companies which are not as well 
known as they should be. 

“While each of these organizations 
is doing a certain amount of this work, 
we believe that even more good would 
be accomplished if the individual com- 
panies stressed the same things in their 
national advertising. Another question 
we asked was—‘Does the public realize 
the services of the capital stock com- 
panies, such as the Underwriters’ Labo- 
ry pig etc.?? The answers were: yes 

4, no 271. 

"header we would also like to see 
national advertising stress the educa- 
tion of the public in highway safety. 
The continued increase in accident fre- 
quency and loss payments is bringing 
some classes of insurance, particularly 
Automobile Insurance, to the _ point 
where we will be priced out of the 
market. We believe the best way to 
save this business is to make the public 
safety conscious. 

“Fifth, stress education in fire safety. 
A great deal has been said and done 
in regard to fire prevention, particularly 
during Fire Prevention Week each year, 
but many times this is forgotten during 
the other fifty-one weeks of the year. 
We also asked the question: ‘Should 
the companies put more emphasis on 
safety education in their advertising” 
The answers were: yes 231, no 49. 

“Sixth, stress education in methods 
of rating. Under this category, it might 
be well to explain some of the princi- 
ples of rate making to the public, in- 
cluding such things as the fact that 
they make their own rates regardless 
of the type of i Insurance, and in particu- 
lar that automobile claims are charged 

(Continued on Page 29) 
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"Nothing to 
worry about=— 
he has 


PACIFIC NATIONAL 
PERSONAL PROPERTY 
FLOATER”* 


““PPF” offers PacIFIC NATIONAL 
Agents attractive opportunities 
to increase their writings. And 
there is no finer insurance cover- 
age from the standpoint of the 
assured. 


Your Paciric NATIONAL Special 
Agent will gladly assist you in 
selecting prospects acceptable to 
the Company and in developing 
proper coverages. 


* Covers all personal property, all 
risks, anywhere in the world. 


PACIFIC 
NATIONAL 


FIRE INSURANCE 
COMPANY 


SAN FRANCISCO’ 


HOME OFFICE 


FOREIGN DEPARTMENT « SAN FRANCISCO 
EASTERN DEPARTMENT «+ PHILADELPHIA 
WESTERN DEPARTMENT « CHICAGO 
SOUTHERN DEPARTMENT « ATLANTA 


INTERNATIONAL FACILITIES 
WORLD-WIDE SERVICE 
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Improving Efficiency of Insurance 


Insurance contracts could be simpli- 
length, manner of expression and 
deducti- 


the 


fed, in 
use of 
‘enhance 
“perhaps” 


Increased 
would 


anrangement. 
bles, it 


efficiency” of 


is believed, ‘ 
insurance and 
improve loss figures. The two things that 

1 


can do most bring about progressive 


change in 
understanding 
with the public in setting up insurance 
programs to meet their needs. 

These comments featured the reports 
on the “Risk and Insurance” submitted 
by Ralph H. Blanchard, professor of 
insurance at Columbia University, to the 
Hoge eek on the Future” last week 
at the Statler Hotel in New York. The 
[ was part of the nation-wide 


insurance are an increased 


public and cooperation 


conterence 


observance of the 200th anniversary of 
mutual insurz ance in this country. Eleven 
of the nation’s leading scientists and 


scholars reported to the conference on 
200. vears of progress in phvsical, 
biological, psychological and social fields. 
They also attempted an “informed guess” 
as to artery future developments will be 
in those fields. 


Backs Use of Deductibles 


Professor Blanchard noted that it is 
uneconomical for the most types of in- 
surance contracts to cover small 
“that the insured might well bear him- 
self. It is the insured who pays the high 
costs of handling very small losses,” Pro- 
Blanchard stated. “Use of the 
‘deductible’ clause, providing for pay- 
ment only out of that part of losses in 
excess of a specified amount, would meet 
this situation and enable the insured to 

aahy is premiums where they are most 
needed, in purchase of insurance against 


losses 


fessor 


serious loss.” 

The former hit or miss method of sell- 
ing insurance is being replaced, Pro- 
f Blanchard said, by risk analysis 
and insurance coverage “programming / 
Nevertheless, only a relatively few per- 
sons have learned to think intelligently 
on problems of risk and insurance. Many 
shrewd business men, he pointed out, 
who probe far into the implications o 
other problems “abdicate whe n insurance 
comes up for consideration. 

Three reasons, he said, underlie pub- 
lic apathy towards insurance, First, it 
has a language all its own, having so 
far failed to substitute commonly under- 


fessor 


f 
I 


stood expressions for technical or semi- 
technical phraseology. Second, the pub- 
lic deals largely with middlemen and 
has little direct contact with actual in- 
surance operations. And third, risk prob- 
lems lack the immediacy of today’s or 
tomorrow’s operations, with the result 
that consideration and understanding of 
them is postponed 

Much progress has been made, Pro- 


fessor Blanchard inferred, through train- 
ing of insurance representatives to con- 
sider insurance problems’ from the 
client’s point of view—“. .. to take the 
quasi-professional attitude as adviser as 
well as salesman.” Both individual in- 
surers and organizations supported by 
insurers and middlemen have done 
work, he stated, in promoting and 
plementing this movement. 


good 


im- 


Rise of Insurance Manager 
manager in 
development 


The rise of the insurance 
industry is an important 


of the last 20 years, he went on. In 
firms where such a manager is actually 
a “risk manager,” the insurance pro- 


grams “may be happily contrasted with 
the frequently haphazard methods of the 
past. 

Referring to insurance regulation, he 
said its weakness lay in the variations 
of standards and abilities between state 
regulatory authorities. This weakness is 
considerably alleviated, however, by the 
requirement that the insurer live up to 
the standards of the most exacting regu- 
latory authority or state in which it does 


Simpler Forms, Deductibles, Seen 


RALPH H. BLANCHARD 


business, 

He said, also, 
anz lysis of the experience of 
into losses, expenses and _ profits 
obscured the purpose of the insurers 
expenditures and the benefits received 
by insureds in exchange for their pre- 
miums. Reports in the popular press, 
he said, have created the impression 
that the difference between premiums 
received and paid represents 
profits to the insurer. 

Viewing the future, Professor Blan- 
chard said the common insurance in- 
dustry answer to proposals for new 
forms and methods—thz it there “is no 
demand for it”—is often not true. Fur- 
ther it has the disadvantage, he pointed 


that the conventional 
insurers 
has 


losses 


out, of putting the insurer in the position 
[ that 
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should only be improved on the initiative 


of the customers. More widespread 
popular literacy on insurance matters, 
he said, “might well stimulate fmsurers 


to greater interest in improved facilities.” 


$20-$30 Billion Seen Annual Take of 
Crime Rackets 

Criminal rackets are making a direct 
“take” of between 20 and 30 billion dol- 
lars annually—roughly equal to half the 
federal government’s budget—the con- 
ference was told. 

Austin H. MacCormick, professor of 
criminology at the University of Cali- 
fornia, told the gathering of mutual in- 
surance men, social scientists and 
economists that organized crime can be 


licked “because when this nation is 
aroused it can win any war.” The first 
step, he said, is to “make law enforce- 


ment a career service, to which only per- 
sonnel of ability and integrity can obtain 
appointment, and in which they can have 
security of tenure without fear of 
political interference.” 

The speaker charged that two crim- 
inal syndicates—the Accardo-Guzik-Fis- 
chetti group headquartered in Chicago 
and the Costello-Adonis-Lansky group 
(“The Combination”) in New York— 
“between them control organized crime 
in America.” 


Public Apathy 


He hit out at the relative complacence 


Lonnie 


of ZURICH, SWITZERLAND 


Organized 
1863 





FIRE and ALLIED LINES 





with which the average citizens regards 
gambling—compared to the degree of 
indignation aroused by such other crimes 
as white slavery and narcotics peddling. 
But gambling, Mr. MacCormick empha- 
sized, is the basic source of operating 
funds for organized crime, and “the one 
from which it derives the largest share 
of its huge profits.” 

“A lot of people feel there isn’t much 
harm in playing the slot machines in 
their own clubs or placing a horse bet 
through a bookmaker,” he said, “but the 
thing that makes gambling such a men- 
ace to our whole national integrity is 
this: 

“The profits from slot machines, book- 
making, and other forms of gambling— 
taking the country as a whole—are so 
enormous that the syndicates have taken 
monopolistic control and won’t permit 
anyone to operate who isn’t either a 
direct representative of the syndicates 
or on their ‘approved list.’” 

Commenting further on the presumed 
innocuousness of slot machines, Mac- 
Cormick cited studies of the California 
Special Crime Study Commission which 
showed that somewhere between 200 and 
400 million dollars annually is spent by 
the slot machine trust simply for the 
bribery side of the “business.” 

Legalized Gambling No Cure 

the most unfortunate “self- 
assumptions American people 
make, the speaker said, are: 1. ‘that 
society at large “gains” whenever one 
gangster is killed by another one; and 
2, that legalizing gambling would help 
reduce the profits and power of the 
rackets. Doing the latter, he. said, would 
“merely give the criminal syndicates 
more gambling enterprises to absorb, 
more profits, and more incentive to vio- 
lence and corruption to maintain their 
monopolies.” 

The chief thing that needs to be done 
if the narcotic traffic in this country is 
to be brought under control, MacCor- 
mick said, is to cut off the supplies of 
illicit drugs now coming in from other 
countries. Turkey, Iran and Mexico, he 
said, had cooperated with the United 
States in stemming the flow in recent 
years, but it has been impossible to get 
any cooperation from one of the other 
two sources, Communist China, and the 
presence of Lucky Luciano in Italy “has 
made Italy’s task difficult” in this work, 
he said. 


Two of 
deluding” 





The speaker called attention to the 
particularly damaging effects of “white 
collar crime” —embezzlements, frauds, 


profiteering, influence seeking or buy- 
ing. These, he said, impair the confidence 
of people in business, the professions 
and Government officials, and “increase 
the public’s cynicism about the even- 
handedness of justice.” Few things, he 
said, have “done more damage to the 
faith people must have in their govern- 
ments if they themselves are to consider 
laws worth observing, than the recent 
revelations of wholesale corruption in 
the internal revenue service. 

“Those who think we can never win 
the war against organized crime should 
remember how unprepared we were for 
World War When this nation is 
aroused it can win any war. But equip- 
ment, ammunition, manpower cost money 
and we must be prepared to spend it.” 
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Insurance Institute of 
Canada May Be Formed 


AGREEMENT ON CONSTITUTION 


Headquarters Wou!d Be in Toronto to 
Provide Education on Uniform Basis 
Throughout Canada 


Representatives of the Institutes of 
3ritish Columbia, Montreal, Ontario and 
Winnipeg have agreed on a constitution 
for an Insurance Institute of Canada 
with headquarters in Toronto. Plans are 
now being drawn up and will be sub- 
mitted to the Secretary of State at 
Ottawa. The Institute will include all 
branches of insurance except life. 

According to the “Financial Post” of 
Toronto “The main object of the Insti- 
tute will be to provide insurance educa- 
tion on a uniform nationwide basis for 
men and women in the fire and casualty 
insurance business. Courses will be given 
leading to the degrees of Fellow or 
Associate of the Institute with success- 
ful candidates entitled to the degrees 
FIIC or ATIC respectively. 

“Discussions to form a Canadian In- 
surance Institute have been under way 
for 25 years but previous attempts 
proved unsuccessful. 

“In June, 1951, representatives of the 
four Canadian local institutes met in 
Winnipeg and progress was so _satis- 
factory that at another meeting in To- 
ronto under the sponsorship of W. C. 
Butler, president of the All-Canada In- 
surance Federation, a final decision was 
reached. 

Toronto Meeting 

“Representatives of the four local in- 
stitutes at the Toronto meeting were: 
British Columbia, Harry W. Winter, 
president, W. G. Stott, vice-president; 
Montreal, James Richardson, president, 
A. Stuart Knight, past president; On- 
tario, C. Curtis, A. Leslie Ham, A. S. 
Hamilton and Ralph Sketch; Winnipeg, 
D. M. Young, president, John Jack, 
past president. 

“Constitution and bylaws of the In- 
surance Institute of Canada are based 
on those of the Incorporated Australian 
Insurance Institute, formed in 1919. Each 
clause had been adapted to Canadian 
conditions. 

“Important 
constitution : 
“(1) Companies will be requested to 
subscribe pro rata to their premium 
income in Canada with the Institute 
contributive to local institutes a sum 
(not yet fixed) for each student member. 
Finances of the national body will be 
augmented by annual subscriptions from 
Fellows and Associates. 

“(2) A basic principle is to raise 
standards of insurance education. At 
present, the four local Institutes oper- 
ate their own educational systems. 

“The intention is that the parent 
body will lay down national standards 
and set examinations. For the time 
being, local Institutes will be expected 
to educate their own students up to the 
new national level. It is also hoped 
eventually to have suitable correspond- 
ence course facilities available to stu- 
dents of every local Institute. 

“There will also be formed a library, 
or libraries, for members. Publication 
of a journal, is also planned, plus prizes 
or essays or research in insurance 
subjects. 

“(3) A Governing Council will include 
at least three members each from Mon- 
treal and Ontario and two each from 
3ritish Columbia and Winnipeg. These 
members will have the power to elect 
four additional members. There will be 
a president and two vice presidents, 
one from Eastern Canada, one from the 
West. 

“Each local Institute will continue to 
be self-governing, administering its own 
affairs through the members and respon- 
sible only to itself. The Council mem- 
hers of the Insurance Institute of Can- 
ada will be in the hands of the local 
bodies.” 


clauses of the Canadian 


AMERICAN APPOINTMENTS 


Edelman Appointed to Home Office 
Loss Department and Cousins to 
Greensboro, N. C., Loss Dept. 
The American Insurance Group an- 
nounces appointment of John L. Edel- 
man to the home office loss department, 
in 'Newark, N. J., and of Walter J. 
Cousins to the Greensboro, N. C., office 

loss department. 

Mr. Edelman was born in Rochester, 
N. Y., and after completing his sec- 
ondary school education there, he stud- 
ied at the University of Toronto. Before 


joining the American he was engaged in 
insurance for several years, first in ad- 
justing in the field and then in supervi- 
sion of loss departments on both branch 
and home office levels. During World 
War II he served with the United 
States Army. At the American’s home 
office Mr. Edelman will be assigned to 
executive duties in connection with casu- 
alty loss operations. 

Mr. Cousins studied at Pratt Institute 
and New York University, and gradu- 
ated from Cumberland University. He 
is a member of the Bar in Tennessee 
and Georgia. Prior to World War II he 


was employed in trial preparation activi- 
ties as a trial attorney. His most re- 
cent assignment before joining the 
American was as a branch office loss 
manager for another company. In 
Greensboro Mr. Cousins will have su- 
pervision of casualty loss operations cov- 
ering the two Carolinas and Virginia. 


FIREMAN’S FUND DIVIDEND 

At the regular meeting of directors, 
the Fireman’s Fund has declared a quar- 
terly dividend of 40 cents a share pay- 
able April 15, to stock of record 
March 31. 








DURING APRIL America Fore’s national advertising 
tells an audience of 70 million people about the high 
calibre of insurance protection and service provided 

by America Fore agents. . . . Tie-in material supplied 
our agents helps them benefit from this advertising at 


the local level. 
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Client’s Check in Broker’s Personal 
Account Violates Commingling Rules 


in a brok- 
er’s person il checking account is a vio- 


Deposit of a client’s check 


lation of the New York Insurance Law 
even though the producer may imme- 
diately draw a check for the net pre- 
mium due the company, according to 


an opinion released by Superintendent of 
Alfred J. Bohlinger. 

The opinion was written by 
Superintendent and Counsel Raymond 
Harris in response to an inquiry from 
Deputy Superintendent Adelbert, G. 
Straub, Jr., who requested Mr. Harris 
to interpret Provision (E) in Paragraph 
2 of Regulation No. 29 which reads as 
follows: “Agents and brokers who make 
immediate remittance of collections to 
their companies need not maintain sepa- 

bank accounts for such collections.” 
More Than “Technical Violation” 

In his opinion Mr. Harris held that 
he deposit of a client’s check in a brok- 
r’s person: il account is more than a 
“technical violation” of Section 125 of 
the Insurance Law and Regulation No. 
26. Section 125 of the Law, the com- 
mingling section, was enacted by the 
Legis'ature over ten years ago, while 
Kegulation No. 29 was promulgated in 
1947 to facilitate compliance with Sec- 
tion 1235. 

The Commingling Regulation 
producers who do not have the express 
consent of their principals to mingle 
their funds to keep their premiums sepa- 
from other funds. In effect, Mr. 
opinion requires all agents and 
maintain separate bank ac- 


Insurance 
Deputy 


rate 


requires 


rate 
Harris’ 
brokers to 


= for their premium collections, 
even though they make immediate re- 
silanes of collections to their com- 
panies. 

Regulation No. 29, Mr. Harris ex- 


plained in his opinion, “was promulgated 


in accordance with Section 21 which 
authorizes the Superintendent to pre- 
scribe official regulations not incon- 
sistent with the provisions of the in- 
suring law interpreting the provision 
thereof. Thus, by express statutory pro- 


vision, a regulation cannot legz ilize some 
act which is prohibted by the statute. 


If (E)*is inconsistent with Section 125 
it is a nullity.” 
Harris on Provision (E) 


Commenting on Provision (E) of 
Regulation No, 29 Mr. Harris stated that 
“this provision was included in the Regu- 
lation to enable small brokers who do 
not maintain a separate bank account 
for company funds to deposit checks 
received from clients in their personal 
account and await collection of the check 
before remitting to the company. 

“Since a depositor in the usual course 
of business receives an immediate credit 
upon making a deposit,” he continued, 
“it is my opinion that a broker, in de- 
positing a check of a client in his per- 


sonal bank account, immediately com- 
mingles such funds with his own and, 
therefore, if Subdivision (EF) was_ in- 


tended to permit this, that provision 
would have no validity. In my judgment 
the deposit of a client’s check in the 
broker’s personal account is more than 
a technical violation of the commingling 
statute.” 

This is a further step on the part of 
the Department to enforce strict com- 
pliance with the commingling statute. It 
will be recalled that recently the Depart- 
ment increased the minimum fine for 
a sheer technical violation of this statute 
to $100. The Department intends to fur- 
ther pursue this matter and is now con- 
sidering other actions. 





Pa. Brokers’ Lists to Be 
Published by Magazines 


Artemas ( 
Leslie of Pennsylvania announced 
that, after extended study, he has made 
sweeping changes in the procedure for 
the issuance of insurance brokers’ li- 


Insurance ( commissi ner 


has 


censes. 
Hereafter the De partment will be able 

to issue renewal ser licenses on 

the day following receipt of application 


Requests for a certification of the au- 
thority of brokers will be completed and 
issued on the date of receipt of 
requests. 

Commissioner Leslie pointed out that a 
study of the procedure relating to the 
issuance of a Brokers’ Bulletin by the 
Department, listing brokers authorized 
to do business in Pennsylvania, revealed 
that the bulletin had been published at 
a substantial loss, and had been discon- 
tinued. Contemporaneously with the dis- 
continuance of the publication of the 
Bulletin, arrangements were made by 
the Insurance Department with “The 
Americ: 4 Underwriter, Philadelphia, 
end “The United States Review,” Phila- 
‘eiphin to publish this information so 
that it would continue to be available to 
the insurance industry. 

The Department will make available 


sucn 


New Local Board in Va. 

The Harrisonburg - Rockingham Asso- 
ciation of Agents was organ- 
ized in Harrisonburg, Va., on March 19. 
William N. Day, manager of the Virginia 
\ssociation of Agents, 
host to the agents present. The 
elected officers for this group are C. G. 
Price, president; H. E. Shomo, vice 
president, and R. Loring Cover, Jr., 
secretary-treasurer. C. G. Price & Sons, 
Shomo & Lineweaver, R. Loring Cover, 
q Warren Company, Robert C. Duke, 
Lawrence Loewner, George N. Taliferro 
and Thomas L. Yancey, Jr., are the 
agencies comprising charter membership 
of this new group. 


Insurance 


Insurance was 


newly 


HOMER S. HOGAN DIES 
Homer S. Hogan, assistant secretary 
and personnel manager for the Brooks 
& Stafford Co., Cleveland insurance 
firm, died March 1. He was 66. Mr. 
Hogan had been associated with the in- 
surance concern for 42 years. 





the names of 
publication in 


daily to the publishers, 
the brokers licensed for 
their magazine. 





PLAN TO AID BROKERS 


President Rakofsky of Independent 
Group Offers Five-Point Program 
to Get Better Casualty Markets 
Max Rakofsky, president of the In- 
dependent Insurance Brokers Associa- 
tion of Brooklyn, Inc., presented to the 
association at its meeting on March 24 
at the Granada Hotel his five-point pro- 
gram to assist members of the associa- 
tion in placing their casualty insur- 

ance. 

Recognizing the seriousness of the 
placing problem that face brokers, Mr. 
Rakofsky called for the association to 
rededicate itself to the important factor 
and that being to keep brokers in the 
insurance business. When brokers in 
practice for upwards of 30 years find 
themselves without casualty markets, it 
is time “their association publicly and 
strongly seek ways and means to re- 
lieve their burdens. We cannot stand 
by idly,” said Mr. Rakofsky, “and ex- 
pect to justify our existence by just 
making pretty speeches.” 

Outhning his plan, Mr. Rakofsky made 
it clear that this plan was not expected 
to be the cure-all but that it was a 
step forward, 

The plan recommended to the associ- 
ation and adopted would start by: 

1. Sending a letter to all companies 
inquiring whether they will open new 
accounts for brokers. 

2. The letter will contain too, a ques- 
tionnaire that would ask a 
pointed questions. 
3. The answers 








received would then 
be corrulated and will be in a_ better 
position to present the plight to the 
Insurance Department. 

4. We will have sufficient time be- 
fore the next session of the New York 
State legislature to look to that body 
for relief if such a move becomes 
necessary. 

5. We will circularize all brokers to 
ascertain from them the difficulties they 
have been experiencing and we will be 


in possession of those facts for the 
record. 
Mr. Rakofsky made strone mention 


of the fact that he expected complete 
answers from the companies. 


ROCKY MOUNTAIN CONFERENCE 


Territorial Group Meets at Denver in 
April; National Association Directors 
in Session Then Also 
Plans for the Rocky Mountain Terri- 
torial Conference and mid- -year meeting 
of the national board of state directors 
of the National Association of Insur- 
ance Agents were completed at a meet- 
ing of the committee held in Denver on 
March 8. Three of Denver's largest 
hotels are being reserved to take care 
of an expected attendance of 800 regis- 
trants. The Cosmopolitan Hotel will be 
headquarters and the general meeting 
place, and special functions will occur 
at the Shirley-Savoy and Brown Palace 
hotels. All three hotels are centrally 
located and within a radius of one city 
block. y 
Meetings of the territorial conference 
will be held on Monday and Tuesday 
mornings, April 28 and 29, with the 
national board meeting in the afternoons 
and continuing through Wednesday 
morning, April 30, if necessary. ; 
One of the principal features of the 
conference program is the symposium to 
be held Monday morning on the subject 
“An appraisal of company-agent confer- 
ence procedures, accomplishments, and 
potentials” in which one man from each 
of the territorial conferences will par- 
ticipate. Sage. bea for this session is 
Arthur O’Connell, president of the 
Ohio St: “n Association, a past president 
of the Midwest Agents Conference, and 


until recently chairman of the NATA 
property committee. Mr. O’Connell is 


vice president of the Thomas E. Wood 
Agency in Cincinnati. 

Morton V. V. White of Allentown, 
Pa., will represent the Eastern Agents 
Conference. Mr. White has been chair- 
man of the Eastern Agents Conference 
committee since it was created in 1949 
and is state national director from 
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Clyde C. McCarter Joins 
New York City Brokers 


Clyde C. McCarter has joined the 
staff of Thorburn, Peck & Co., Inc, 
insurance brokers of 80 Maiden Lane. 
A resident of Hackensack, N. J., Mr. 


McCarter graduated from Isaac E. 
Young High School, New Rochelle, 
N. Y. In addition he majored in philos- 


ophy at Wesleyan University of Middle- 
town, Conn. 

In 1946 he was associated with Brand 
Names Foundation and in 1950 entered 
the insurance agency and_ brokerage 
business in Hackensack and has at- 
tended classes at the Insurance Society 
of N. é 
CONNECTICUT AGENCIES MERGE 

The insurance business of Clarence 
C. Provencher in Thompsonville, Conn., 
has been bought by Milo D. Wilcox and 
will be combined with his present agen- 


cy. Mr. Wilcox has been conducting 
an agency for 14 years, first in Haxard- 
ville and since 1940, when he_ bought 
the Henry J. Bridge agency in Thomp- 


sonville. Barbara Reinhardt will be re- 
tained as his secretary. 





Pennsylvania. 
ern agents is Louie FE. 
of Wilmington, N. C., chairman of the 
Southern Agents Conference. J. L. Ash- 
ton of Milwaukee, chairman of the Mid- 
west Agents Conference and chairman 
of the Wisconsin Association of Insur- 
ance oS will speak for his group 
and the Far West Agents Conference 
will be represented by Ralph E. ¢ Callis- 
ter of Utah, who is in his second year 
as conference chairman, is state national 
director from Utah, and a past president 
of the Utah Association. 


Representing the South- 
i Woodbury, Jr. 


The Rocky Mountain territery, com- 
prising the states of Colorado, New 
Mexico and Wyoming, will be repre- 


sented by Charles W. Schoelzel, Jr., of 
Denver, a member of the NATA commit- 
tee on commissions, a past state national 
director and past president of the 
Colorado Association. 
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Loyalty Group 


(Continued from Page 1) 


the company’s history. The net invest- 
ment income earned by the Group in 
1951 was stated at $5,875,399, an increase 
of $358,923. 

As of December 31, the market value 
of the consolidated assets of the Group 
amounted to $203,735,461, an increase 
during the year of $7,963,944 

The Firemen’s, head company of the 
group, reports for 1951 admitted assets 
of $108,470,991, unearned premiums of 
$45,086,880 and surplus to policyholders 
of $47,213,904. 

President Cooney reported that earned 
premiums for the fire companies reached 
a total for 1951 of $66,589,740 and for 


Blackstone Studios 
JOHN R. COONEY 


the casualty companies $50,866,961 or a 
grand total of $117,456,702. 

Losses and loss adjustment expenses 
incurred to premiums earned were last 
year: fire companies, 55.9%; casualty 
companies, 70%, and group 61.6%. Un- 
derwriting expenses incurred to pre- 
miums written were: fire companies, 
40%; casualty companies, 34.7%, and 
group 37.8%. 

In October, 1951, the rate of dividend 
was increased from 70 cents to 80 cents 
per share annually of Firemen’s stock, 
amounting to a present annual dividend 
of — on the outstanding common 
stock. 


IAC Conference 


(Continued from Page 23) 


will help agents to make better and more 
intelligent use of advertising. Thus the 
awards will be a contribution, through 
the IAC, to both the insurance industry 
and to advertising. : 

Two talks made to the conference 
Monday are reviewed elsewhere in this 
issue. They are the addresses of F. 
Chandler Moffat, local agent of West- 
port, Conn., on public relations, and of 
Richard Van Dusen, Glens Falls, on “A 
Little Magazine Doing a Big Job.” 
Others who spoke were Valentino Sarra, 
commercial photographer, on “How to 
suy Photography for Insurance Adver- 
tisinge”; John Fistere, director of sales 
Promotion for Fortune magazine, on 
communications within business con- 
cerns, and Dr. Ernest Dichter, psycho- 
logical consultant, on “Why Do People 
Really Buy ? 

The executive committee of the TAC 
received for study a suggestion made by 
Theodore Budlong, National Board of 
Fire Underwriters, that the conference 
give consideration to preparing digests 
of agents’ recommendations on adver- 
tising and public relations which could 
be distributed to TAC members and 
others in company executive circles who 
are interested in producers’ viewpoints. 





° Lomas & Nettleton, and William C. 1 7 
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manager, 
Meets April 8 in New Haven ee of New York. Their topic is: (Continued from Page 22) 
The regular monthly meeting of the hould the Local Agent Prepare Him- 
é self for Genuine Professional Service? Federal income taxes amounted to $1,- 
Connecticut Chapter of the Society of Bernard J. Daenzer, CPCU, superin- 323,289, after deduction of amortization 
Chartered Property and Casualty Un- tendent of agencies, Security-Connecti- and all related expenses, This repre- 


derwriters will be held at Colonial cut Companies, will review the career sented an increase of 4.5% over the con- 
House, New Haven, on April 8 at 6:30 underwriting movement in property and solidated investment income for 1950 


p.m. The meeting is named “New Haven casualty insurance since its founding by Net income after taxes was likewise in- 
Night” in order to honor the speakers, the insurance industry on April 11, 1942. creased by 4.5% in spite of the increase 
other members and guests from that As a result of last year’s examinations in Federal income tax rates during 1951. 
area. 196 additional persons were awarded the This result was obtained by the in- 

Principal speakers will be Hillard A. CPCU designation, thereby increasing creased use of tax free securities for 
Monnin, CPCU, who is associated with the national membership to 693. investment purposes. 





An Advertisement similar to this appears in SATURDAY EVENING POST, March 29, and in NEWSWEEK, April 7 . 
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Benjamin Franklin selling his ballads in the streets of Boston.” A mural 


painting by Charles E. Mills. Courtesy of Franklin Technical Institute, Boston. 


Great American Croup 
Insurance “Companies fe What of tomorrow ? 
~ New Dork - 


Benjamin Franklin could apply his vast mind to almost any subject 
... from a treaty to a type-face .. . from a new home comfort to 
an old home truth. As an expert at living, he gave us his counsel: 
"Never leave that till tomorrow which you can do today.” : 

With respect to insurance, this is sound advice. Tomorrow may 
be too late to bring your insurance protection up to date. You 
should act now ... and the Great American Group of Insurance 
Companies is at your service to assist you and provide proper 
coverage. 

Why not call one of Great American’s 16,000 local agents—or 
your own broker. You'll be gratified with the assurance that comes 
from having the protection of this reliable and efficient organization. 





Great American Group 
GREAT AMERICAN + GREAT AMERICAN INDEMNITY + AMERICAN ALLIANCE « AMERICAN NATIONAL + DETROIT FIRE & MARINE - MASSACHUSETTS FIRE & MARINE + ROCHESTER AMERICAN 
WORLD-WIDE FACILITIES FOR PRACTICALLY ALL FORMS OF INSURANCE...EXCEPT . LIFE 
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Wise use of multiple-line underwriting 
powers can bring insurance closer to a 
desirable streamlining of the business 
in order to combine increased service 
to policyholders with economies in the 
companies, Thomas O. Carlson, actuary 
of the National Bureau of Casualty Un 
derwriters, declared at Seattle last week. 

Discussing “Multiple-line Underwrit- 
ing” at the Pacific Northwest Insurance 
Seminar, held under the auspices of 
the University of Washington, Mr. Carl- 
son warned that development of mul 
tiple-line underwriting is in a_ sense 
pioneering and that unseen dangers lie 
ahead. There are peculiarities in the 
casualty fines which can constitute seri 
ous pitfalls to the fire underwriter and 
thé reverse is equally true, he said, 
adding that this points up the need for 
cooperation between the two groups. 

Specialization 

“It may be that in the training of 
underwriters to handle fire and casu- 
alty lines, it will be found that the 
veneer of specialization has been spread 
dangerously thin, ” the National Bureau 
actuary stated. “Underwriting is a spe- 
cialized function and the underwriting 
considerations in the fire business are 
very different from the underwriting 
considerations in the casualty business 
There are always some indications of the 
serious consequences of underwriting in 
one field on the basis of Lasionicnied 
solely in the other field.” 

Mr Carlson pointed out that only two 
states lack legislation or administrative 
rulings which would permit multiple- 


line underwriting, and that there are as 
many variations in the new system as 
there are jurisdictions. 


fe emphasized that the presence or 
sence of what he described as a 
: ° clause” in the various state 
ai an important bearing upon 
the approach that might be’ taken in 
the development of multiple-line cover- 
q various jurisdictions, he said, 
fall naturally into two groups, accord- 
ing to whether the statutory clauses de- 
fining the kinds of insurance that may 
be written include or fail to include a 
“miscellaneous or catch-all clause to 
cover — or unknown hazards.” 

Mr. Carlson quoted such a clause from 
the Washington code: “Against any 
other kind of loss, damage, or liability 
properly the subject of insurance and 
not within other kind or kinds of. in- 
surance as defined in this article, if such 
insurance is not contrary to law or 
public policy.” This particular miscel- 
laneous clause, he said, is included in the 
definition of general c asualty insurance, 
but the code provides that a single com- 
pany may write all kinds of insurance 
except life and title. 

“Not all states, however, include such 
a catch-all clause,” the actuary stated 
“It presence or absence has an impor- 
tant bearing upon the approach th: ut may 
be taken in the development of multiple- 
line coverages. Reduced to the simplest 
framework possible, there are two wavs 
in which a multiple-line policy may be 
constructed, which can be termed the 
all-risk approach and the named _ peril 
approach. Under the all-risk approach, 
a policy includes coverage against all 
perils, with specified exclusions. Under 
the named peril approach, the policy lists 
the specific perils against which coverage 
is " provided” 

All-Risk Approach 

Illustrative of the all-risk approach i is 
the manufacturers’ output policy, origi- 
nally issued by the Aetna Fire group, 
covering all risks of physical loss of or 
damage to the insured property from 
any external cause, subject to certain 
exclusions, he said. It should be noted, 
he pointed out, that the term “all- 
risk” refers only to a certain area of 
insurance. For example, the manufac- 
turers’ output policy, he said, does not 
provide coverage on real property or on 
insured premises used for manufacturing 

















Wise Use of Multiple Line Powers 


Can Bring Better Service, Economies 


purposes and does not include liability 


or fidelity coverage. : 
Illustrating the named peril, approach, 
Carlson cited the additional extend- 
fire policies which indemnifies for loss 
caused directly by specified hazards that 
are listed in the endorsement. 
illustration, of the named peril approach, 


comprehensive policies 
which insure against p akg = perils” in- 


practicability or even possibility of the 
all-risk approach in those 


the definition of kinds of insurance that 


“This particular barrier, 


insuré ance definitions are so 


Quoting of Rates 


rates for andl two types of perio 
, although a certain latitude has been 


risk policies that might not be 
extensible to a named peril policy. 
i he pointed out, 





; a summation of the 
: suum for the component parts of 
he package, with or without a discount 


premium basis or a 
loading is more likely 
than the summation of rates for the 


> approaches will be utilized. 
various terms have been tossed 


at has developed in the 
rating specialist stated. “It is only natu- 
freedom be sought in the 


initial determination of rates for multi- 
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indivisible premium theory of rate de- 
termination, advancing the principle that 
each such package constitutes a new 
coverage. It should be observed that this 
principle of the creation of a new cov- 
erage each time a component is added, 
dropped or modified, does not necessarily 
attach either to the all-risk approach to 
policy development or to the indivisible 
premium approach to rate development. 

“The logic in such instances would 
seem to be dictated by the objective of 
comparative freedom in the determina- 
tion of rate and independence from the 
rating organizations having jurisdiction 
over the component parts of the cover- 
age.” 

Cooperation of Rating Bodies 

It is possible for the organizations 
having jurisdiction in the respective 
fields to maintain their jurisd'ction over 
the portions of coverage within the 
field of each and to make filings on be- 
half of their carriers within the scope 
of their jurisdictions, Mr. Carlson ex- 
plained. He also pointed out that the 
regulatory laws provide for cooperation 
among rating organizations and such 
cooperation has in fact already entered 
the picture; for example, in the devel- 
opment of the household theft endorse- 
ment attachable to fire policies. 

“At the time the present rate regula- 
tory laws were drafted, the theory of an 
all-risk form which would stand com- 
pletely independent of its component 
parts was not sufficiently in evidence to 
affect the determination, nor, of course, 
was any specific provision included for 
the licensing of a multiple rating organi- 
zation,” the National Bureau represen- 
tative stated. “There are a few laws 
which combine the fire and casualty re- 
quirements where these questions might 




















Do You Need More Hours 
In Your Business Day? 


Temporary, outside counsel and assistance 
is often the solution when the pressure of ad- 
ministrative routine leads to postponement 





of a needed management improvement. 


The firm offers such counsel, backed by the experi- 


ence gained in over forty years of professional service. 
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not arise. But in many states, a ques- 
tion must arise as to which set of 
regulatory requirements would apply. It 
is difficult to see how both can be satis- 
fied.” 


Millers National Names 
Manning Special in East 


The Millers National and Illinois Fire 
announce that Charles H. Manning has 
joined the organization as special agent 
for eastern Pennsylvania, Delaware 
Maryland and the District of Columbia. 
He will assist W. R. McVaugh, state 
agent for the territory. 

Mr. Manning attended Millville, N. J., 
High School and Drexel Institute of 
Technology. He spent three years in 
the Army and since receiving his dis- 
charge in 1946 has been with the Middle 
Department Association of Fire Under- 
writers. 

His headquarters will be at the East- 
ern department office, Manhattan Build- 
ing, omen: S and Walnut, Philadelphia. 


Fireman’s Foid Field 
Changes in Pacific Dept. 


Five appointments to the Pacific de- 
partment field force have been an 
nounced by officials of companies of 
Fireman’s Fund Group. Douglas F. 
Doby, who has recently completed cas 
ualty and automobile training in the 
Denver office, has been named Wyoming 
special agent and will operate from the 
Denver headquarters. In Albuquerque, 
\lan B. Cobbe will assist State Agent 
Robert Plumbe in the production of all 
lines of business as a field assistant. 

John Bueermann has joined the 
Fresno office staff to assist Special 
Agent Norman Street in the casualty- 
bond-automobile lines, while Baird Smith, 
as fire field assistant, replaced Armand 
Michetti. Mr. Michetti has requested 
transfer to the companies’ head office in 
San Francisco. 

George E. Anderson has been ap- 
pointed field assistant in Sacramento to 
work with Special Agent John R. Ham 
mond, 


uidoesensil Recast Martin 


As Kentucky Fire Marshal 

William M. Martin, Kentucky Fire 
Marshal, has resigned, it is announced 
by Insurance Commissioner Spalding 
Southall, at Frankfort, Ky. Mr. Martin, 
a resident of Louisville; and native of 
Cliverport, Ky., is to become fire co- 
ordinator for the regional office of the 
Civil Defense Administration, at Avon 
Lake, O. 

J. T. Underwood, Jr., Parkersville, 
Ky., Assistant State Fire Marshal for 
several years, succeeds Mr. Martin. Mr. 
Underwood is a graduate of Centre Col- 
lege and Jefferson School of Law. 

Mr. Southall expressed regret at losing 
Mr. Martin’s services, holding that he 
had been of invaluable service and as- 
sistance to the Department in the fire 
prevention cause. 
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F. C. Moffat Talk 


(Continued from Page 23) 


against the locality at which the car 
is insured rather than the locality where 
the accident occurs. We included the 
question, ‘Should the companies try to 
educate the public in rating methods?’ 
The answers this time were: yes 181, 
no 102. A number of the replies includ- 
ed the comment that the agents should 
be educated before the public. 


Tell About Exclusions 


“Seventh, stress the reasons for cer- 
tain exclusions and limitations such as 
the windstorm deductible. We must 
get away from the public having the 
impression that we give it to them in 
the large print and take it away in 
the small print. 

“Eighth, remind the public of the 
small number of claims that go to 
court. Many people are still under the 
impression that if they have a claim 
they have to exaggerate it, retain an 
attorney, or go to court, in order to 
get a fair settlement. 

“The next problem is the advertising 
distributed by the companies through 
their agents, such as the millions of 
circulars distributed each year, the ma- 
jority of which gather dust in the 


agent’s office until finally they are 
thrown out. Under this category would 
come: 


“First, circulars, inventory booklets, 
etc. Our principal objection to these is 
that they give too much prominence to 
the company. We want circulars featur- 
ing our name which we can send to 
all of our clients. The agent knows 
which company gives him the most 
help and the most service, and that 
company will get the business whether 
its name appears on the circular or not. 
One company advertising man told me 
that some agent said until he was as 
well known as the company, he pre- 
ferred to give the company top billing. 
We disagree violently with that. We 
know that we are much better known 
in our own community than the com- 
pany. The question on this was, ‘Do 
the companies give too much promin- 
ence to their own name on circulars, 
calendars, etc.?? The answers: yes 171, 
no 103. 

“We also believe that any item in- 
tended for use as a selling piece should 
contain a return postcard; if intended 
as an explanation of coverage, it should 
be the same size as the policy. We 
asked this question also, ‘Do you prefer 
direct mail circulars with a postage 
paid, return postcard?’ The answers 
this time were: yes 178, no 83. 

Calendars and Novelties 

“Second, calendars, novelties, diaries, 
etc. It is my belief that in the majority 
of cases the agent bears the full ex- 
pense of these items; and the reduction 
in cost to him is not because the com- 
pany makes any contribution to the 
expense, but because of the quantity 
buying made possible through the com- 
pany. Here again, the companies should 
appreciate the fact that these items are 
going to be distributed to all of the 
agent’s policyholders and not just to 
those of a particular company; and, 
therefore, it is even more important 
the company name be eliminated. 

“Another important consideration in 
connection with these items is the 
expense and ease of distribution. An 
example of this is that recently we 
purchased a number of diaries from 
one of our companies. When we mailed 
them out, instead of costing us 7¢ each 
as previously, they cost us 17¢, due to 
the fact that they were %4 ounce too 
heavy to be sent by third class mail 
and had to be sent by parcel post. 

“Third, window displays. Many agen- 
cies, particularly in small towns, have 
ground floor space with a window 
which could be used to great advantage 
if the agent knew how. We have seen 
very little in the way of company mate- 
tial to be used for window displays. 
We would recommend that the com- 


panies work out window display pieces 
bearing in mind that the window would 
have to be changed monthly to secure 


the greatest benefit. Again, the com- 
pany must remember that an agent 
represents more than one company. 

“Another item in connection with 
this, also, is the ease of handling and 
the expense involved. We had one com- 
pany offer a window display, and when 
it arrived it took two men to lift the 
display and cost us nearly $15 in ship- 
ping charges. 

“Fourth, advertising services. Field 
men should be supplied with complete 
advertising kit and given instructions 
in the use of the various materials 
which are available and the services 
which his company’s advertising depart- 
ment is in a position to give. I can 
only think of two cases during the last 
ten years where a fieldman came into 
my office and discussed what advertis- 
ing services his company had to offer. 

“Many companies will design letter- 
heads, etc. When a letterhead is de- 
signed the company should ask for all 
of the mailing pieces from the agency 
so that one particular design could be 
used on everything going out of the 
office, and thus become a trademark for 
the office. We decided to include the 
question, ‘Do your fieldmen discuss 
what advertising helps they have avail- 
able for your use?’ The answers to this 


one were: yes 139, no 140. 

“Fifth, merchandising. Industry spends 
millions to develop new methods of 
packaging which will attract sales. We 
believe that the insurance companies 
could also design more attractive poli- 
cies. In fact, one of our direct writing 
competitors is now issuing an illustrated 
policy in which each coverage is ex- 
plained with a small illustration. Most 
of the people who I have talked to 
in regard to it feel that it is a more 
attractive and a more easily understood 
policy than the standard automobile 
policy now in use by most companies. 
We would like to see improvements in 
policy and setup. 

Unfavorable News Items 

“T believe that our industry has very 
little to hide and a great deal to be 
proud of. I think that, particularly, the 
national advertising of the insurance 
industry should stress this fact rather 
than try to sell specific coverages by 
an ad in a magazine. This was our 
final question, ‘Should the companies 
maintain a bureau to answer unfavor- 
able news. items, etc., based on public 
ignorance?’ Yes 240, no 37. 

“We also believe there is a lack of 
coordination among various depart- 
ments in individual companies. For 
example, one large group recently pur- 
chased a full page ad in the newspaper 
to display their annual statement, which 





was one of which they could be justly 
proud. However, only a week before 
this ad appeared, their agents were 
asked to go out to the public and tell 
them that they had to pay more money 
for automobile insurance because the 
company was losing money on the busi- 
ness. 

“Agents have enough difficulty, par- 
ticularly these days, in selling higher 
costs to their assureds without having 
the added handicap of the companies 
advertising how much money they have 
made during the preceding year. The 
public does not consider whether the 
money was made in the same line of 
insurance or whether it was investment 
income. They know it is a rich insur- 
ance company trying to get richer. 

“In my opinion, the biggest difficulty 
in insurance advertising is that those 
who prepare it have never spent enough 
time in a small town agent’s office to 
know what his problems are and how 
they can be met. If every home office 
man was required to spend a month in 
some local agent’s office and live with 
his problems, the entire insurance in- 
dustry would be revolutionized. Home 
office men sometimes forget that the 
view from behind the desk on thé upper 
floor of a large office building in a large 
city is entirely different than the view 
pounding pavements and ringing door- 
bells in a small town.” 
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UUs e nie ao cana civic lore Me ae Ca ak wie piaNS bic Wi eleie ki mde. Giese, ward darn wR diene sidan 3,229,380.00 
Cash on Hand and ee asa E NR vs 0 chaser a vor Sead Spi bias wb wR Shae oe Keele we MORE RL wads 946,387.59 
Premium Balances (Less Ceded Reinsurance Balances)............cceceecceeceeeceee 329,888.54 
TIPO BUTE IGE ANG ACOPUEE cc o.oo) a oi0in 6c 0:615: 4.5. 015 Oia she's icioidiasb aide 4.04 es ee mere ne bnepeessiede'e 13,324.84 
Other Admitted Assets ...... i Ga kie MOMS Ue wine MELE Ke eed eee dlamand CakweMeatatenie 636.58 
$6,284,484.18 
LIABILITIES 
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Reserve for Expenses, Taxes (Including $15,117.07 Federal Income Taxes) and Contin- 

MONE COMMMIEGIOND LING OF A COLOUR 5 occ 0.0 kc bcc ccc Canc ve ccc v0deneceedesidcvecies vl 110,679.24 
PUHGes eu UNUGE FCHIGUEATICON ELOGUER ds 6:56.06 50 os violas dcdsvliadedececvedsicssdeeobees 24,199.39 
EBerVe fOr Gil OLNEF LAADINTIOR ANA ILEMS. o.o6 a5 cickcccccavdccdcavescvocdvededoedece 1,602.76 

2,137,197.74 
Capital Stock (100,000 shares $10.00 Par Value)..............0.000e0e $1,000,000.00 
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POLICYHOLDERS’ SURPLUS $4,147,286.44 


*Bonds and stocks are carried on the basis prescribed by the Insurance Department of the State of New 
York. If actual December 31, 1951 market quotations had been used, the 
$4,091,972.63. Securities carried herein at $369,449.69 are deposited with Governments and State Depart- 
ments as required by law. 





*Bonds—United States Government 


AMERICAN HOME 


FIRE ASSURANCE COMPANY 


FINANCIAL STATEMENT AS AT DECEMBER 31, 1951 
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111- WILLIAM STREET, 


Policyholders’ Surplus would be 


NEW YORK 


$1,029,663.47 





$6,284,484.18 
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Rise In Construction Costs Proves 
Need for More Property Insurance 


purchased from the chart ‘Building Con- 
struction Cost Index. 


The extent to which inflation has 


brought about a need for more 
agency sales 


property 
insurance is told in a new 
bulletin published for their 
the Security-Connecticut Companies, The 
bulletin includes three charts. One is an 
cost index, an- 


agents by 


industrial construction 
building 
third is a 


construction 
house 


other a_ general 
and the 
index. A 


these into per- 


cost index, 
furnishings cost method is 
shown for converting 
centages of increase in costs, depending 
on the year in which the property was 
bought, or last revalued. 

“Not only have construction 
doubled since before World War II, but 
practically everything that goes into a 
home or a mercantile or industrial build- 
ing has gone up too—and in most cases 
faster than the depreciation,” the bulle- 
tin states. “The past four years have 
been a period of replacement greater 
than this country has ever seen before— 
and yet how many insureds have in- 
creased their insurance corresponding- 


ly 2” 


costs 


Four Plans Outlined 


The bulletin outlines four 
impressing on property owners the im- 
portance of insurance-to-value: 

Industrial, mercantile and apartments, 
real property; industrial and mercantile 
equipment, furnishings, fixtures and 
stock; individual homes; household con- 
tents. 

In connection with the first two, only 
personal selling methods are suggested 
In selling more insurance for homes and 
their contents, mail advertising plans 
are suggested. Included in these plans 
is a new three-color folder entitled 
“Your Home and Its Contents—What 
Are They Worth Today?” Here, for 
example, is what the bulletin suggests 
on homes: 

“Write a letter to each insured about 
a month before you would ordinarily 
send or deliver the new policy. In this 
letter (shown in the bulletin) you can 
fill in the blank about the increase in 
replacement cost with one of these three 
figures: One-year policy renewal should 
include an increase of about 5%: three- 
year pi yes being renewed should be in- 
creased about 11%; five-year policy be- 
ing eaenied should be increased about 


plans for 


figures are averages for all 
types of construction, take into account 
some depreciation, and assume that the 
amount of insurance in the expiring pol- 
icy was correct. If this amount was 
not correct at the time, you can figure 
approximately what the increase in value 
has been since the house was built or 





Syracuse Field Club Has 
New Speaking Program 


The Syracuse Field Club of Syracuse, 
N. Y., in an effort to create further dis- 
cussions at its weekly meetings has 
instituted a program which will feature 
one of its newer members in a short talk 
on an insurance subject of his own 
choice. 

During the past three weeks, John 
H. Van Zandt of the Phoenix of Eng- 
land spoke on Reinsurance; Robert D. 
Cowan, Boston Insurance Co., discussed 
debris removal, depreciation, increased 
cost of construction, endorsements and 
coverages, and Walter Allison, Caledon- 
ian Insurance Co., reviewed and elabo- 
rated on the National Board report re- 
garding super market losses. 

It is felt that through this practice 
more men will become active in speak- 
ing before various insurance groups and 
civic bodies, thereby adding and 
strengthening the expanding public re- 
lations activities, 


“For example, if the house was built 
10 years ago and no increase in insur- 
ance has been made meanwhile, then the 
replacement value has increased about 
91%. If you assume a depreciation of 
15% in the ten years, then you have a 
computation something like this: 


Onivinal cost: .<....>246 $10,00¢ 
Reproduction cost ...... 19,100 
Depreciation ...5.6..5s605 2,900 

Value today ....5.225% $16,200 


“Of course neither the replacement 
value cited nor the depreciation figure is 
necessarily right for a particular house 
in a particular city.’ 

The bulletin then outlines a plan for 
using the letter and the new folder on 
renewals. A similar plan with a differ- 
ent letter is suggested for personal prop- 
erty, and this applies whether a personal 
property floater is involved, or fire, ex- 
tended coverage and burglary insurance. 





Engineering Principles 
Aid to Loss Prevention 


Business men were assured that fire 
and accident insurance costs could be 


lowered through application of engi- 
neering principles by John J. Ahern, 
speaking before the Insurance Buyers 


conference at the Hotel Faust in Rock- 
ford, Ill. Mr. Ahern is professor and 
director of the department of fire pro- 
tection and safety engineering at Illinois 
Institute of Technology. 

“Modern science has made great 
strides in automatic methods of fire 
protection and extinguishment,” he said. 
“Unfortunately these improvements are 
not being utilized properly now when 
we cannot afford to lose either time or 
materials due to fire,” he added. 

Poor conditions in occupancy and 
construction, lack of sprinkler systems 
and adequate local fire departments, and 
probability of fire spreading from build- 
ing to building are always reflected in 
insurance rates, Ahern said. 

“Unsafe physical features are always 
the result of poor engineering and the 
sooner we face that fact the sooner we 
will be able to control accidents,” he 
said. A careful survey of past accidents 
should be made to determine the unsafe 
physical features and practices, he added. 
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standable why, when they buy insurance, 


interested in the record of Integrity, Finan- 
cial Strength, and Sound Management of 
the company whose policy they buy. 

The insurance company is, in effect, but custodian of the premiums 


it receives, until these are fully earned. 
quate at all times for the full liability it has incurred. 


Group form one of the oldest, strongest, and most reliable insur- 


ance organizations in the world. 
After the more than seven generations 





x, the light of the basic simi- 
larity to a Trusteeship, of the 
relations between insurance | 
companies and their policy- 
holders, it is readily under- 





firms and individuals are keenly 








Its reserves must be ade- 
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TWO CAMDEN PROMOTIONS 


Howarth Assistant Secretary in Loss 
Department; Miekley Asst. Secretary 
In Charge of Inland Marine Lines 
Thomas J. Howarth and _ Horace 
Miekley of the Camden Fire of Camden, 
N, J., have been advanced to assistant 

secretaries 

Mr. How arth, who joined the company 
in 1929, will be assistant secretary to 
Loss Secret tary Wilbur L. Sparks and 
will continue as supervisor of claims, 
Mr. Howarth was trained in the local 
department, and served as special agent 
in the New Jersey field from 1940 to 
1945. For four years from 1945 to 1949, 
he was state agent for Michigan and 
was recalled to the home office in 1949 
where he served as assistant to the vice 
president until 1951 when he was made 
manager of the claim department. 

Mr. Miekley joined the office in 1928 
and saw service first in the reinsurance 
department. He served in the local de- 
partment from 1934 to 1937. In 1937, he 
was transferred to the inland marine 
department and has specialized in this 
type of underwriting ever since. From 
1943 to 1947, he was employed by an- 
other company and in 1948 rejoined 
the Camden as manager of the inland 
marine department, which position he 
has held since then, Mr. Miekley will 
continue to supervise inland marine writ- 
ings. 

Two new directors have also been 
elected. They are Joseph A. Auchter and 
Walter N. Read. 


Security Companies Name 
LeStrange Special Agent 


The Security-Connecticut Companies 
announce appointment of William R. 
LeStrange as special agent for Mary- 
land, Delaware and the District of Co- 
lumbia, where he will have complete 
supervision of fire, marine and_casualtv 
operations for the companies. The new 
Security-Connecticut Companies’ office is 
located at 8 South Street, Baltimore. 

After two vears in the armed services 
Mr. LeStrange started in insurance with 
the Home Insurance Co. in New York 
as an underwriter. For a year he was 
with the General of Seattle in inland 
marine underwriting. During the last 
three years Mr. LeStrange has been 
with the General Adjustment Bureau, 
adjusting claims in their Baltimore of- 
fice. Mr. LeStrange is a member of the 
Chesapeake Pond of the Blue Goose. 


Western Underwriters Ass’n 
Annual Meeting Starting 


A full agenda of important subjects 
promises a large attendance at the an- 
nual meeting of Western Underwriters 
Association beginning April 5 at the 
Greenbrier Hotel, White Sulphur Springs, 
W. Va. 

Activities will open on the first morn- 
ing when the governing committee will 
convene under the chairmanship of 


Harry M. Mountain, vice president of 
Aetna. 

The association meetings begin April 
8 with President John P, Young, Jr. 


vice president of American, in the chair. 
On the following day when the asso- 
ciation will sit in committee of the 
whole, William L. Nolen, U. S. manager 
of North British, will preside. 


American Group Names Gall 


The American Insurance Group an- 
nounces the appointment of E. N. Gall 
as supervising adjuster in charge of the 
Miami, Fla., office loss department. 

Mr. Gall has had extensive experience 
in the casualty claims field, He was 
formerly associated with Pennsylvania 
Manufacturers’ Association Casualty In- 
surance Co. as claims representative and 
later as claims manager in Johnstown, 
Pa., and with Standard Accident Insur- 
ance Co. as claims manager for south- 
east Florida. In 1951 Mr. Gall established 
himself as an independent adjuster in 
Miami. 
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Arson; Rise in 


More and better trained investigators 
are needed in the fight against arson it 
was declared at a conference on arson 
detection and investigation last week at 
New York University arranged by its 
Graduate Division of Public Service. 
The conference was attended by 300 
criminologists, police and fire officials, 
insurance executives, private investiga- 
tors and psychiatrists. 

Dr. Richard Steinmetz, chief special 
agent of the Mutual Investigation Bu- 
reau, which represents mutual insurance 
companies, warned that investigating 
“suspected fraud fires is a real battle of 
wits.” Because of the cleverness of per- 
sons setting fires for profit, he said, “I 
sometimes wonder just how many arson- 
ists we really catch.’ 

Predicting a rise in fraud fires because 
business conditions were not as good as 
last year, Dr. Steinmetz advised investi- 
gators to be alert for obsolescence of 
merchandise, too high inventories and 
overinsured stocks. As an example of 
fraud fires, he cited “white elephant 
summer resorts that burn down at the 
end of the season.’ 

Dr. Steinmetz said it was impossible 
to get reliable figures on the damage 
done by arsonists across the country. Ex- 
timates range, he reported, from $15,000,- 
(00 to $70,000,000 a year out of an 
$00,000,000 annual fire loss. 


NFPA Speaker 


Charles S. Morgan, assistant general 
manager of the National Fire Protection 
Association, declared that “the greatest 
amount of arson | results from a desire 
for financial gain” and urged better fire 
departments to discourage it. His re- 


New York University Conference on 





Crooked Fires Seen 


marks came in a paper read for him by 
Donald MacNamara, conference chair- 
man. 

Mr. Morgan reported that automatic 
fire prevention and detection devices had 
helped greatly in reducing arson. He 
added that “deliberate fires are being 
prevented in many communities today 
as the result of the work of centers for 
mental hygiene and psychiatric examina- 
tion.” 

In this connection, Dr. Melitta 
Schmideberg, chairman of the Associa- 
tion for the Psychiatric Treatment of 
Offenders, said many pyromaniacs could 
“become useful members of society after 
psychiatric care.” But, she declared, 
“bricks, steel and fire boxes on every 
corner have done more than anything 
else to curb arsonists.” 

A. B. Bielaski on Burglary 

A. Bruce Bielaski, assistant general 
manager of the National Board of Fire 
Underwriters, noted that, in 20 years, 
annual arrests in the country for arson 
had dropped from 1,300 to 590, but the 
rate of convictions had increased. He 
declared that now as many cases of 
arson as of burglary were being solved. 

Joseph Pincus, assistant district di- 
rector of the New York State Division 
of Parole, said “emotionally disturbed 
arsonists are more of a problem to us 
than those who do it for profit.’ 

Intensified cooperation between the 
police and fire underwriters, and between 
the police and fire departments, was 
urged by Emile Bugnon of Wood-Ridge, 
N. J., president of the International 
Association of Chiefs of Police, and 
Rudolph H. Swanson of Jamestown, 
N. Y., president of the International 
Association of Fire Chiefs. 








Youngman Agency 


(Continued from Page 4) 


clientele of the type that are the best 
prospects for business insurance, our 
type of employe benefit plans and es- 
tate planning, but have joined together 
with others with the same type of 
clientele in order to share overhead 
costs. 

“2. We send them the first Estate and 

lax Letter which they will receive with 
an accompanying letter of our own, 
asking them to look it over and inform 
us as to whether they wish to have their 
name kept on our mailing list or 
whether they find it of no interest to 
them. We have yet to have a negative 
response. 

“3. With each Estate and Tax Letter 
the Agency puts on the bulletin board 
a suggested covering letter to go with 
it. This covering letter picks out one 
or two parts of the Estate and Tax 
Letter and highlights it’s current inter- 
est and tie-in with the use of life 
insurance. 

Business Insurance Folder 

“4. We urge each agent, after a name 
on this list has received the initial 
Estate and Tax Letter, to call on its 
recipient within a space of two weeks. 
He takes with him in a file folder with 
the name of attorney, accountant or 
trust officer in the left hand corner, 
and his name, address and telephone 
number in the right hand corner, a 
complete folder of our Agency’s special 
business insurance plan. This involves 
our Agency’s approach, guide for pre- 
sentation, the Home Office legal and 
tax reference and various memoranda 
to attorneys with respect to four differ- 
ent types of stock purchase agreements. 
We instruct the agent to offer this file 
to the men on his list, briefly explaining 
them, and suggest that they look them 
Over and return them to him unless 
they feel that they would be helpful to 
them in their profession. The agent 


Stops back a week or two later and 
ascertains whether the name on his list 


wishes to retain any of the data for 
his files. 

“5. Once a quarter the agent is urged 
to call on each of the names on this 
Estate and Tax Letter list. We suggest 
a conversation with him such as fol- 
lows: ‘Have you found the Estate and 
Tax Letter which you have received of 
insterest?’ If he says No, leave, and 
take his name off the list. If he says 
Yes, ask him the following five ques- 
tions: j 

“1, Are you or your partners drawing 
wills currently for any clients who are 
the owners or part owners of any cor- 
poration, partnerships or sole-proprietor- 
ships. 

“2 Have any of your clients, who are 
owners in closely held corporations, 
asked you about ways and means of 
avoiding a Section 102 tax on unreason- 
ably accumulated surplus? 

“3. Have any of your clients asked 
you whether there was any way that 
they could meet the competition of 
stablished pension plans of the large 
corporations without getting their necks 
out? 

“4. Have any of your clients asked 

you how they could hold key execu- 
tives, when the salary stabilization rules 
preclude their giving them the salary 
raises to meet the offers of other cor- 
porations, which they would be perfect- 
ly willing to give? 
“5. Are you or any of your clients 
concerned as to how they can provide 
sufficient equity in their estates to meet 
the tremendous estate tax bill without 
sacrificing a substantial part of the in- 
terest in their family business? 

“We believe that, of each agent will 
set up a special file of the 25 or more 
names gn this Estate and Tax Letter 
list and call on each of them quarterly 
asking them the above five questions, 
over a period of time they are bound 
to run into a substantial amount of 
business, because the law of averages 
must make it so.” 

Developing the Agent 


Specific steps for developing ad- 








Rowe Vice President of 


Ohio Farmers Companies 
At the meetings of directors of the 
Ohio Farmers and Ohio Farmers In- 
demnity in LeRoy, Ohio, Thomas B. 
Rowe was elected to vice ‘president and 
investment manager for both companies. 
Mr. Rowe is a graduate of Colgate 
University and the Harvard School of 
Business Administration and has been 
connected with the Ohio Farmers Com- 
panies for 18 years. 





vanced underwriting by the agent him- 
self were described as follows: (These 
are not necessarily in order of their 
priority.) 

“1. Encourage CLU studies for ob- 
taining the degree. 

“2. Show them specifically in their 
programming or Analagraph work how 
to handle business interests. Just ask 
the simple questions, in taking the pic- 
ture, how much income the prospect 
feels he can count on his wife receiving 
from his business interest for the rest 
of her life. Accept his statement. In- 
clude in the recommendation page a 
statement to the effect that you have 
assumed his business interests will pro- 
duce for his family the income he has 
indicated, but that the reliability of this 
estimate should be subsequently inves- 
tigated. In the Analagraph or program 
picture, show a broken green line at 
the bottom the amount of this esti- 
mated income from his business inter- 
ests, and underneath the dotted green 
line type in red, ‘Assumed income from 
business interest? > 

“3. When an inexperienced agent has 
such a case, and has not yet studied 
business insurance or estate planning, 
hook him up with an experienced agent 
on a fifty-fifty basis to handle the case 
after the Analagraph presentation has 
been completed, whether the prospect 
buys or not. 

“4. We find that after an agent has 
experienced two or three of these joint 
cases he will make a request to have 
more information about business or 
estate planning insurance. When this 
occurs in our agency, we run clinics 
of two or more men who are in this 
stage of their development, using Busi- 
ness Insurance and Estate Planning 
courses as a basis of our study and 
ending up with our agency’s approach, 
presentation and memoranda for attor- 
neys. 

Employe Benefit Plans 


“5. We have set up an agency opera- 
tion for the handling and servicing of 
employee benefit plans. To enable our 
associates not to miss an opportunity 
of obtaining commissions in connection 
with such plans, we have prepared, 
and have occasional meetings on their 
use, simplified approach interviews to 
get interest in both pension and profit 
sharing plans. The procedure is very 
simple. We have carefully stressed the 
right character of prospect for our type 
of plan, and unless they can bring in 
a payroll census completed, we do 
not proceed with the case. When the 
agency has succeeded in closing such 
an employe benefit plan, we endeavor 
to instruct the agent, when he writes 
the applications for the members of the 
plan, how to endeavor to dev elop addi- 
tional personal or business insurance. 
In our type of plan, we are now en- 
deavoring to have the agent try to 
insure each ineligible member under 
five year term insurance to guarantee 
his insurability when he becomes eli- 
gible. 

“6. We are just inaugurating a pattern 
to endeavor to develop estate planning 
business. As we conceive it currently, 
it will be the same pattern as described 
above in the development of business 
insurance. Although a long range pro- 
gram, we believe these procedures will 
expand an agent’s market and knowl- 
edge, without upsetting his normal 
clientele building processes, or develop- 
ing starring specialists. It has already 
done so, 














RULE OF 
THUMB 


* 


Carpenters 
started 


thumbs as a rough mea- 


and tailors 


it — using their 


sure for an inch. Today a 
rule of thumb is any handy 
guide for approximate 
measure where speed is 
more important than ac- 


curacy. 


As an agent you are keen- 
ly aware that in insurance 
there can be no rule of 
thumb. Speed can neither 
be substituted nor sacri- 
ficed for accuracy. That's 
why thousands of agents 
and brokers rely on Han- 
over and Fulton for fast 
service, intelligent cooper- 
ation, and experienced 
advice. We're proud of 
our reputation for doing it 


fast and getting it right. 


* 


THE HANOVER 
FIRE INSURANCE C0. 


OF NEW YORK 


Organized 1852 


THE FULTON 
FIRE INSURANCE CO. 


NEW YORK 


* 


HOME OFFICE 


111 JOHN ST., NEW YORK 38, N. Y. 


WESTERN DEPT. 


INSURANCE EXCHANGE BUILDING 
CHICAGO 4, ILL. 


PACIFIC COAST DEPT. 
340 PINE STREET 
SAN FRANCISCO 4, CAL. 
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State Farm Mutual Automobile Has 
1951 Premiums of $119,000,000 


The largest gain in number of auto- 
mobiles insured in its history was re- 
corded by State Farm Mutual Automo- 
bile Insurance Co. in 1951, Adlai H. 
Rust, executive vice president, has an- 
nounced. Policies in force passed the 
two million mark in August, and at year 
end totaled 2,183,092, an increase of over 
370,000 for the year. 

For the first time, net premiums and 
membership fees exceeded the $100,000,- 
0OO mark, reaching $119,117,303. This was 
a gain of 214%% over 1950, despite a 
moderate reduction in over-all rate level 
during the year. 

Although the company reported an 
underwriting profit of $5,876,753 for the 
year, or 5.6% of e arned premiums, Mr. 
Rust observed that the last half of 1951 
had produced unmistakeable evidence of 
a general worsening of automobile acci- 
dent and severity trends. In line with 
the company’s policy of adjusting rates 
in each area in accordance with the 
driving records of members, some up- 





Virginia Governor Denies 


Politics in State Insurance 
Governor John Stewart Battle of Vir- 
ginia has called “totally unfounded and 
unfair” an inference that politices plays 
a part in the state’s handling of its in- 
surance business. The Governor, in com- 
menting on the politics angle recently 
suggested by Delegate Robert White- 
head of Nelson said he felt, in this 
regard, that the contrary was true, since 
some who opposed his candidacy for 
Governor obtz 1ined a considerable 
amount of the state’s insurance business. 
Whitehead, on the basis of General 
Assembly approval of a House resolution 
that he introduced, obtained compre- 
hensive reports from state agencies and 
institutions on their insurance dealings, 
including firms, agents, amounts of in- 
surance and premiums paid, 

A competitive system for awarding the 
state’s insurance policies has been advo- 
cated by six of nine legislators on the 
Virginia General Assembly insurance 
committees. On types of insurance where 
the rates are set, the legislators gen- 
erally recommended a_ co-ordinated 
system to see that no favoritism is shown 
in the placing of pi premiums. 

Their statements came in the form of 
interviews after a slack had disclosed 
that of ten major state agencies, only 
one—the State Highway Department— 
calls for open, competitive bids. The 
other nine state agencies distribute their 
insurance business as their directors or 
board members see fit. 

Chairman of both the House and 
Senate insurance committees said they 
favored a competitive system. 


MARINERS CLUB IN VIRGINIA 

The Richmond, Va., area representa- 
tives of marine and inland marine insur- 
ance companies have organized a new 
club—the Mariners’ ,Club of Virginia. 
Charles L. Klecks of the Fireman’s 
Fund, is “skipper.” Other officers are 
Homer O, White, Jr., of the Insurance 
Company of North America, “mate,” and 
E Lamghorbe of the Home Insur- 


ance Company, “yeoman.” 


Members will meet monthly to hear 
speeches of general interest and to dis- 
cuss the marine insurance business. 


ward adjustments are indicated for 1952, 
particularly on liability insurance. 

The year-end 1951 balance sheet showed 
assets of $174,671,266 and surplus to pro- 
tect policyholders of $70,335,409. The 
company added $8,636,355 to surplus 
during the year, and increased by 
$2,000,000 a special reserve for inflation- 
ary trend of loss cost and expense. In- 

vestments returned net income of $3,- 
902,455, while capital gains realized and 
unrealized netted $1,406,856. Federal in- 
come taxes of $1,740,892 were incurred. 

Principal figures from the underwrit- 
ing account include premiums earned of 
$105,195,223, plus membership fees of 
$5,556,842; losses incurred of $62,857,954; 
loss expenses incurred of $16,865,071: 
and other underwriting expenses in- 
curred (including membership fees) of 
$25,152,286. 
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Court In North Carolina 
Holds Tractor Not an Auto 


The North Carolina Supreme Court 
has ruled that a tractor is not an auto- 
mobile and thus an automobile insurance 
policy does not cover damage to such a 
machine, Arnold Jenkins, garage man in 
Wayne County. N. C., had a policy with 
the Hanover Fire to cover “automobiles 
owned by the insured and held for sale 
or used in repair service.” A fire in 
July, 1948, damaged a farm tractor’ held 
for resale. 

A Wayne County jury held for the 
policvholder when he sued. But the Su- 
preme Court overruled the lower court, 
holding that a tractor is not a car for 
the “very simple reason that it is neither 
designed nor suitable for use on the 
highways and streets for transportation 
of either persons or property.” 























This agent thought IT WAS “DUCK SOUP” 








And so it was. He had a long list of friends and acquaintances . . . 


enough for a tidy little business. It was when the HCL hit him and he 


decided to expand that he discovered that “handling” insurance isn’t 


quite the same as “selling” it. His friends hadn’t asked him the questions 


his new prospects did. They hadn’t seemed to make the same demands, 


either. 


Our friend, being wise, did as smart agents all over the country are 


doing. He turned to Pearl American to help him service his clients. Pearl 


American's policy of complete cooperation, flexible company attitude, 


speedy service and information, is really ma‘ing insurance selling “duck- 


soup” for the agents on our team. We'll be happy to have you with us. 


EARL ‘ ERICAN 


PEARL ASSURANCE COMPANY, LTD. 
EUREKA SECURITY FIRE & MARINE INSURANCE CO. 
MONARCH FIRE INSURANCE COMPANY 


HOME OFFICE: 19 RECTOR ST., NEW YORK 6, N.Y. 


CLEVELAND, 320 Bulkley Bldg. 
PHILADELPHIA, 436 Walnut Street 
SAN FRANCISCO, 369 Pine Street 


NEW YORK, 26 Cliff Street 
CINCINNATI, 1423-24 Carew Tower 
CHICAGO, 175 W. Jackson Blvd. 








eee 











Reelected President of 
Marine Underwriters Ass’n 


DONALD C. BOWERSOCK 


Donald C. Bowersock, president of the 
3oston and Old Colony, was re-elected 
president of the Association of Marine 
Underwriters of the United States at 
the 34th annual meeting held in New 
York ‘. week, Other officers are Wil- 
liam A. Bonner, parter in Chubb & Son, 
first vice president; Miles F. York, ex- 
ecutive vice president of the Atlantic 
Companies, second vice president; Carl 
E. McDowell, executive vice president, 
and Louis W. Niggeman, vice president 
of the Fireman’s Fund, treasurer-secre- 
tary. 

Personnel of standing committees of 
the association will be announced short- 
ly by President Bowersock. Annual re- 
ports of officers and committees were 
presented and adopted at last week's 
meeting, 


H. ARTHUR WILL ADVANCED 


Vice President and Treasurer of Ameri- 
can Plan Corp., Auto Managers 
for American Fidelity Cos. 

Mark M. Hart, president of the 
American Plan Corporation of New 
York, announces election of H. Arthur 
Will as vice president and treasurer. Mr. 
Will became affiliated with the American 
Plan Corporation as treasurer in June, 
1948. In October of that year he also 
was elected treasurer of the American 
Plan Corporation of Pennsylvania. 

He has had broad experience in the 
automobile physical damage insurance 
field. From 1935 to March, 1947, he was 
associated with Interstate Insurance 
Company, an affiliate of Motor Finance 
Corporation. In 1947 he was employed by 
Bankers Commercial Corporation in the 
position of chief accountant for the in- 
surance affiliate of that company, the 
Mount Beacon Insurance Company. He 
held this position until his appointment 
as treasurer of the American Plan. 

Mr. Will is a native of New York 
City, He attended New Jersey schools, 
New York University and John Marshall 
College and is an active member of the 
Insurance Accountants Association. 

The American Plan Corporation acts 
as United States automobile managers 
for the American Fidelity Fire of New 
York, and the American Fidelity & 
Casualty Company of Richmond, Va. 
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Richard V. Goodwin Dies 
After Prolonged Illness 


LEADER IN CASUALTY FIELD 





Head of Eastern Department, Fireman’s 
Fund Indemnity, Active in Insurance, 
Civic and Patriotic Affairs 


Richard V. Goodwin, vice president of 
the Fireman’s Fund Indemnity Co. i 
charge of indemnity operations in the 
eastern department, died April 2 at his 
home, 136 East 64th Street, New York, 
after a prolonged illness. He was 56 
years old. 

In addition to his position as an in- 
surance company executive, Mr. Good- 
win was active for many years in numer- 
ous Civic, professional, patriotic and 
church organizations and had _ lectured 
and written extensively on insurance 
subjects. He entered the insurance busi- 
ness in 1912, when he joined the Nor- 
wich Union Fire Insurance Co. in New 
York City as an underwriter. 


Served on Mexican Border 


Mr. Goodwin interrupted his insurance 
career in 1916 to serve with the Mexi- 
can border expeditionary force and later 
with the U. S. Army in World War I 
as captain of infantry. He was born in 
New York City and received his formal 
education at the Albany Military Acad- 
emy, the University of Washington and 
Columbia University. He served for two 
years as vice president of the Associa- 
tion of Casualty & Surety Companies 
(then called the Association of Casualty 
& Surety Executives), and in 1946 was 
elected president of the association. He 
was reelected president for a second 
term at the 1947 annual meeting. 

From 1914 to 1917 he was a member 
of the Compensation Insurance Rating 
Board of New York. He became chief 
underwriter of the New York office of 
the Maryland Casualty Co. in 1918, a 
position that he held until 1925, when 
he was appointed chief underwriter of 
the New York office of the Standard 
Accident Insurance Co. He had been 
associated with the Fireman’s Fund In- 
demnity since 1930. He became vice 
president in 1934, subsequently taking 
over the post of vice president in charge 
of indemnity operations of the eastern 
department. 

At the time of his death, Mr. Goodwin 
was president of the Insurance Society 
of New York, Inc. He became president 
in March, 1950, to fill an unexpired term 
and had been elected and reelected to 
that office. Previously, he had served 
intermittently as director since 1940, be- 
coming vice president in 1948. 


Will Establish Memorial 


Mr. Goodwin’s immediate family ex- 
pressed the wish that his friends and 
associates in the insurance fraternity 
omit flowers and that, instead, they 
remit their contributions to the Insur- 
ance Society of New York, Inc., 107 
William Street, New York City, to es- 
tablish a living memorial in his name 
to foster the high social principles of 
the insurance profession. 

Mr. Goodwin was a member of the 
State Insurance Board by appointment 
of Governor Thomas E. Dewey; a di- 
rector and former vice president of the 
New York Board of Trade; a director 
of the Grand Jury Association; a na- 
tional councillor of the United States 
Chamber of Commerce and an elder of 
the Fifth Avenue Presbyterian Church. 
He had also served as president of the 
New York State Society and vice presi- 
dent general of the National Society, 
Sons of the American Revolution; past 
president of the Casualty & Surety Club 
of New York, and past master of Kane 





Reproduction of portrait by 
Howard Chandler Christy 


RICHARD V. GOODWIN 


Lodge, No. 454, F. & A. M. He was a 
member of the Union League Club, the 
American Legion, Drug & Chemical 
Club, Bankers Club and Shinnecock 
Hills Golf Club. 

Surviving Mr. Goodwin are his wife, 
the former Martha E. Chapman; a 
daughter, Mrs. Lewis T. Bennett, and a 
son, Richard V. Goodwin, Jr., a senior 
at Brown University. 

Matthai Names Committee 

Joseph F. Matthai, president of the 
Association of pape & Surety Com- 
panies, appointed a committee including 
past presidents e the association, the 
president and vice president, and the 
general manager and general counsel, to 

(Continued on Page 36) 








RANDALL C. OF C. SPEAKER 
To Address Insurance Luncheon; Mar- 
shall to Discuss ILO’s Socialization 
Program; Allen to Preside 
Jesse W. Randall, president of the 
Travelers Insurance Cos., will speak at 
the insurance luncheon April 29 at 
12:45 p.m., in the Terrace Banquet Room 
of the Shoreham Hotel in Washington 
in connection with the annual meeting 
of the Chamber of Commerce of the 
United States. His subject will be “Insur- 
ance—The Keynote of Individual Re- 
sponsibility.” A. D. Marshall, assistant 
secretary, General Electric Co. will ad- 
dress the luncheon guests on “Can In- 
ternational Agreements Bring Us State 
Socialism?” Clinton L, Allen, president, 
Aetna Insurance Co. and a director of 

the chamber, will preside. 

Mr. Randall is known for his powerful 
espousal of private enterprise. Mr. Mar- 
shall is well informed on insurance, em- 
ploye benefit plans and all phases of 
social security. Last summer he was a 
member of the employer delegation to 
the International Labor Conference at 
Geneva and served as its spokesman in 
the social security committee. He will 
discuss the ILO’s program of socializa- 
tion. 


Casualty Meeting Date 
Set for Agents and Bureau 


Arrangements for the annual spring 
meetings between the rating committees 
of the National Bureau*of Casualty 
Underwriters and a subcommittee of the 
casualty committee of the National As- 
sociation of Insurance Agents have now 
been completed, it has been announced 
by J. F. Niccolls, Houston, Tex., chair- 
man of the agents’ group. The meetings 
will start on the morning of Tuesday, 
April 15, with the automobile liability 
rating committee, and will continue with 
the other committees through April 16. 

In preparation for the meetings a 
questionnaire, consisting of suggestions 
and questions received by the casualty 
committee during the year, has been 
prepared and_ distributed to all state 
associations. The replies will be collated 
and will form the basis for the agenda. 
This same procedure has been used in 
past years. 
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Now in our 47th year, the past decade, as indicated 
by the above chart, has shown our most substantial 
growth in both A & H and Life premium volume. We're 
proud of the picture it reveals .. . of the co-operation 
in the field that has made it possible. 
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Henderson Joins Hickey 
In New York for F. & D. 


HAVE JOIN T ~ RESPONSIBILITY 
Wise, Race and Green Transferred From 
Brooklyn to New York; Other Field 
Assignments and Changes 


James M. Henderson, who last month 
was elected a vice president of the 
Fidelity & Deposit Co. of Maryland and 
its affiliate, American sonding Co. of 
Baltimore, has been given joint respon- 
sibility with Vice President H. R. C. 
Hickey for the direction of ‘the com- 
panies’ operations in Greater New York, 
it is announced by B. H. Mercer, presi- 
dent. 

A graduate of the University of Penn- 
sylvania, Mr. Henderson has been con- 
tinuously associated with the F & D and 
its running mate since joining their 
Philadelphia office in 1927 as a special 
agent. He was advanced to the posi- 
tion of assistant manager of that office 
in 1932, to manager in 1938 and in 
August, 1944, was made resident vice 
president. 

During his period of service in Phila- 
delphia, Mr. Henderson served for sev- 
eral years as chairman of the legislative 
committee of the local Surety Under- 
writers Association. At the present time, 
he is president of the Lower Merion 
Township School Board and chairman 
of the Montgomery County Housing 
Authority. 


Transferred to New York Office 


In addition, the following members of 
the companies’ staff in Brooklyn have 
been transferred to the New York of- 
fice where they will occupy the posi- 
tions indicated: Paul S. Wise, associate 
manager; Allan M. Race, assistant man- 
ager and Jerome W. Green, associate 
manager, fidelity department. 

William V. Drew, Jr. has been named 
manager in Brooklyn and Joseph A. 
Bach will continue as assistant man- 
ager of that office. 

The following new field assignments 
and promotions also have been an- 
nounced by the F. & D. and its running 
mate: 


New Field Assignments 


Edgar K. Jamieson, who has served for 
the past five years as resident vice > presi- 
dent in charge of the companies’ branch 


in Cleveland, has been appointed to the 
same position in Philadelphia. 

Andrew C. Soeder, manager in Buf- 
falo for the past nine years, has been 
named resident vice president in Cleve- 
land. 

William E. Henderson, Jr. has been 
advanced from assistant manager in St. 
Louis to manager in Buffalo. 

Francis X. Linsenmeyer, formerly an 
assistant manager of the New York of- 
fice, has been appointed to the same 
position in the Cleveland branch. 


MASS. BONDING NAMES CULLEN 


Is Superintendent of Compensation and 
Liability Underwriting Dep’t in New 
York, Succeeding Burlinson 

Announcement is made by J. P. 
Coffay, Jr. resident vice president of 
the Massachusetts Bonding & Insurance 
Co., of the appointment of Martin J. 
Cullen as superintendent of the compen- 
sation and liability underwriting de- 
partment of the New York office. Mr. 
Cullen succeeds Arthur V. Burlinson, 
recently resigned. 

Mr. Cullen is well qualified to assume 
his new responsibilities because of his 
extensive training in underwriting mat- 
ters. Since joining the company in Sep- 
tember, 1946, he has held various posi- 
tions in the underwriting department, 
most recently as supervisor of the spe- 
cial risks department. In addition, he 
is on the faculty of the Knights of 
Columbus Business School, teaching the 
principal casualty lines. 

Mr. Cullen is a graduate of Manhat- 
tan College and spent three years as a 
navigator in the Air Force. 
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Blaisdell Is Appointed 
By C. & S. Association 

IS TRAFFIC SAFETY AUTHORITY 

Named Director of P Public Safety Divi- 


sion; Was Executive Director of Na- 
tional Traffic Safety Committee 





Appointment of Paul H. Blaisdell, for 
many years executive director of the 
National Committee for Traffic Safety, 


as director of the public safety division 
& Surety 


of the Association of Casualty 





National Safety Council 


PAUL H. BLAISDELL 


announce -d by J. 
general 


Companies, is 
Dorsett, the 
ager. 

Mr. Blaisdell, who has been 
known in traffic safety work since 
as executive head of the national 


Dewey 
association's man- 
well 
1945 


com- 


mittee, comprising 86 leading organiza- 
tions and businesses interested in that 
field, is joining the association’s accident 


prevention Rcateanten staff in the posi- 


tion previously held by Thomas N. 
Boate, recently named manager of that 
department. Mr. Boate succeeded Julien 


H. Harvey as department manager fol- 


lowing the latter’s retirement last De- 
cember. 

A native of New Hampshire and a 
former newspaperman, Mr. Blaisdell has 
been active in highway safety work for 
more than 15 years. Since 1945 he has 
served as a member of the executive 
committee of the President’s Highway 


Safety Conference and for six years has 
been secretary of its committee on safe- 
ty organization. 

Was on Daily Newspapers 


Mr. Blaisdell worked on various New 
Hampshire daily newspapers between 
1931 and 1934, following his graduation 


from the University of New Hampshire 


in 1930 and from Columbia University 
in 1932. He became assistant secretary 
to the Governor of New Hampshire in 


1935 and from 1936 to 1941 was with the 
New Hampshire Public Service Commis- 


sion as transportation inspector and as- 
sistant transportation director. He also 
was a joint board member of the In- 
terstate Commerce Commission’s Bureau 
of Motor Carriers from 1935 to 1941 
and served as director of New Hamp- 
shire’s travel division in 1941 and 1942. 

Mr. Blaisdell was national field super- 
visor of the Government Mileage Con- 
servation Program conducted by the 
Office of Price Administration during 


World War IT. 


He 


left this position in 


New York Advisory Board 
On A. & H. Will Meet 


The New York advisory board on 
accident and health insurance examina- 
tions will meet Wednesday, April 9, at 


the Albany office of the New York In- 
surance Department. The board will 
give consideration to the policy provi- 


sions law of 1951 and also receive the 
report of the subcommittee on revision 
of the syllabus and handbook contain- 
ing questions and answers on accident 
and health insurance. Election of offi- 
cers will be held. 

Joseph F. Follmann, 
ger of the Bureau of Accident & Health 
Underwriters is chairman of the board 
and Deputy Superintendent Walter F. 
Brooks represents the Insurance Depart- 
ment at board meetings. 


Jr., general mana- 


E. B. ACKERMAN IS DEAD 





Former Preferred Accident President 
Had Recently Been in Hospital; Dull 
Suceeded Him as Company Chief 

Edwin B. Ackerman, 58, who was suc- 
ceeded as president of the Preferred Ac- 
cident by Floyd N. Dull following the 
company’s financial difficulties some 
years ago, died suddenly at his home in 
Summit, N. J., on March 28. He had 
recently returned from a hospital. 

Mr. Ackerman, whose father was a 
vice president of the Preferred in its 
early years, joined the company about 
1927 as assistant treasurer. He advanced 
to vice president when Wilfred C. Potter 
was elected president and upon the lat- 
ter’s appointment to chairman of the 
board was elected president. 

Mr, Ackerman is survived by his wife, 
Lucy; a daughter, Mrs. John Bissell, 
Jr. New York City, and two sons— 
Edwin B. Ackerman, Jr., of Stamford, 
Conn., and Lieutenant Hamilton’ H. 
Ackerman of Ft. Benning, Ga. Funeral 
services were held at St. Paul’s Episcopal 
Church, Morris Plains, N. J., on March 
31 


American Auto Withdraws 
Stock Increase Proposal 


The American Automobile Insurance 
Co., St. Louis, announces that, upon 
recommendation of its management and 
its board of directors, the recent pro- 
posal to increase its capital stock has 
been withdrawn because of adverse de- 
velopments in the market for the com- 
pany’s stock. 





1946 to join the National Committee for 


Traffic Safety, with headquarters in Chi- 
cago, as its executive director. In Chi- 
cago Mr. Blaisdell has served for the 
last three years as president of the 


Board of Education of Cook County Dis- 
trict No. 66. He is active in the work 
of the Boy Scouts and the Parent- 
Teacher Association there and he is a 
member of Tau Kappa Epsilon frater- 
nity. 





Bohlinger Names Murphy 
Deputy Superintendent 


WAS WITH KEMPER COMPANIES 





New York Deputy to Supervise Ex- 
panded Casualty, Liquidation and 
Policy Bureaus at Albany Office 


Superintendent of Insurance Alfred J. 
Bohlinger of New York has announced 
the appointment of Joseph F. Murphy 
as Deputy Superintendent of Insurance, 
effective April 3. 

Mr. Murphy will have under his super- 





JOSEPH F. MURPHY 


vision the expanded casualty bureau, the 
liquidation bureau and the policy bureau 
in Albany. 

A native of New York State, and a 
member of the New York Bar, Mr. 
Murphy is joining the New York State 
Insurance Department after being 
ciated with the Kemper insurance 


asso- 
com- 


panies since 1947. The new Deputy Su- 
perintendent received his A.B. from 
Fordham University in 1936 and_ his 


LL.B. from Fordham University School 


of Law in 1938. 


Joins Lumbermens Mutual 
In July of that year he joined the 
American Lumbermens Mutual Casu: ilty 
Co. in New York City as a claim attor- 
ney. During World War II he served 
in the Air Combat Intelligence of the 
Navy and upon his discharge became 
law secretary to Judge Alfred C. Coxe 
of the United States District Court, 
rejoining the Kemper companies in Feb- 
ruary, 1947, as assistant to the general 
counsel in Chic: ago. In 1949 he was as- 
signed to the New York City office as 

eastern counsel for the companies 
Mr. Murphy resides in Bronxville, 
N. Y., with his wife and three children. 








Established 1923 
Confer 
with us 








Tel.: Mitchell 2-0963-4-5 


New Jersey 


Risks 


FIRB 

IFB Binding Office 
CASUALTY A. W. MARSHALL & CO.Fireins oe 
AUTO One of New Jersey’s Leading General Agencies Tel. REctor 2-7667 
ee 744 BROAD STREET, NEWARK 2, N. J. 








Insurance Federation in 
Drive for New Members 

IS ADDITIONAL 30,000 

Robertson Is General Chairman; All 


Classes of Companies and Producers 
Represented on Committees 


GOAL 


A statewide drive for new members 
has been launched by the Insurance 
Federation of New York, Inc., according 
to an announcement by Rankin Martin, 
resident vice president in New York 
City of Standard Accident Insurance 
Co., and chairman of the federation’s 
board of directors. 

The membership campaign, which offi- 
cially got under way Apri] 1 has a defi- 
nite goal of 30,000 new members. It will 
be conducted in all sections of New 
York State and will continue until the 
end of the year, with prominent insur- 
ance leaders assisting in the campaign 
at strategic centers throughout the state. 

John C. Stott, Norwich, New York, 
past president of the National Associa- 
tion of Insurance Agents and of the 
New York State Association, is presi- 
dent of the Insurance Federation. 
Stressing the value of the federation to 
insurance agents throughout the state. 
Mr. Stott has urged their support of 
its efforts by means of active member- 
ship. 

Robertson Is General Chairman 

General chairman of the membership 
committee which is conducting the drive 
is Norman T. Robertson of the Zurich- 
American Insurance Group. Under his 
supervision the following membership 
subcommittees and their chairmen have 
been appointed: 


Casualty and surety committee—Wil- 


liam R. Ehrmanntraut, American Sure- 
ty Co.; fire and marine committee— 
Samuel A. Mehorter, McDaniel & Co., 


Inc.; New York City brokers com- 
mittee—Robert E. Curry, John F. Curry 
Agency, Inc.; metropolitan and suburban 
agents committee—David S. McFalls, R. 
B. McFalls & Son, Inc.; life insurance 
committee—Frederick D. Russell, Se- 
curity Mutual Life Insurance Co., Bing- 
hamton. 

The federation functions most particu- 
larly during the legislative sessions at 
Albany to prevent passage of legislation 
detrimental to the public and to the in- 
surance agent, broker and company. It 
engages in educational work whose pur- 
pose is to inform legislators of the effect 
of each bill introduced which concerns 
the insurance business and which may 
have harmful repercussions on the pub- 
lic. It is the only organization in the 
state which represents the entire insur- 
ance industry, since its membership com- 
prises companies, company representa- 
tives, agents and brokers, and reflects 
all fields of insurance — fire, marine, 
casualty, surety and life. 

Federation’s Labors Important 

The federation’s position as spokes- 
man within New York State on legisla- 
tive matters affecting the insurance in- 
dustry was emphasized by Mr. Martin, 
who cited the trend toward compulsory 
automobile insurance as one _ instance 
where the numerical strength of the 
federation would carry weight in oppos- 
ing this and other trends inimical to ‘the 
best interests of the public. “There has 
never been a time when the federation’s 
labors with the legislature were more 
vitally important than now,” he declared. 


HEALTH DECISION UNCHANGED 

Health Minister Martin of Ottawa, 
Ont., has indicated to the Commons that 
the Government has not changed its 
decision against setting up a parliamen- 
tary committee on national health in- 
surance at this session. 
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Van Dusen Calls Employes’ Paper 
A Little Magazine Doing a Big Job 


Richard C. Van Dusen, associate edi- 
tor in the advertising department of the 
Glens Falls Insurance Co., in charge 
of the company’s employe publication, 
“Now and Then,” spoke on “A Little 
Magazine Doing a Big Job,” before the 
spring meeting of the Insurance Adver- 
tising Conference at the Hotel Roose- 
velt, New York City, March 31. 

Mr. Van Dusen said that the phenom- 
enal growth of the employe publication 
took place in the past decade, when busi- 
ness boomed during and following the 
war years and needed a new and bet- 
ter means of communication to the 
growing mass of workers. These publi- 
cations range all the way from the 
single sheet to big magazines, he said, 
adding: “Some are big. Some are small. 
Some are slick. Some are pulp. Some 
are tabloids. Some are magazines. Some 
are letterpress. Some are offset. Some 
are good. Some are not so good, but un- 
til we have a standard whereby we may 
measure their quality, it is safe to say 
in the over-all, they are doing a com- 
mendable job. Of this much we can be 
sure. The employe publication is here 
to stay. It has justified its existence 
and it remains now to see how it can be 
improved—how it can be made to do 
a better job for business and industry.” 

Job of Selecting an Editor 

In setting up the operation of an em- 
ploye publication, Mr. Van Dusen said, 
the company’s big job is in its selection 
of an editor in which it has three main 
alternatives: it can hire a young man 
or woman trained in industrial editing 
through a modern college course; it can 
employ an experienced magazine or 
newspaper editor, or it may find some- 
one within its own ranks who has a 
flair for writing. The employe with a 
flair for writing, he said, will have the 
advantage of knowing something about 
the business and the people who work 
in it; his greatest difficulty will be be- 
cause of a lack of technical knowledge 
about layout, engraving and printing. 

Mr. Van Dusen said that one of the 
hardest jobs the editor has is to break 
through management’s traditional reti- 
cence to discuss controversial issues, to 
keep employes posted on the latest de- 
velopments and to take them into their 
confidence on plans for the future. “The 
news of the opening of a new branch 
office, the release of quarterly operations 
results or the promotion of an under- 
writer to an officer of the company,” he 
said, “should never first reach an em- 
ploye through his local newspaper or 
from an acquaintance on the street. 
Management should see that employes 
are the first to know of such changes.” 

Of his own publication, Mr. Van 
Dusen said: 

Directed Toward Ordinary Guy 

“T am proud of the fact that the 
weight of the editorial matter is di- 
rected toward the ordinary guy and 
not top management. Management 
never speaks directly to employes, but 
rather through interviews arranged with 
the editor or one of his associates. As 
a result our employes feel that it is 
their magazine and while they know 
who owns the horse, they do their talk- 
ing and confiding to us who hold the 
reins. This attitude on the part of em- 
ployes is much to be desired and advan- 
tageous to management. Of course, this 
places the editor squarely in the middle, 
but that is where he should be any- 
way. It is our job to feel the pulse 
of the workers and to interpret the 
reasoning of management to employes 
and vice versa. The employe publication 
ane the best means for accomplishing 
this 

Mr. Van Dusen said that if an em- 
ploye magazine is to be a success its 
selection should first be based on its 
reader interest and then on the number 
of employes’ names which can be worked 
into it. 

“The surest way to a high percentage 





RICHARD C. VAN DUSEN 


of readership,” he said, “is the frequent 
use of names and pictures. When a new 
employe receives his first copy of the 
magazine and finds his name and per- 
haps his picture in a section assigned to 
a welcome for new employes, you have 
gained a new reader for your publica- 
tion. From that time on, he will read it 
throughout and see that his family does 
also. And don’t think that the oldsters 
outgrow the habit either. These ‘years 
of service columns’ and ‘quarter-century 
club’ activities get lots of attention, too. 
Feels Company Belongs to Him 

“Once you have caught the attention 
of your employe, you can, if you don’t 
try to kid him, make him feel that the 
company he is working for belongs to 
him. I don’t truck with those who say 
you cannot build company loyalty 
through your employe magazine. Just 
because some don’t do it is no sign it 
can’t be done. 

“T will say this, however, that you 
can write yourself black in the face and 
never change the opinion of a dis- 
gruntled employe. The fellow who has 
been sitting at one desk for 10 or 15 
years and feels that he is underpaid and 
unappreciated is not going to change 
his mind about the company because 
of anything that is written in the em- 
ploye publication. Where the invest- 
ment pays off is with the new or young 
employe who enters the company believ- 
ing that it is a good place to work and 
that the business holds a future for him. 

“The trends today are toward more 
publications, more serious subject mat- 
ter, better education for editors, more 
professional publications and centralized 
supervision. All this points to the fact 
that management generally recognizes 
the tremendous potentialities of the 
house organ. When you stop to think 
that the combined rez idership of all em- 
ploye magazines reaches 40 million, that 
they are directly about and for the peo- 
ple who receive them, and that they are 
more thoroughly read than our most 
popular national magazines, we get a 
glimpse of the influence they can have 
upon the working public. In the Amer- 
ican world of business, the power of 
the employe publication is just be- 
ginning to be felt. It surely is a little 
magazine doing a big job. In years to 
come, it will take its rightful place as 
the biggest little magazine in the 
world.” 


OBSERVES 20th ANNIVERSARY 

The John T. Ostheimer Agency, New 
York. observed its 20th anniversary 
March 28 at a cocktail party in its 
offices. 


Calls Rating Bureaus 
Stabilizing Influence 


CARLSON SPEAKS IN SEATTLE 
Says National Bureau Adheres to Policy 
of Establishing Uniform Pattern for 
Country-wide Application 


Rating bureaus operate as the most 
important stabilizing influence in the 
insurance business at the present time, 
Thomas O. Carlson, actuary of the Na- 
tional Bureau of Casualty Underwriters, 
told members of the Pacific Northwest 
Insurance seminar meeting under the 
auspices of the University of Washing- 
ton at Seattle, March 24. 

Discussing ‘ ‘Bureaus and Their Func- 
tioning,” Mr. Carlson said that through 
their pooling of statistics the bureaus 
create the only bodies of experience of 
sufficient size to be generally utilizable 
in the establishment of proper rates by 
coverage, class and territory. 

“If every carrier were to depend en- 
tirely on its own data for ratemaking,” 
he stated, “then no matter how much 
the statistical conclusions were tempered 
by judgment, there would result for all 
except the very largest writers an in- 
stability in rate structure that -would 
lead rapidly to chaos and disaster. I say 
this without regard to whether regula- 
tion is in the picture, for regulation in 
itself cannot produce stability and order 
where there is ‘no foundation for such.” 


Has Incalculable Influence 

Turning to the public aspects of bu- 
reau functioning, Mr. Carlson pointed 
out that the bureaus’ development of 
standardized policy phraseology has an 
incalculable influence in maintaining 
public confidence in the insurance com- 
panies of this country. 

“In this private enterprise system of 
ours the bureaus provide an excellent 
illustration of cooperation of competi- 
tive companies in the development of 
programs that in the long run accrue 
to the advantage of the purchasing pub- 
lic, without any diminution in actual 
competition for business,” he st ated. 

Under the rate regulatory laws in the 
various states, the National Bureau actu- 
ary explained, rating bureaus as a rule 
must be licensed, and although they 
can restrict membership to a certain 
class of carriers they must _ provide 
rating service to any companies that 
apply. Thus, he said, the National Bu- 
reau, which restricts its membership to 
stock companies writing casualty insur- 
ance, provides rating services to a num- 
ber of non-stock subscribers. 

“First,” Mr. Carlson stated in de- 
scribing the work of the casualty rating 
bureaus, “in the field of manual rate- 
making they collect statistics, compile 
and interpret them, establish manual 
rates and rules for their application, 
and administer their use. 

Establish Rating Plans 

“Secondly, in the field of individual 
risk rating they establish rating plans, 
experience and schedule, prospective and 
retrospective, and administer their ap- 
plication to individual risks. 

“Thirdly, they develop new _ policy 
forms and are working steadily in the 
direction of standardizing the forms 
presently being used by their members 
and subscribers. 

“Fourthly, they are the primary foun- 
tainheads of research in the industry, 
although with the pressure of the de- 
velopment of state regulation, research 
has been somewhat neglected in recent 
years. 

“Fifthly, they have a vast area of 
public relations activities, selling rate re- 
visions and rating plans and programs to 
supervisory officials in the 52 jurisdic- 
tions serviced by them, maintaining con- 
tact with agents and other field organi- 
zations throughout the country, answer- 
ing inquiries from many sources, co- 
operating in educational work, and of 
course preparing publicity about their 
various programs and activities. As an 
indication of the fifth phase, the staff 
members working on any project such 
as a rate revision or rating plan are 





THOMAS O. CARLSON 


instructed to try to foresee and answer 
any questions that might arise from five 
different angles, the viewpoints of the 
staff technician, the company executive, 
the salesman in the field, the supervisory 
official and the policyholder. These in- 
structions subject any program to a 
thorough screening for potential bugs.” 


Establiskes Uniform Pattern 


For many years prior to the South- 
Eastern Underwriters Association de- 
cision, Mr. Carlson said, the National 
Bureau followed the practice of estab- 
lishing a uniform pattern for the deter- 
mination of rates in the various states 
in connection with a particular revision. 
He said this practice has been adhered 
to since the initiation of rate regulatory 
laws on an almost universal basis and 
the development of manual rate-making 
procedures, rating plans and policy forms 
has always proceeded with an eye to 
country-wide application in the interest 
of simplicity and consistency. 

“Rate regulation,” he said, “has thus 
put a binding upon the policy in this 
regard which was followed by the Na- 
tional Bureau long prior to the SEUA 
decision and the post-SEUA develop- 
ments. 

“T should like to differentiate sharply, 
however, between our developed proce- 
dures and the actual results. Rate 
regulation was sprung upon the industry 
at a most unfavorable time. Unsettled 
economic conditions at the outset were 
followed almost immediately by victory 
of the inflationary forces in the pitched 
battle between those forces and the 
forces of govenmental price and wage 
control, and the unprecedented expan- 
sion in volume of business in recent 
years has introduced further unstabiliz- 
ing factors. 


Rate Levels Inadequate 


“The result has been a period of rate 
levels that have been proved and are 
continuing to prove inadequate. Relief 
in a situation of this kind is inex- 
tricably interwoven with the rate regula- 
tory powers of the state supervisory 
authorities. There is a tendency for ap- 
proval of increases to lag behind the 
approval of decreases, which introduces 
an additional bias against the carriers. 
There is also a natural reluctance on the 
part of supervisory officials to accept 
the reflection of developments beyond 
the available classified experience, al- 
though with loss costs continually on the 
increase such a projection is necessary 
in order to produce a realistic appraisal 
of current conditions. 

“It has been a difficult period both 
for the supervisory officials ard for the 
companies. As to the future it is very 
difficult to visualize the casualty insur- 
ance industry without rating bureaus to 
serve as a gyroscope in keeping the en- 
tire structure on an even keel. In fact, 
any other visualization holds forth only 
fearsome prospects.” 
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American F. & C. Marks 
Its 25th Anniversary 


ANNUAL MEETING IN ORLANDO 





Portrait of Hays Unveiled by Board of 
Directors; Annual Report Delivered; 
Open House Is Held 





The annual stockholders’ meeting of 
American Fire & Casualty Co. was held 
at the home office in Orlando, Fla., 
March 25. 

The report of President Walter L. 
Hays revealed that the gross premiums 
written during 1951 amounted to #,- 
753,726 and that admitted assets passed 
the four million dollar mark and the 
policyholders’ surplus had increased to 
$1,190,902. 

Martin C. Dopler, Lake Wales, Fla. 
was elected to the board of directors. 
Mr. Dopler, a pioneer in citrus and live- 
stock development, holds extensive 
groves and has a large ranch in Kissim- 
mee Valley. 

At the close of the stockholders’ meet- 
ing there was a short ceremony com- 
memorating the 25th anniversary of the 
company. Charles Morehead, director, 
made a talk and a short salute to Mr. 
Hays was given by Betty Weaver, presi- 
dent of the American Employes’ Asso- 
ciation. Vice President George S. Brad- 
shaw, paid tribute to the founder and 
president, Mr. Hays, citing his civic 
and business activities and honors, 

Following Mr. Bradshaw’s talk, the 
members of the board of directors un- 
veiled a life size portrait of Mr. Hays, 
which is to hang in the directors’ room 
of the company. Tibor Pataky, Orlando, 
Fla., artist, was commissioned to do this 
portrait. 


Director’s Meeting Held 


Following the 25th anniversary cere- 
mony, the directors’ meeting was held. 

The following three new members 
of the advisory board were elected: C. 
V. Griffin, president, W. J. Howey Co., 
Howey-in-the-Hills, Fla.; George W. 
Morgan, Morgan’ Brothers, Oviedo, 
Fla.; Harold R. Gertner, Gainesville, Fla. 


The directors voted a dividend of 
80 cents per share, payable Anril 25, 
1952 to stockholders of record as of 


April 4, 1952. 

A resolution was passed by the board 
of directors commending President 
Hays, on the 25th anniversary of the 
company. 

Continuing the 25th anniversary cele- 
bration, open house was held from 6 to 
9 p.m. The public was invited to tour 
the home office and see the company in 
operation. J. Edwin Larson, State 
Treasurer and Insurance Commissioner 
of Florida, wig with Charles A. 
Brooks and E. A. Faircloth, Deputy In- 
surance Comunbinets, with other 
members of the Insurance Department, 
and other state, county, and city officials 
attended the open house. Thousands of 
people made the tour of the home of- 
fice, mostly from Central Florida. How- 
ever, some came from as far as Balti- 
more; Dallas, Texas; Searcy, Ark., 
and Columbi: Ngo, @ Congr atulatory mes- 
sages were received from all corners of 
the nation, and the entire six-story 
American Building was banked with 
flowers from well wishers. 


Liability Limits Hiked for 
Young N. Y. Motor Owners 


Governor Thomas E. Dewey of New 
York has signed the bill passed by both 
houses of the General Assembly requir- 


ing motor vehicle owners under 21 
years of age to carry higher limits of 
liability insurance. The new law raises 


from $5,000 to $10,000 the liability cover- 
age which must be carried for injury to 
one person, and from $10,000 to $20,000 
for injury to two or more persons. It 
also requires $5,000 coverage for prop- 
erty damage and extends the over-all 
insurance requirements to young motor- 
cycle owners. 





ACTS TO COVER UNINSUREDS 





Rochester Board Plans to Ease Demand 
for Compulsory Insurance and Un- 
satisfied Judgment Funds 
The board of directors of the Under- 
writers Board of Rochester, N. Y., has 
gone on record supporting a las to 
make it easier for an uninsured motorist, 
who is having difficulty in obtaining 
automobile bodily injury and_ property 
damage liability insurance, to obtain such 
coverage. With approximately 90% of 
motor vehicles insured in the state, it is 
the reasoning of the Rochester board 
that if the gap of 5% from total cover- 
age could be wholly or even partially 
closed, there would be no demand in the 
New York General Assembly for com- 
pulsory automobile liability insurance or 
unsatisfied judgment funds as threatened. 
Members of the board are urged to 
obtain coverage through the assigned 
risk plan if the risk does measure up to 
underwriting requirements of their car- 
riers but if an agent does not care to 
process the assigned risk application 
himself, the application is to be referred 
to Louis Hawes, secretary of the board, 
rather than turn down an uninsured risk. 
In its purpose to make every effort to 
cover the uninsured risk, the board will 
publish a series of advertisements to ac- 

quaint the public with this service. 


Richard V. Goodwin Dies 


(Continued from Page 33) 


pay tribute to Mr. Goodwin at the 
funeral services. The services were held 
Thursday, April 3, at 5 p.m. at the Fifth 
Avenue Presbyterian Church, Fifth Ave- 
nue at 55th Street, New York City. 

In addition to President Matthai. the 
committee included the following past 


presidents: J. Arthur Nelson, chairman 
of the board of the New Amsterdam 
Casualty Co.; J. M. Haines, formerly 


United States manager of the London 
Guarantee & Accident Co., Ltd.; J. W. 
Randall, president of the Travelers In- 
surance Cos.; Frank A. Christensen, 
president of the Fidelity & Casualty Co. 
of New York, and W. E. McKell, first 
vice president of the American Surety 
Co. of New York. Also on the committee 
are Manning W. Heard, vice president 
of the Hartford Accident & Indemnity 
Co. and vice president of the Association 
of Casualty & Surety Companies; J. 
Dewey Dorsett, general manager, and 
Ray Murphy, general counsel. 


GUTERMAN IS NAMED DIRECTOR 
Abraham S. Guterman has been elected 
a director of the Union Casualty & 
Life Insurance Co., Mount Vernon, N. Y. 














UP TO DATE 


The old stiff collar kept many a bucko on the 
straight and narrow. Chin up and eyes front 
marked the man of destiny. 


When people became pedestrians flexibility became a sur- 
vival factor. Function replaced fashion—novelty gave way to 
durability. Comfort scheduled the changeover. 

To give your group clients that comfortable feeling—one 
that lasts and lasts—take advantage of the Zurich’s flexibility. 


Our function has always been to serve you. 


ZURICH-AMERICAN 
Grouft Department 
HEAD OFFICE ¢ 135 SOUTH LA SALLE ST. ¢ CHICAGO 3, ILLINOIS 


ZURICH GENERAL ACCIDENT AND LIABILITY INSURANCE COMPANY, LTD. 
AMERICAN GUARANTEE AND LIABILITY INSURANCE COMPANY 
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CLEARS NEGLIGENCE CASES 


Justice McNally Disposes of 2,850 Cases 
in Two Weeks by Settlement, Trans- 
ference or Dismissal 
As part of an effort to break a back- 
log of some 12,000 negligence cases 
pending in the Supreme Court in New 
York City, Justice James B. M. Mc- 
Nally said last week, that he had dis- 
posed of 2,850 such cases by settlement, 
transfer or dismissal, during the last two 

weeks. 

Sitting in a special calendar call part, 
Justice McNally passed on a total of 
4,684 negligence actions filed between 
April, 1949, and February, 1952. 

The purpose of the special calendar 
call was to determine whether the cases 
belonged in Supreme Court or should 
be transferred to the Municipal or City 
Courts, or disposed of in some other 
way. The court sat from March 10 to 
March 26. 

Of the 4,684 cases reviewed by Justice 
McNally, 953 were transferred to the 
Municipal or City Court, 785 were dis- 
missed for failure of counsel to appear, 
683 were marked settled, five were 
marked discontinued, and 434 were 
marked off the calendar for a variety of 
reasons. 

In 1,834 cases, attorneys for the liti- 
gants said they would file additional pa- 
pers asking for a speedy trial in Su- 
preme Court. 


Fitzgerald Observes 30 
Years at Hartford A. & I. 


Patrick B. Fitzgerald, Middletown, 
Conn., special agent for the Hartford 
Accident & Indemnity Co., attached to 
the New York office, celebrated his 30th 
anniversary with the company March 20. 

Mr. Fitzgerald was a pioneer in plant- 
ing the company in Westchester County, 
N. Y., and on Long Island. On the occa- 
sion of his anniversary, the agency pro- 
duction department in New York pre- 
sented him with a wrist watch. 





Accounting Proposals 


(Continued from Page 22) 


tions to obtain information from their 
members and subscribers, varying by 
line of business, in greater detail than 
required by the uniform accounting in- 
structions, is recognized. However, rat- 
ing plans and forms are poh filed 
with the various rate-making authorities 
as part of our normal procedure. There- 
fore, if your committee finds it neces- 
sary to amend the rules, we believe it 
can be accomplished by the adoption of 
ie following: 

“The subcommittee may request copies 
of specific definitions prescribed or 
recommended by any rating or service 
organization for use by its members or 
subscribers in complying with rec urring 
calls for expense analyses in the lines 
of business covered by uniform account- 
ing instructions and may report to the 


uniform accounting committee on the 
practical effectiveness of such specific 
definitions, 


“We strongly oppose any broadening 
of the uniform accounting instructions 
that involves rate-making procedures. 

“We believe it is faulty to conclude 
that because non-uniform methods of 
allocation are being used by companies, 
they are not achieving uniform account- 
ing in the insurance business. The wide 
diversity of the internal organizations 
of companies precludes the use of any 
single method of allocation. Further, it 
is our belief that the objectives sought 
by the authors of the uniform account- 
ing regulations can only be achieved by 
a process of evolution, and to that end 
we agree that studies should be con- 
tinued by the industry to simplify and 
further improve the techniques, so that 
in the end we may attain our objectives. 
After the relatively short period of three 
years under the uniform accounting in- 
structions, we believe it would be a seri- 
ous mistake to conclude that its basic 
concept of flexibility is all wrong and 
should be replaced with a standard for- 
mula.” 
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Independent Insurers 

Announce Iowa Program 
WILL CONVENE AT DES MOINES 
Commissioner Fischer and Several 


Former Commissioners to Speak; One 
Session Devoted to Discussions 








Complete program for the regional 
meeting of the National Association of 
Independent Insurers to be held May 1 
and 2 in the Savery Hotel, Des Moines, 
Iowa, is announced by Vestal Lemmon, 
manager in charge of the executive head- 
quarters in Chicago. _ ; 

The registration will begin at 9 a.m. 
on May 1 and the first session will be 
held there starting at 10 am. when 
Charles R, Fischer, Insurance Commis- 
sioner of Iowa, is to extend an address 
of welcome with the response by John 
H. Carton, president of Wolverine In- 
surance Co., Battle Creek, Mich. 


Other Speakers Named 


William C. Searl, president, NAII, 
secretary Auto-Owner Insurance Co.; 
Howard E. Gates, Deputy Insurance 
Commissioner of Maryland, and Bernard 
R. Stone, former Insurance Director of 
Nebraska, will be the other speakers at 
the opening session. Mr. Gates’ subject 
is “Excess for the Millions,” and Mr. 
Stone will speak on “Government En- 
croachment in Insurance.” 

Frank Miles, public relations counsel 
of Des Moines will be the luncheon 
speaker. 

Afternoon speakers will be as follows: 
Maurice V. Pew, secretary and general 
counsel, Farmers Insurance Group, Los 
Angeles, former Iowa Commissioner, 


“Competition — A Public Safeguard”; 
Sterling Alexander, general counsel, 
NAII, former Iowa Commissioner, 


“Progress on the Motor Vehicle Acci- 
dent Problems”; Irving J. Maurer, vice 
president, NAII, treasurer, Farmers Mu- 
tual Automobile Insurance Co., Madison, 
Wis., “The Judgment Factor’; F. W. 
Duboc, Western Casualty & Surety Co., 
Fort Scott, Kan., “Fire Statistics.” 

The next day’s session will be devoted 
to discussion groups as follows: “Auto- 
mobile Assigned Risk Plan” led by Fred 
Miller, vice president, Hawkeye-Security 
Insurance Co., Des Moines; “Federal 
Crop Hail Insurance Program,” con- 
ducted by F. W. Benson, director, Farm- 
ers Mutual Hail Insurance Co., Sheldon, 
Iowa, and “New Developments in Uni- 
form Accounting,” under direction of 
Herbert F. Walton, Allstate Insurance 

oO, 





GENERAL RE. ASSETS RISE 





Substantial Increases in Business of 

Both Companies in Group Shown 

_ in Their Annual Statements 

Year-end financial statements of the 
corporations comprising the General Re- 
insurance Group showed both companies’ 
assets at a new high mark—General 
Reinsurance Corp. with $64,995,371, an 
increase of $6,694,594 from the previous 
year-end, and North Star Reinsurance 
Corp, with $27,500,759, an increase of 
$2,895,273. Cash and United States Gov- 
ernment obligations amounted to 38% 
of General Reinsurance Corp.’s portfolio 
and 44% of the North Star’s. 

General Reinsurance claim reserve was 
$27,917,784, an increase over the prior 
year of $2,432,831. North Star’s claim 
reserve at $2,708,052 was up $356,650. 
Substantial increase in the business of 
both companies is reflected in increases 
in unearned premium reserves. General 
Reinsurance unearned premium reserve 
at $8,830,015 was up $1,092,064 while the 
Same reserve in North Star was $14,- 
964,298, an increase of $1,130,250. 

_ Both companies showed substantial 
increases in surplus to policyholders. In 
the case of General Reinsurance Corp. 
that item stood at $24,392,266, an in- 
crease’ of $2,764,578 over the prior year. 
In the case of North Star the corre- 
sponding figure was $8,392,095, an in- 
ion of $1,472,324 from December 31, 





EXECUTES SHORT TERM BOND 





Maryland Casualty Writes Four - day 
Blanket Bond to Cover Removal Op- 
erations of Oklahoma City Bank 

Maryland Casualty Co. recently wrote 
an additional $5,000,000 short term blan- 
ket bond to cover the removal opera- 
tions of the Liberty National Bank & 
Trust Co., Oklahoma City. 

Although the bank moved its offices to 
a new building only a block away from 
its former location, it took no chances. 
In addition to the extra $5,000,000 in- 
surance protection, which covered a 
four-day period, dozens of special 


NAMES FRANKE SPECIAL AGENT 

Elmer E. Franke has been made a 
special agent at the Home Indemnity 
Co.’s Jacksonville, Fla., office effective 
immediately. Mr. Franke was employed 
at the home office of the company in 
October, 1949 as a trainee and was 
transferred to Jacksonville in January, 
1951, as an underwriter. 





guards were provided and all unneces- 
sary traffic was rerouted. 

The short term blanket bond was writ- 
ten through the Oklahoma City branch 
office of the Maryland. 





To Hold Cleveland Forum 


Co-sponsored by 13 insurance organi- 
zations, a forum on compulsory insur- 
ance will be held April 9, at Hotel 
Hollenden, Cleveland. 

Keynote of the program is “the pro- 
motion and preservation of free com- 
petitive enterprise in the insurance busi- 
ness, the strengthening of grass roots 
against socialism, and an all-out attack 
on monopolistic infiltration by Govern- 
ment in the field of compensation insur- 
ance and similar attempted inroads in 
automobile insurance in Ohio.” 

















Statement 


AT THE CLOSE OF BUSINESS DECEMBER 31, 1951 





Cash in Banks and Office 
U.S. Government Bonds . 
State Bonds 

Railroad Bonds 

Stocks 


over 9I days 
Accrued Interest 
Reinsurance Recoverable 
}ther Assets 


Total Admitted Assets 


WILLIS H. BOOTH 


HERBERT BROWNELL, JR. 
Partner 
Lord, Day & Lord 
JAMES D. CUNNINGHAM 
President 
Republic Flow Meters Co. 
HORACE C, FLANIGAN 


Chairman 
Vanufacturers Trust Company 


WILLIAM H. HEINEKE 


Resident } ice President 








CASUALTY, 





ASSETS 


Premiums in course of collection not 


Member Executive and Finance Committees 
International Business Machines Corp. 


American Motorists Insurance Co. 


FIRE, 





LIABILITIES 


Reserve for Losses . 


wh 


776,438.38 
3,970,406.50 
100,000.00 
23,000.00 
104,999.00 


Values 
Reserve for 

Contingencies 
Capital Stock 
Net Surplus 


-52,171.45 
39,089.38 
37,278.81 





Total 


lade Fligible bonds amortized. Other bonds and stocks at convention market value. Securities 


carried at $525.758.29 in the above statement are deposited as required by law. 


BOARD OF DIRECTORS 


ROBERT P. HOOPER 
President 
Wm. EF. Hooper & Sons Co. 


FREDERICK B. HUFNAGEL 
Retired 


HATHAWAY G. KEMPER 
President 
of the Company 
JAMES S. KEMPER 
Chairman 
Lumbermens Mutual Casualty Co. 


HENRY H. LEARNARD 
President 
S..S. Learnard Co. 


EXCESS 


INSURANCE COMPANY OF AMERICA 


NINETY-NINE JOHN STREET - NEW YORK 38, NEW YORK 
SIX EAST 11TH STREET - KANSAS CITY 6, MISSOURI 


Reserve for Lnearned Premiu:ns 
Reserve for Taxes, Expenses, etc. 


Reserve for Fluctuation of Security 


Surplus to Policyholders 


FIDELITY & SURETY REINSURANCE 


$ 5,848,053.56 
1, 471,038.00 
634,144.85 


148,877.30 


$ 290,000.00 
1,000,000.00 
1.999,000.00 


2,200,000.00 


$10,302,113.71 


JAMES L. MADDEN 
Second Vice President 
Metropolitan Life Insurance Company 


WALTER R. MENCELBERCG 


Vice President 
Lumbermens Mutual Casualty Co. 


FLETCHER W. ROCKWELL 


Director 
Irving Trust Co. 


EARLE S. THOMPSON 
President 
The West Penn Electric Co. 
FRANK F. WINANS 


Chairman Finance Committee 
of the Company 
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Polio-Crippled Lad of 12 
Given Alert Youth Award 





Left to Right—Frances Langford and 
Don Ameche, screen and television stars; 
Danny Holt, 12, awarded the 12th Alert 
Youth Award of the National Associa- 
tion of Mutual Insurance Agents, and 
Bryson F. Thompson, New Haven insur- 


ance agent, who presented the award. 


Danny Holt, 12, North 
polio-crippled hero, was 
Alert Youth Award of the National As- 
sociation of Mutual Insurance Com- 
panies over a nation-wide television show 
in New York, viewed in 40 major cities, 
earlier this vear. The lad, de spite the 
handicap of his leg braces, saved a young 
skater who had fallen through the ice 
on a pond at North Haven, Conn. 

The award, a gold medal and plaque, 
was present ted by Bryson F, Thompson 
of the New Haven insurance agency of 
Thompson & Peck, former president of 
the national association, and the stars of 


Haven, Conn., 
given the 12th 


the ABC network show, Frances Lang- 
ford and Don Ameche, gave him addi- 
tional awards of $100 and a gold wrist 
watch. Watching the proceedings in New 
York was John M. Bondi, circulation 
manager of the New Haven Journal- 
Courier, for whom Danny handles a 


newspaper route . North Haven. 


Danny, clad in his boy scout uniform 
with merit badges, was interviewed by 
Don Ameche and gave the details of the 
rescue. The show was kinescoped and 
was shown in the New Haven area on 
March 10. At that time, receivers were 
placed in North Haven Junior High 
School where Danny is in the seventh 
grade, and the reward ceremony shown 
to the entire student body at a special 
rene t called by the principal of the 
school. 


SECURITY MUTUAL LIFE STATUS 


The Security Mutual Life Insurance 
Co., Binghamton, N. Y., advises The 
Eastern Underwriter th: ut in furnishing 


the New Jersey Department of Banking 
and Insurance with its annual statement 
on business in New Jersey, the company 
was in error in reporting net group acci- 
dent and health in the state as 
$1,367,817. The Ex Underwriter, in 
its tabulation of New Jersey casualty 
figures, used the figures as furnished to 
the Department, The correct figure is 
$163,528, which brings the total loss 
figure to $191,660, instead of $1,385,949 
as had been reported to the Department. 


losses 


astern 


Hartford A. & I. Class 


Composed of 25 Members 


Twenty-five insurance men completed 


a tour 
Hartford 
on March 


weeks’ 
Accident 
2: 


& 


training program 
Indemnity 


the 
Co. 


at 


Subjects covered in the training pro- 


gram included 


accident 


and health, 


auto- 


mobile liability, general liability, plate 
glass, burglary and workmen’s compen- 
sation insurance, and fidelity and surety 
bonds. 

Hartford A. & I. representatives at- 
tending the course came from 15 states, 
including Illinois, North Carolina, Penn- 
sylvania, Oklahoma, Oregon, Alabama, 


Georgia, 
New York, 


necticut, 


Mississippi, 
Texas, 


Wisconsin 


New 


and 


Hampshire, 


Massachusetts, 
Kansas. 


Con- 


Phillips and Zimmerman 
Added to A. & H. Program 


Edwin A. Phillips, vice president and 
superintendent of agencies, Standard In- 
surance Co. of Oregon, and Charles J. 
Zimmerman, CLU, managing director of 
the Life Insurance Agency Management 
Association, will speak at the final ses- 
the accident and health spring 


of LIAMA at Chicago, 


sion of 
meeting 
April 9. 
Mr. Phillips’ subject is 
sequences” and Mr. Zimmerman’s 
Third Hazard.” 


the 
“Truth or Con- 
talk 
is called “The 


TO STUDY DISABILITY BILL 

It is believed that the Michigan legis- 
lature will continue for another year 
the special committee set up to study 
the question of a proposed disability bill 
to cover all employes. 


AMA Issues Booklet on 
Medical Catastrophe 


The American Management Associa- 
tion has published number 93 of its in- 
surance series, “Medical Catastrophe 
Coverage and ‘Other Special Types of 
Insurance.” It is made up of papers pre- 
sented at the insurance conference held 
in Chicago in November, 1951, as follows: 

Edmund B. W hittaker, vice president, 
Prudential Insurance Co., “Major Pro- 
tection Against Major Illnesses”: Es 
Willis, manager, employe benefit plans 
department, General Electric Co., “The 
Medical Catastrophe Plan—One Com- 
pany’s aang gle ; Peter Drake, insur- 
ance manager, W. T. Grant & Co., “Self- 
Insurance of hale Limits and Excess 
Coverage”; Ralph S. Henderson, execu- 
tive vice president, Alexander & Alex- 
ander, New York, “Special Lines of In- 
surance”; Robert. L. Maxwell, Chicago 
manager, marine department, Home In- 
surance Co., “The Increased Scope and 
Importance of Transportation Insur- 
ance.” 








Three Figures in Recent Promotions by Travelers Companies 
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accident department of the Travelers Insur- 
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Sullivan have been appointed 


Underwriter recently, 
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NOW AVAILABLE 


HOSPITAL EXPENSE PLAN 
PAYING 


From $5 to $10 a day for 100 days accident or illness. 
10 times the daily rate for miscellaneous expense. 
Plus 3 times the daily rate for emergency expense for injury. 


TO WHICH MAY BE ADDED 


Surgical expense providing $125, $225 or $300 maximum. 
Medical expense providing $3 daily for doctor's visits in 


Baltimore NGOS TORD AIM New York 
@isuimer Company 























and Leroy 
the Travelers Insurance Cos. 
was made by President Jesse W. 
follewing annual meetings of 





ARVIDSON 


LEROY FE. 


F. Arvidson was named assistant agency 
This announcement 
Randall, president of the com- 
the boards of directors. 





HEADS CINCINNATI A. & H. MEN 

R. W. Bickelhaupt, assistant manager 
of the Cincinnati office of Mutual of 
Omaha and United Benefit Life Insur- 
ance Co., has been elected president of 
the Cincinnati Association of Accident 
& Health Underwriters. Other officers 
are: F. L. Baker, Kentucky Central In- 
surance Co., vice president; W. G. Hock, 
Hooper-Holmes Bureau, treasurer, and 
R. J. Raisbeck, Reserve Life Insurance 
Co., secretary. 


RAISES FAMILY POLIO RATE 


The Continental Casualty Co. an- 
nounces that on and after May 1, its 
family polio policy rate for a two-year 
term will be increased from $10 to $15, 
due to the severe polio epidemic years 
of 1950 and 1951 and_ predictions of 
more epidemic years in the future. There 
will be no change in group polio rates 
and the individual polio policy will con- 
tinue at $5 for the two-year term. 





You Will 





120 Boylston Street 


HEARTHSTONE INSURANCE 0. OF MASS. 
Boston 16, Mass. 


Are You on the Right Track? 


Are You Heading inthe Right Direction? 
Be....1f You 


Represent — 
COMBINED INSURANCE CO. OF AMERICA 


5316 Sheridan Road 





Chicago 40, Ill. 


COMBINED AMERICAN INSURANCE CO. 
2817 Maple Avenue 


W. CLEMENT STONE, President 
of the Combined Group 





Dallas 4, Tex. 





April 4, 1952 
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Rea a News of local comings and goings makes prof- insurance is adequate in amount to cover the fall 
ul In- itable reading for burglars. Particularly the value of your property... particularly in view of 
— “goings.” For a closed house becomes an open today’s higher replacement costs. 
an E 7 } ; 
varices aa house to a prowler. Remember: because your Maryland agent knows his 
: Protect your personal possessions at all times business, it’s good business for you to know him. 
4 with the Maryland’s Residence and Outside Theft P.S. As an additional precaution, whenever 
TE PD Insurance. See your Maryland agent or broker you plan to be away from your home—for a week 
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vant MARYLAND CASUALTY COMPANY 
1S of 
— Baltimore 3, Maryland 
rates 
con- fF All forms of Casualty Insurance, Fidelity and Surety Bonds, for business, industry and the home, through 10,000 agents & brokers 





Another timely Maryland advertisement designed to help Maryland agents and brokers sell more—and larger — burglary insurance policies. 






































The Mohawks 
called him 


Indians occupied the region in 1738 when young William Johnson arrived from Ireland 
to manage a huge tract in what is now Fulton County, New York. As settler and 
fur trader, his honesty and fair treatment of the Indians soon won their respect and friend- 
ship to a degree, it is said, never attained by any other white man in this locality. In his 
official transactions with them he used to wear a scarlet blanket trimmed with gold lace, 
a gesture which they considered highly flattering. He learned the language of the Mohawks 
who adopted him as chief with a name meaning Big Business. 

Because of his influence “Johnson of the Mohawks” was a key figure in the French 
and Indian wars. His ability as an organizer enabled the British troops to build a road 
through the forest to Lake George, thereby defeating the French and saving Albany from 
attack. In recognition of his contribution to this victory, Johnson was made a baronet. 

Johnson Hall, in the present city of Johnstown, was built by Sir William in 1762 
on one of the largest properties in all the colonies, and here he lived in baronial splendor. 
After the death of his young wife, in the custom then locally sanctioned, he acquired an 
Indian woman as his second “wife.” She was succeeded by 
Molly Brant who was known as “the Brown Lady of 
Johnson Hall” and apparently held a position of respect. 

According to a local legend, after Sir William’s death in 
1774, Joseph Brant, Mohawk chief and Sir William’s trusted 
friend, marked the stair rail with his tomahawk as a sign to 
the Indians that the house was not to be molested. Although 
the town was burned, Johnson Hall was spared and toma- 
hawk marks are still plainly visible in the mahogany, The 
house is now under the jurisdiction of the New York State 
Education Department. 
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